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THE BEAVER MODEL A- 4 Bish Speed Heavy p, 


¥~ to 2-inch Portable Pipe and Bolt Machine with Dual Automatic Oiling 











186 different kinds 


and sizes of dies 
are available to users of 
Beaver Models A and B 
Pipe and Bolt Machines! 
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Serious and Playful—Pictures show there was always something doing in I. D.’s suite . 
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In a Party Mood —Manufacturers and distributors fete each other at cocktail parties 


Manufacturers Prepare for Tomorrow’s Problems—American members look ahead 


Strictly Informal—The camera catches conventioneers in off moments 
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Next Month 


@ As a salesman, you’re losing out on 
a valuable sales tool unless you can 
discuss carbide tipped tools. Whether 
you can or not, you'll be interested in 
an 8-page report on the latest de- 
velopments in the carbide field. The 
report also gives some valuable hints 
on where and how to sell carbide tools. 
Don’t miss it. 

@ Thinking of moving into a new 
building? Be sure and read the report 
on a West Coast distributor’s new lay- 
out. It'll help you. 

@ If you'd like to increase your sales 
of tools, you'll want to read about the 
sure-fire system employed by several 
distributors. 

















IT’S 
ANOTHER ‘‘FIRST’’ 


BY 
HOLO-KROME 


Before July 1st 

Holo-Krome authorized Distributors will have 
advanced complete information concerning 
another ‘‘HOLO-KROME FIRST’’.... 





DISTRIBUTOR DISTRIBUTION SALES POLICY 


THE HOLO-KROME SCREW CORP. HARTFORD 10, CONN. 
2 INDUSTRIAL DISTRIBUTION © JUNE, 1948 











Enjoy the Sales Advantages of LINK- BELT 
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WORM GEAR DRIVES 


LINK-BELT 
PRODUCTS 
YOU 
SHOULD 
KNOW 
ABOUT 
AND 
SELL 
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LINK*®, 


COMPACT: take less space 
than other types of convey- 
ors; no return run. 


DUST-TIGHT: tight covers and 
joints, dust seals, and L-B 
spring cover clamps keep dirt 
out, keep dust inside. 


SIMPLE: no elaborate chutes, 
skirting, etc.; simple loading 
spout through cover; or side 
inlet (shown below) enables 
conveyor to regulate input 
of material to its carrying 
capacity. 
a 


INSTALLATION: easy, simple, 
economical; note supports— 
simple steel spacers from 
floor; ease of passing through 
wall, with small opening. 
(Conveyor also picks up ma- 
terial from beyond the wall 
—two feeds—another con- 
venience. ) 


ECONOMY: first cost, installa- 
tion, and maintenance are all 
low; and L-Bscrew conveyors 
can be made as durable as 
necessary for the materials 
handled. Wear is very grad- 
ual; no costly shutdowns. 


O28 


The wide variety of 
| MARKETS | Screw Conveyors made 

by LINK-BELT —the 
various lengths and diameter of screws—the vari- 
ous metals available—the many designs—make 
it possible for you to sell all industries. There is 
nothing to limit you where there is a need for Screw 


Conveyors. 
ness, efficiency, con- 
venience, durability, 
and economy characterize LINK-BELT Screw 
Conveyors — everything your customers want. 
AND included is clean, dust-tight, trouble-free op- 
eration. This kind of performance is being realized 
by industries everywhere — whether installations 
are horizontal, inclined, or vertical— dependability 
of performance is assured for your customers. 


LINK-BELT COMPANY 


Chicago 8, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. 
Offices and Distributors in Principal Cities. 11,017 


Simplicity, compact- 


Typical LINK-BELT SCREW 
CONVEYOR installation with 
part of cover removed to show 
flighting. 
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The simplest, surest mechanism 
ever devised for holding wheels 
to shafts. Another Dodge “‘first’’ 
and the biggest development in 
this field in years! 


The TAPER-LOCK Sheave breaks 
all speed records in mounting. 
Slip it on, line it up and tighten 
while sighting! Saves time— 
saves money. 


Easy on, easy off! Disengages 
with less effort; holds fast to the 
shaft with firmness equivalent to 
a shrunk-on fit. 


No flange. No collar. No 
protruding parts. Close mountings 
are possible. Bushing extends 
entire length of hub. 
TAPER-LOCK runs true. 


A complete unit—in a complete 
range of sizes in Dual Duty 
(A and B); B, C, and D grooves. 
Write us for detailed bulletin, 
Al175C, on this new and 
different taper bore sheave. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiana 


of Mishawaka, Ind. CALL THE TRANSMISSIONEER 


He is your local Dodge Dis- 
tributor—factory trained — 
qualified to suggest ways to 
improve your machine per- 
formance, i producti 
Look for his name under ’Pow- 
er Transmission Equipment” 
in your classified phone book. 





TAPER-LOCK: Trade Mark Registered U.S. Pat. Off. Copyright, 1948, Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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... for Leak- Proof, Pressure - Tight 


Industrial Assemblies! 


All three Permatex Form-A-Gasket Sealing 
Compounds make every type of assembly leak-proof 
and pressure-tight .. . be it threaded, flat or flanged. 
They all prevent corrosion and. are leak-proof to 
gasoline, fuel oils, lubricating oils, hot or cold 
water, butane, propane and numerous other liquids 
and gases. Use the one that best fits the job. 


Permatex Form-A-Gasket No. 1 (a paste) dries fast 
and sets hard, but never becomes brittle. Makes 
tough, permanent unions even with warped or pitted 
surfaces. 


Permatex Form-A-Gasket No. 2 (a paste) sets slower 
than No. 1. Dries to a tough, pliable film with plenty 
of “cushion” to absorb continual vibrations . . . yet 
disassembles easily. 


Permatex Aviation Form-A-Gasket No. 3 (a brushable 
liquid) quickly dries to a tacky paste. Since it acts 
as a lubricant before it seals, threaded connections 
ean be tightened up all the way without binding. 
Unions are easily disassembled. Will not run at 400° 
above nor become brittle at 70° below. 


May Be Used With or Without Old or New Gaskets 


Order Through Your Industrial Distributor 


We Invite Your Further Inquiry 


PERMATEX COMPANY, INC. BROOKLYN 29, N. Y. 
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“MARVEL<aws. 


Better Machines~Better Blades 


7 - ~ 


Regardless what type hack saw machines and 
metal-cutting band saw machines you use, MARVEL 
BLADES will improve performance. There are sound 
reasons why this is true; practical reasons that are 
easily understood and demonstrated. 


MARVEL High-Speed-Edge Hack Saw Blades, with 
a genuine high-speed-steel cutting edge integrally 
welded to a tough alloy steel body, are both fast- 
cutting and positively unbreakable. This construction 
permits greatly increased speeds and feeds. and 
tauter blade tensioning. Still, they last much longer 
than ordinary biades. 





MARVEL High-Speed-Edge Hole Saws, with this 
same unbreakable construction and heavy-duty 
arbors, have the extra strength required for drill 
press and lathe use...rapidly saw holes from */’ 
to 4Y2" diameter thru steel of up to 1's" thickness. 


MARVEL Band Saws are of selected quality. They 
come ready for use, pre-welded to size for each 
make and model saw. Individually boxed, they are 
protected against kinking, rusting or damage to 
teeth! 


Write for Blade Catalog Sheet. 


ARMSTRONG-BLUM MFG. CO. 


"5700 BLOOMINGDALE AVE. « CHICAGO 39, U.S.A. 
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1848: A frenzy of excitement swept the East. Gold! The magic 
word spread like wild-fire and by 49 a great Westward migration was on. 
Even as thousands rushed Westward, dreaming of easy riches, business men 
of the East, with a different kind of dream, were quietly laying the founda- 
tion for our expanding economy. 


1848: Almost simultaneously with the discovery of gold in California, 
the Watson-Stillman Company was established. No headlines pro- 
claimed this modest fact, yet long after the forty-niners’ Conestoga 
wagons stopped rolling the Watson-Stillman Company continued to 
grow, making its contribution to the realization of a prosperity founded 
on hard work and fair play. 


1948: After 100 years of successful prospecting for improved indus- 
trial machinery, Watson-Stillman is now more than ever a gold mine 
of engineering data on virtually every phase of applied hydraulics. As 
a natural development growing out of its work in hydraulics, the com- 
pany added facilities for the manufacture of forged steel fittings. Today, 
Watson-Stillman is recognized throughout the world as one of the lead- 
ing manufacturers of hydraulic machinery and of forged steel fittings 
for all services. 


WATSON -STULMAN 


ROSELLE, NEW JERSEY 
Offices in Principal Cities 


WATSON-STILLMAN HYDRAULIC EQUIPMENT 
¢ “COMPLETELINE” Machinery for injection, compression and 
transfer molding of plastics * Railroad Production, Maintenance 
and Spring Shop Equipment ¢ Metal Forming, Drawing, Forging, 
Bending and Straightening Presses * Extrusion Presses... General 
Purpose Presses... Laboratory Presses * Accumulators © Special 
Hydraulic machinery * Shears * Jacks * Pumps * Benders * Forged 
Steel Fittings ¢ Valves. @® 31 
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to help you plan for 


PRESENTS A SHORT STORY ON A 
GROWING PROFIT POTENTIAL 


Are you fighting higher operating costs in planning 
your future sales and profit gains? One way you can 
beat the problem is to satisfy equipment demands 
from new growing markets. For example, take the in- 
dustrial demand for air compressors in smaller sizes 
from % to 15 H.P. Sparked by the Kellogg-American 
“On-the-Spot”’ Air campaign, started pre-war, this mar- 
ket is expanding steadily. You'll want to know how 
you can fit this sales opportunity into your profit pic- 
ture. We're all set to show you in a short visual presen- 
tation in your office. 

Write for an appointment to American Brake Shoe 
Company, Kellogg Division, Rochester 9, N. Y. 


KELLOGG DIVISION 
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Threadwell Gages are now 
available to industry thru 
Threadwell Authorized Distributors. 


For Catalog write to 
Threadwell Tap and Die Company, 
Greenfield, Massachusetts. 


“TOOLS OF DISTINCTION” 


Makers of Threadwell Taps, Dies, Counterbores, Twist Drills, Keyway 


THREADWELL TAP AND DIE COMPANY Broaches, Self-Oiling Pipe Threader and other fine cutting tools. 
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1& |MAMUFACTURING AND DISTRIBUTION OF 


1@ lor PORTABLE POWER TOOLS 











AVAILABLE TODAY FROM NEW 


Whatever your requirements in non- 
ferrous or stainless fastenings you can 
undoubtedly secure them directly from 
Harper's enormous New York and Chicago 
stocks. 

® Harper has complete stocks of over 
5,000 different types of bolts, nuts, screws, 
washers, rivets and nails in various non- 
ferrous metals and stainless steel. The 
variety of specifications is wide. Every 
item in ordinary use—and a great many 
so-called “‘specials’’—are now in Harper 
warehouses. New items are being added 
constantly. The H. M. Harper Company 


THE H. M. HARPER COMPANY 


2622 FLETCHER STREET, CHICAGO 18—Phone: Independence 4100 
585 WASHINGTON STREET, NEW YORK 11—Phone: Watkins 4-4610 


Atlanta, Cambridge, Cincinnati, Cleveland, Dallas, Denver, Detroit, 
Grand Rapids, Los Angeles, Miami, Milwaukee, Philadelphia, 


St. Lovis, San Francisco, Seattle. 


Harper Sp 
IN| BRASS 


ecializes in Everlasting Fastenings * 
+ BRONZES * MONEL - STAI 








YORK AND CHICAGO STOCKS 


ranks first in its field in size, variety and 
completeness of stocks. 

Phone or wire Harper at New York or 

Chicago today and secure immediate 
shipment. If it should happen that your 
requirement really is ‘special,’ Harper 
has the technical experience, the trained 
engineers and the modern high speed 
equipment to manufacture according to 
specifications. 
WRITE TODAY FOR CATALOG. It gives 
complete specifications on the widest 
assortment of types and sizes of Everlasting 
Fastenings available anywhere today. 


HARPER'S 


254 


Anoiversory 


HARPER 
Chicago» Neu York 


NLESS STEELS 


Reg. U.S, Patent Office* 
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HIS year—every year —the local 
Goodyear Distributor is striking it 
rich. He’s tapping a gold vein of more 
sales opened by Goodyear Research— 
research that keeps producing new 
products that make newsales. New 
— like Compass-V-STEEL 
elts—the new rayon-bodied 
garden-hose line — HD Glass 
Cord Steam Hose and many 
others. 


Leadership in new —— BLUEPRINT iw @)° 


development — backed by the 

famed Goodyear Research 

Laboratories — is just one of PRO FIT- BU LDI N G 

the many reasons why the : 

«ral ona I centages Re: Goodyear Industrial Rubber Products 

first three money-makers this 1) epblavien: “ot: ilies a i Technicol sl ie 
[Jolt i lehilelsmmmel e reates echnical sales assistance of the 

year and any year. The blue- Name in Rubber GAM. = Goodyear: Technical 

print at right will give you the hers 

others, according to eading 2 Proved quality that brings Hard-hitting, business getting 

supply houses. repeat sales direct mail campaigns 





Maybe there’s a Goodyear dis- 3 Aggressive national advertising Seererehly ar preted 
tributorship open in your ter- that boosts distributors, too jams scree by 
. s oodyear Kesearc oleleldohiolayg 
ritory. A letter will find out. 4 liberal franchise that creates Substantial profit margin on 
ag Goodyear, Akron 16, profit opportunities each sale 
10. 


Compass — T.M. The Goodyear Tire & Rubber Company 


GOOD, YEAR 


THE GREATEST NAME IN RUBBER 
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Another reason for handling 


PROMPT DELIVERY FROM 


— LOCAL STOCKS 
TRAINED 


PERSONNEL 


ADEQUATE STOCK THE CARBORUNDUM IMMEDIATE PERSONAL 
OF ABRASIVES INDUSTRIAL SUPPLY ATTENTION 
DISTRIBUTOR 








EFFICIENT 
CONTACT WITH TECHNICAL 
REPRESENTATIVES SERVICING 


DISPLAY... 
DISCUSS... 
DEMONSTRATE... 


INDUSTRIAL DISTRIBUTION © JUNE, 1948 





products hy carRBORUNDUM 


TRADE MARK 


PRONUTIONAL 


CUP PONT i 


Through a strong continuing program, The 
Carborundum Company is promoting your 
qualifications as the logical supply source for 
all standard abrasives. Large colorful advertis- 
ing in leading industrial magazines punch over 
this point. Powerful direct mail pieces blanket 
your market. Personalized promotions aid in 
getting the attention and interest of concerns 
in your territory. 


Your training and experience with abrasive 
applications are pointed up. A convenient loca- 


your story 
to your pl gspects 


tion expediting prompt delivery of wheels, 
coated abrasives, sticks, stones and grains by 
CARBORUNDUM is emphasized. Intelligent 
handling of orders by an efficient modern dis- 
tribution unit gets plenty of attention. Your 
tie-in with the leading name in abrasives adds 
sales value to your services. 


With your cooperation, a profitable abrasive 
business is cultivated...new prospects are devel- 
oped... volume is expanded. The Carborundum 
Company, Niagara Falls, New York. 


_ Abrasives by 
CARBORUNDUM 


TRADE MARK 
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Graduated with Honors 
- College of Hard Knocks! 


MORSE FORGED TAPER SHANK DRILL 


. Forged for Toughness — 
Milled and Ground to Morse Precision Standards 








Here’s a drill that offers a 
“liberal education” in service- 


greatest efficiency for cutting operations. 
All these features combined provide you with an 









ability and cutting efficiency. 
It’s forged for strength and 
toughness, then milled and 
ground to the precision accuracy that’s typical of 
all Morse tools. In addition, the helixangleselected 
for this drill is the result of long study to obtain 












The Original Manufacturer of Twist Drills 
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all-purpose drill that will earn its keep many 
times over—whether drilling gear forgings, 
connecting rods, crankshafts, cast iron, chrome 
nickel steels, etc. Buy this drill — it'll fill your 
bill! Your Industrial Supply Distributor can 


supply you. 





ork Store: 130 Lafayette St. - Detroit Store: 2952 East Grand Blvd. + Chicago Store: 570 West Randolph St. + San Francisco Store: 1180 Folsom St. 



































This CATALOG should be at your fingertips 


“Fight Friction” contains engineering data which will help 
you get longer and more economical bearing service 


Plant operating men, as well as product 
designers who are concerned with prob- 
lems relating to non-ferrous bearings or 
castings, can use this 16-page booklet to 
advantage. It contains descriptions, physi- 
cal properties and specifications of N-B-M 
Babbitt metals — bronze cored and solid 
bars and parts. Instructions for successful 
re-babbitting with N-B-M Babbitt Metals 
are also included. 


The metals described are the result of three- 
quarters of a century of anti-friction research. 














PLANTS IN: ST. LOUIS, MO. * MEADVILLE, PA. © NILES, OHIO © PORTSMOUTH, VA. «© ST. PAUL, MINN. ¢ CHICAGO, iLL. 





Improved production and alloying tech- 
niques are used in making these better 
N-B-M Bearings and Castings. Competent, 
experienced engineers are ready and able 
to help you wage the “war on wear”— 
help you solve design, alloy, stress load- 
ing lubrication, or even more complex 
problems. 


If you’re interested in reducing mainte- 
nance costs or in increasing the service life 
of bearings and castings, write for your 
copy of “Fight Friction” today. 


NATIONAL BEARING DIVISION 


ST.LOUIS > NEW YORK 
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Stays bright without cleaning 
in spite of dirt and smoke 


F any of your customers are 
troubled by dirt and smoke 
cutting down light output, 
here’s how you can help them 
solve their problem — with 
a good profit for you. Suggest 
G-E reflector lamps, mounted base up in groups 
of two to five, as in the foundry above. 








The mirrored reflecting surface of the G-E re- 
flector lamp is on the inside of the bulb itself— 
can’t become dull from dirt or tarnish. When 
mounted base up, airborne material collects on 
the sides of the lamp where it has no effect on light 
output. Little or no light obstructing material 
collects on the bottom surface. 


This application for G-E reflector lamps is now 
being pre-sold to your customers through adver- 
tising in leading industrial magazines. Stock up 


on : ~ now on both 150 and 300 watt sizes! 
oe 
: Soft, cool light ‘ated IMPORTANT REASONS why 1y 
makes work cadet, 
easier. 1. Complete line—over 10,000 types and sizes. 
2. Consistent advertising pre-sells G-E lamps to your trade. 


Steady demand, good profit margin, make G-E lamps 
a top-notch money maker. 


Quality assured by more than 480 tests and inspections. 


Services of G-E lighting engineers conveniently avail- 
able. 


; e , 
Cn - General Electric research works constantly to make 
For drying, baking, Glow and filament G-Elamps @y,,, Zetnhien Anuncn 
curing type. For instru- ; lag Orghler <auger 
ments, etc. 


heat processes, - 


LAMPS 
GENERAL §@ ELECTRIC 
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the first threadless 
malleable fitting 


FLAGG-FLOW uses full thickness of pipe — no threads 
to cut away half of the wall in sizes under 3”. 
FLAGG-FLOW permanently bonds pipe and fitting 
into “one-piece” security that is stronger than the 
pipe itself, eliminating the weakness of threads 
in withstanding shock, vibration, expansion or 
contraction. 

There are no pockets or enlarged chambers in 
FLAGG-FLOW to increase turbulence, no distortion 


The originator of threaded malleable fittings in 
America—and a leading manufacturer of threaded 
fittings for nearly a century — is again first with 
threadless malleable fittings having basic advan- 
tages that you can see by comparison. 


strains from strong-arm wrenching, no special skill 
required for installation — and no increased cost 
over screwed pipe installations. Having the same 
wall thickness as a threaded fitting, FLAGG-FLOW 
is substantially lighter and takes less space — 
with no decrease in strength. FLAGG-FLOW is the 
first 150-pound malleable fitting sold from stock 
to be air-tested under water for your protection, 
eliminating the fear of “leakers.” 


MALLEABLE IRON FITTINGS, STD. EX. HVY. AND AAR © CAST IRON FITTINGS © DRAINAGE FITTINGS © FLANGE UNIONS © FLANGES 
GROUND JOINT UNIONS ¢ BRONZE THREADED FITTINGS BRONZE SOLDER FITTINGS * UNDERGROUND TANK FITTINGS 
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threadless 





VERY advantage that has made FLAGG-FLOW the talk 
£ of the piping industry is now available in bronze 
as well as malleable iron. 

Now you may select the piping material that best 
meets your needs — wrought iron, steel, brass and cop- 
per pipe or tubing — and still enjoy FLAGG-FLOW “one- 
piece” security and simplicity of installation. 

Moreover, FLAGG-FLOW in bronze gives you freedom of 
choice in brazing alloys. With a precision-machined cup 
that permits close tolerances, you may stick-feed any 
capillary brazing alloy that you desire to any FLAGG- 
FLOW Bronze Fitting taken from stock, with the assur- 
ance that Capillary Action will draw the brazing alloy 
into the joint to make a perfect, permanent bond. Any 
competent pipefitter can make joints stronger than the 
pipe itself by observing the simple three-step rule: 
CLEAN-FLUX-HEAT. 


But beyond this simplicity of installation are other 
important advantages. FLAGG-FLOW means free-flow 
through smooth, unbroken, pocketless channels that are, 


now available in bronze 


FLAGG-FLOW Bronze Fittings may be had in the 
same sizes and patterns as FLAGG-FLOW Malleable 
Fittings. Their method of installation is also iden- 
tical. Choose, with freedom, the material best 
suited for your job. 


in effect, continuations of the pipe itself. Thus FLAGG- 
FLOW gives you stream-lined interior, low friction-loss 
advantages — at a cost no higher than for ordinary 
threaded jobs. 


FLAGG-FLOW ends many piping bug-a-boos. You can now 
have complete freedom in piping layout, for FLAGG-FLOW 
can be installed wherever pipe will go and a torch will 
reach — in tight spots around machinery, or in awkward 
corners that defy a wrench. No longer need you worry 
about inaccessible spaces — thin partitions — lines sub- 
jected to shock, vibration or temperature changes — in 
short, for piping that has to last, FLAGG-FLOW may be 
installed and safely forgotten. 

For new or replacement work you owe it to yourself 
to be fully informed on this modern technique of joining 
pipe. Fully descriptive booklets on either malleable or 
bronze FLAGG-FLOW are yours for the asking. 


FLAGG > FLOW 


STANLEY G. FLAGG & CO., INC. 
1421 Chestnut Street, Philadelphia 2, Pa. 
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Don't miss this 
onderful 
opportunity 

to expand 
your markets 


...PROMOTE 
PNEUMATIC 
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Best SELLERS...No Better 
Tools are Made! 











te ileatiigehileatmeche 

vince even the hardest-to- 

sell buyers . . . because 

there's no mistaking the 

superior quality of Pneumatic 

SKIL Tools, Point out their 

light weight, self - lubrication, 

muffled exhaust, fine bear- 

ing construction, and other exclu- 
sive features... then watch J 
your sales go UP! 


Your customers are seeing 
this advertisement now! 


Initi 


know the ropes... 





whee Jiger Brand 22145, Ajomer 


every time! 


@ Available in either Excellay Preformed or non- 
preformed construction, U-S-S American Tiger 
Brand is as strong, tough, and flexible . . . and as safe 
. .. aS any wire rope your customers can buy! 

Another advantage in selling TicErR Branp is that 
the services of a large staff of wire rope engineers are 
available to users . . . to help them determine their 


needs and to solve out-of-the ordinary problems. 





No other manufacturer offers such complete service. 


AMERICAN STEEL & WIRE COMPANY : INITTTTANS 
Cleveland, Chicago and New York — bi a a 
COLUMBIA STEEL COMPANY , TIGER BRAND 
San Francisco 


Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 
United States Steel Export Company, New York 


UNITED STATES STEEL 





THE BIG DEMAND IS FOR TIGER BRAND 
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initial Sales Study Proves 











A NEW KIND OF VISE PLIERS 


OUTSELLS ALL OTHERS 


DEALERS ARE AMAZED AT GRIPSO’S QUICK TURNOVER— 
MANY SELL OUT OPENING DAY 


NEW FEATURES SELL GRIPSO 


On the theory that “you can’t overstock a moving product” 79 Hardware and 
Automotive Dealers agreed to stock and sell GRIPSO during an initial sales study... 
even though many of them were heavily stocked with conventional vise pliers. 


This is what they found: 


FARMERS prefer Gripso because here they have a pliers, pipe wrench, hand vise, 
clamp or nut wrench all in one easy-to-work tool. City folks like it too for general 
household repairs and workshop use. 


MACHINISTS prefer Gripso because of its new three-point contact... flat jaw 
on top and curved jaw on bottom... provides greater holding power... doubles re- 
sistance to side twist. 


MECHANICS prefer Gripso because it's so easy to use and adjust in cramped “hard- 
to-get-at” places...so handy for removing broken stud bolts, turning scored nuts and 
plugs. 


WELDERS prefer Gripso because it's quicker to adjust than clamps. Multiplied power 


holds plates more secure for welding and soldering ... holds templates and blanks firmly 
together... no slipping. 


EVERYONE likes Gripso's exclusive release feature; its versatility as a 5-in-1 all-purpose tool creates new sales that 
have never existed for conventional vise pliers. Dealers find that the widespread interest created by GRIPSO 
greatly stimulates all vise plier sales. Today, after two years of intensive research and testing and one year of 
outstanding West Coast sales success, GRIPSO'S acceptance is assured. Nationwide distribution is now being set 
up through a limited number of Established Wholesalers. (Retail Dealers ask your Wholesaler.) 


SEND THIS COUPON OR WRITE TODAY FOR FULL INFORMATION AND SELLING PLANS. 
FIRM NAME GEES eo EDO iS 2 a nqassnnsew EOI 
gn, 


pace - 


A PRODUCT OF H. R. BASFORD CO., Dept. "M", 235 15th St., San Francisco, California 
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COMPLEMENT 
G CLUTCHES 


* Instant Engagement 


* Instant Disengagement 


* Accurate Indexing 
* Positive Action 


A new principle in clutches... 


BORROWING an idea from the wooden sprag that 
oldtimers used to prevent wagons from rolling 
backward, yet allowing free forward motion — 
Morse-Formsprag Clutches have come forth with 
the ultimate in Over-Running Clutch design. 
Each Morse-Formsprag Clutch contains a full complement 
of sprags between inner member and housing. Contact 
between sprags is maintained by a circular pressure spring 
which acts as an energizing medium. 
Because of the full complement of sprags used in Morse- 
Formsprag Clutches, localized stress is minimized. This . Inner Member 2. Sprag 3. Housing 4. Energizing Spring 
design simplicity permits the greatest possible torque 
capacity for size and weight. 
Three types of Morse-Formsprag Over-Running Clutches 
are available from stock—for indexing, over-running or 
backstopping: 
A. All-Purpose Ball-Bearing Type. 
B. Indexing and Backstopping Ball-Bearing Type. 
C. Plain-Bearing Type. 
These three types are carried in stock with a variety of 
finished stock bores ready for immediate use. Special sizes 
and designs can be furnished to fit your requirements. 





For detailed information, installation suggestions and 1. Inner Member 2. Sprag 3. Housing 4. Energizing Spring 
ordering data, write Dept. 184 for Morse-Formsprag 
Catalog C11-42. Address: Morse Chain Company, 7601 


Central Avenue, Detroit 8, Michigan. o— ee ee ee ee ee ee ee ee ee ee ee ee oe oe oe 


| MORSE 


“MECHANICAL 
POWER TRANSM/SS/(ON 


Roller Chain rse , PRODUCTS 
* Drives Drives 


j 





iin en te te ita ien eae 








cade Sree: i siatinasiiiiies seardate diaiateidl ath ealual 


MORSE CHAIN COMPANY e DETROIT 8, MICHIGAN 


BORG-WARNER 
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Help Your Customers Speed “lubing Work 
with IMPERIAL TUBE WORKING TOOLS 


TOOL IN USE | “Zaye DESCRIPTION OF TOOL 


Ye" to 34" | Roller type. Has flare cut-off groove. 


14" to 144" | Wide range, roller type. Has flare 
cut-off groove. 


CUTTING 2 | Ye" to 34" | Small, pocket size cutter. 
4 %e" to 23%" | Sawing Vise. 
114" to 4” Sawing Vise. 


Wide range type. 
Hi-Duty. Will not score tubing. 
Has quick slip-on yoke. 
|. pies catch sipen, poe ‘ 
: ™" ‘0 or larger sizes, Has slip-on yoke. 
FLARING 4 | Has saddle yoke. ‘ 
hace <> q Has saddle yoke. 
: Self-clamping type. 
For production tube flaring. 
For flaring block tin pipe. 
For double-flaring metal tubing. 











Spring bender set. Outside type. 
ring benders. Inside type. 


BENDING | ‘ | a 3” 4" | Open-side bender. Positions any- 


where on tube. Individual bender 
or each size. 
3%" to 34" | Heavy-duty bender outfit. 





4", 3%", Ye" | For joining tubing without fittings. 

, ; Od Kit includes flaring bar, 4 nae 
q - ing tools. 

eWEDOING et V4" to 34" | Individual swedging tools—no bar. 

He" to 34” | Flares and swedges. 








For use on all | Outfit includes torch, 4 tips, solder- 
SOLDERING | | soldering work| ing iron, hose and tank connec- 


tions. 








eM) 346" to 144” | For reaming both inside and outside 
edges of tubing. 


REAMING 





; NEF. “a 14" to 54" | ForrefacingS.A.E. flare seats which 
REFACING }" e Na j have been nicked or marred. 


Includes cutter and 5 adapters. 








Folder 347 describes the complete line of Imperial Tube 


Working Tools. Ask for your copy. 
THE IMPERIAL BRASS MANUFACTURING CO. 


511 S. Racine Ave., Chicago 7, Ill. 
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For high strength at low cost 
. «look into Cordura’* 


E GINEERS have virtually eliminated the 
“stretch” in V-belts by using cord made of 
Du Pont “Cordura.” That means more power from 
each belt .. . fewer take-ups . . . less maintenance. 
V-belts also last much longer when they’re made 
with this high tenacity rayon! 

“Cordura” is engineered to give far greater in- 
herent strength than natural fibers. And each strand 
of this man-made yarn is a continuous filament—no 
short pieces to pull apart under strain. 

Perhaps you’d expect to pay a premium for such 
advantages. Yet manufacturers can often use “Cor- 


dura” to reduce production costs. That’s because 
you get so much strength from sotittle—and because 
“Cordura” is reasonably priced. 

It will pay you to find out more about the advan- 
tages that Du Pont “Cordura” High Tenacity Rayon 
contributes to V-belts—and to other products, such 
as conveyor belts ... tires . . . industrial hose. Per- 
haps this development of Du Pont research can im- 
prove an article your customers are making. Write 
for more information about “Cordura.” Address 
Rayon Division, E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 


*REG. U. S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 
-. + THROUGH CHEMISTRY 


for RAYON... for NYLON... 
for FIBERS to come... look to DU PONT 
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i" fi 
There’s A Big Sales Opportunity in commercial and industrial fans. 


More and more plants and shops are improving ventilation, hence the 
rising demand for both new and replacement installations. 


You Can’t Top Sturtevant for a fan with ready customer acceptance 

and outstanding performance. It combines the experience of two great, 
letders ... designed by Sturtevant, leader in ventilation; powered by ™ 
Westinghouse, leader in motor manufacturing. 





To Help You Maintain Volume Sales, Westinghouse-Sturtevant have 
field staffs of engineering, service, and mérchandising specialists. This 
team will supply helpful assistance of any kind . . . technical, service, 
or selling. It cooperates constantly with your organization to help you 
win and boost fan sales. 


The Men Who Buy Fans, as well as the men who specify fans, are 
reached regularly by Westinghouse advertising. Further, distributors are 
offered everything in the way of local sales promotion helps . . . direct 
mail, an operating fan display, decals, cuts, mats, and advertisements. 
| ® - 
With the Sturtevant Fan you get the advantages of the Westinghouse 
motor-service plan, a plan unequalled in size and scope in the entire fan 
industry and one that enables you to give prompt motor repair and 
replacement service. 5 





If you want to cash in on the growing fan market, you’ll want 
the details of the Sturtevant Fan Franchise. They’re really worth 
knowing. To get them, write Westinghouse Electric Corporation, 
Sturtevant Division, 71 Readville Ave., Hyde Park, Boston 36, 
Massachusetts.“ ~~ : #- 


_ 
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BVORTH KNOWING 
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Sturfevant Division 
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~ IMPROVEMENTS... 
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‘GRIFFIN: 


HACK SAW BLADES cud BAND SAWS 


Made by G. W. GRIFFIN CO., Franklin. N. H., Hack and Coping Saw Blade Specialists since 1880 
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Preferred, specified and used 
in mass production by— 


* The Automotive Industry 

* The Aviation Industry 

© The Electrical Industry 

® The Farm Implement Industry 
© The Home Appliance Industry 
® The Railway Industry | 


Sold by Leading Mill Supply Distributors 
Oram eer tig 


THE STANDARD TOOL (0. 


CLEVELAND 


Warehouses: New York + Detroit - Chicago 





THE STANDARD LINE titine currers— seeciat Toots 






THE STANDARD [00L (0. 


CLEVELAND 





Warehouses: New York «+ Detroit + Chicaaqo 
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FACTORY 
TRUCK 
$4600 


Handy for many general moving jobs 
as “stock” truck... carrying parts from 
machine to machine in the course of 
manufacture. Three lengthwise bolsters 
assure ample platform support; strong 
construction throughout. Stakes are re- 
movable to add to its general handiness. 


hich of ee 
dds to the cost © ¢ 
is bogging things down. 


Truck for your ae jobs. Check 


into toug 


ating d if you don't 
these eight trucks as e Sak overt 


“ si x: Boston, Mass.; 


ite for Catalog 
necenone and — 
Lafayette St., New *° 


Pittsburgh, Pa.; 


American 


CASE TRUCK — 11191 


Malleable iron construction. Light in 
weight yet practically indestructible. 
Designed for easy handling of heavy 
cases, boxes and heavy machinery. 
Spikes on frame top prevent load from 
slipping. Carries up to one ton. 








PLATFORM OR WAGON TRUCK 
01433 


Designed specifically for quicker 
handling of sheet plates in mills 
but proved very useful for carry- 
ing other large, bulky loads. 
Rugged construction throughout 
to withstand heavy loads... heavy 
iron strap, set flush, binds platform 
all around. Wheels extra wide for 
greater stability. 





Re no matter 
pots, it all 
d-handling 


see the one to help yous 
200 various types — 


and Houston, Texas- 


industry rolls on 


TRUCK — 9213 


Ideal for handling 
bales. Designed for 
the cotton industry 
but its features make 
it readily adaptable 
for easier handling 
of other large, bulky 
objects. Full-length 
steel strapping — 
front and back — on 
selected hardwood 
handles for extra 
strength and service. 





LIFT JACK PLATFORM TRUCK 
500 


Lifts and rolls easily . . . ideal for 
handling heavy loads in small 
spaces. Eliminates many handling 
processes. Powerful jack operates 
by merely pulling handle down. 
To remove jack, handle lifts up 
and jack rolls out. No pins, ratchets 
or levers to operate. 


COMMANDER STEEL FRAME 
PLATFORM TRUCK — $2742A 
Here's a Tilting or Center Balance 
Truck that's a real time-saver. Designed 
for quick turning in congested areas, 
around corners, narrow aisles. Turns in 
its own length . . . pushes from either 
end. Strong construction throughout. 
Available with Plain or Roller Bearing 
Semi-Steel Wheels or Roller Bearing 

Rubber Tired Wheels. 














BARREL TRUCK — 426 


All steel construction. Specially 
built to make handling of open 
barrels easy and quick. Good 
balance and maneuverability. 








FEED 
TRUCK — 9310 


Designed for speedy 
handling of feed 
bags but just as 
handy for moving 
cases and bales, 
such as hay, etc. 
Also proved effi- 
cient for handling 
plumbing and heat- 
ing supplies. Extra 
long nose for easier 
load pick-up ... 
steam bent handles. 
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The TERRIFIC 
NUMBER & MF = 
of LEADS Ee 


from Boice-Crane national adver- 
tising in the leading school, wood- 
working, plastic, builder, farm and 
sign fields comprise but one reason 
why 


THERE’S BIG MONEY 


BOICE-CRANE BOICE-CRANE 


FOR YOU THICKNESS PLANER TILTING-ARBOR SAW 


BOICE-CRANE 
POWER TOOL 
FRANCHISE 


ans 


© The steady, tremendous demand 





BOICE-CRANE BOICE-CRANE 
SPINDLE SANDER SAW-JOINTER 


© The complete line which includes 
many items not available in others. 


© The recognized flexibility and stur- 


diness of Boice-Crane equipment. -BOICE-CRANE BOICE-CRANE 


: SPINDLE SHAPER SIX-INCH JOINTER 
© That Boice-Crane, as the world’s 


largest manufacturers of certain 
equipment, offers the lowest prices 
on a quality line. 








A few territories open. — 





Write,. phone or wire 


BOICE-CRANE amen: I a 
COMPANY ee 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 
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No Substitute 
or Quality 





a a ana ae 

















There is no substitute for Quality — therefore no 
substitute for Bunting Bronze. 
When you need Bearing Bronze, Quality Bearing 

Bronze, call the leading Distributor in your com- 

munity—because—the leading Distributor in your community 
is, almost certainly, the Bunting Distributor. The 

Bunting Brass & Bronze Company, Toledo 9, Ohio. 

Branches in Principal Cities. 





BRONZE BEARINGS 
PRECISION BRONZE BARS 
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POLISHED FLUTES 


IMPROVE CUTTING EDGES 


FACILITATE CHIP FLOW 


INCREASE PRODUCTION 





REDUCE COSTS 





The polished flutes of all Ace Drills are ground into pre-hardened 
bars of high speed steel. 


This smooth, polished surface is like a honed razor. The cutting edges, 
formed by the intersection of two ground surfaces are even and smooth. 
Cutting edges formed by the intersection of a ground surface and a tite cence Hhiiiimiies de 
milled surface are rough and irregular by comparison. cutting edge which has been formed 


by the int ti f ill 
High sharp points and low dull points are characteristic of coarser ve voice gene, Breed psa 


finishing processes. When the drill flutes are ground and polished there 
are no high sharp points which will break off and leave only a low, 
irregular line of dull points which cannot cut cleanly. The edges stay keen 
longer reducing “down time” on machines using Ace polished flute drills. 


Polished flutes mean smoother, more adequate chip flow. This means 
that deeper holes can be drilled with less chip interference. 


2254 
Highly magnified illustration of a 


cutting edge which has been formed 
by the intersecting of two ground 


Vey = 


ae Saeko Uaked, & 


MANUFACTURERS OF “GROUND FROM THE SOLID” DRILLS AND REAMERS THE SOLID 
13835 JENNINGS ST., © DETROIT 27, MICHIGAN 
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SIMONDS 


ABRASIVE Co. 


PHILADELPHIA, PA. 
Siesta DS 


lectric Furnace Plant, Simonds Can otal wasive Co, Lid Arvida, P.Q 
mae Leading Publications reaching more than 5 million readers, carry Simonds 
Abrasive Company advertising—informative messages emphasizing that 
— our distributors stock wheels for every grinding need. Add a geared- 
a for-profit training program for distributor salesmen, plus regular selling 
aids and technical publicity and you'll understand why Simonds Abrasive 
Company Grinding Wheels build steady distributor profits. Let's send 


you samples of this material and information on our complete line. Write. 


SIMONDS ABRASIVE COMPANY 
18.0 division of 


SIMONDS ABRASIVE COMPANY TACONY & FRALEY STS. PHILADELPHIA 37, PA. 
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| packaged For SKF Distributors: 


> TEES 
BALLS 


i 


‘ik ML 
i 


Ts Bs 


1. Just the thing for small orders. 
2. Easy to stock. 

3. No rust from handling. 

4. Balls untouched from factory 


to use. 


BALI NUMBER 
SIVA: OF BALLS 
INCHES PER BOX 


SS eeetcetitieeeneens 
ee 


f \ 
Lup, -_ 
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There was atime when 0S Distributors 
had to stock Atlas balls in bulk, and spend 
a lot of time counting them one by one or 
by pounds to fillorders. These balls often 
corroded from handling or neglect and 
were a total loss. NOW, ALL THAT HAS 
BEEN CHANGED. Small quantities of 
balls are conveniently packaged to fill 
little orders as well as BIG ones... 
quickly. Loss due to rust is eliminated 
because the balls are untouched from the 
moment they leave the factory’s expert 
care until they are used. Merely look at 
the label on the carton! So many boxes, 
so many balls per box, and—presto! —the 
order is filled in jig time with the least 
effort. That’s packaged profits for you— 


another merchandising service to SIF 
Distributors. 6479 





Atlas Ball Division 


<s8GF INDUSTRIES, INC. 


Front St. & Erie Ave. Phila. 32, Pa. 


NOTHING SO ACCURATE THAT COSTS 
. SO LITTLE. 


@ Made > f high chrome content 
steel—and finished to spherical 
accuracy within 1/2 of 1/10,000 
of an inch. 
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| a except AMERICAN PHILLIPS SCREWS 
pean coca SAFETY IN PRODUCTION: Instrument assemblies that are worth up to hundreds of thou- 
\ sands apiece can't pe ie open to the threats of slipping» slashing, slotted screwdrivers - + ° 
burred split screwheads - ++ uncertain ‘and insecure fastenings. And that’s wh 
ure to get the positive protection ¢ modern American Phillips Screw- 
: g..-the on y method of driving screws automati ht. ++ the 4-winged 
, aligns itself with the American Phillips recessed-head screw +--+: and can’t be twisted 
>a. igh-speed power driving. Even OF such assemblies, time-savings T#” as bigh as 50%: 
In certain cases» instrument assemblies could no heir original 
ceptional vibration-resistance of Ame 
ime. Now dd to suc i 
American Phillips fastening, you have € 
as well as holding power -°- on anything from @ spectrometer to a television sét- 
Sum it all up, and it’s plain to see that .-- every time->> American Phillips Screws 
least to #Sé- Yes, on your product, too! Write. 
AMERICAN SCREW COMPANY, PROVIDENCE + RHODE ISLAND 
Chicago 1: 589 E. Mlinols st. Detroit 2: 502 Stephenson Building 
TS 
ont 
cal 
100 
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for these products 


ASBESTOS PAPER_A standby 
for many pipe and electrical 
insulation uses; for lining 
ovens, making gaskets, wrap- 
ping furnace pipes. Flexible, 
tough, efficient. 


ASBESTOS MILLBOARD __ For 
fire screens, partitions, range 


lining, radiator recesses and 
other uses where heat resistant, 


ASBESTOS & MAGNESIA PIPE 


COVERINGS AND BLOCKS — 
This range of products pro- 
vides efficient insulation for 
all kinds of jobs on tempera- 


tures up to 2000° F. 


MW-50 INSULATION CEMENL_ 
Maximum insulation value; 
toughness, hardness and ex- 
cellent sticking properties. 


fireproof material is required. Easily and quickly applied. 


ASBESTOS INSULATION CEMENTS __For all types of heat insulation 
jobs . . . from pointing up fittings to final surfacing insula- 
tion. Special types for specific requirements. 


ASBESTOS FURNACE CEMENT. 
Developed especially for 
nting furnaces, stoves, 

» boilers and flue pipes—for 
setting or patching refrac- 
tories, cementing joints and 
cracks exposed to heat. For 
temperatures up to 2000° F, 


ASBESTO-SORB — Sweeping 
compound. Keeps floors’ safe 
— a common-sense safety 
measure in every plant, Fire- 
proof, efficient, inexpensive. 


STOCK 
and SELL 


the Carey line 


PHONE NUMBERS 
PERE EY 57 


ASPHALT PAINTS AND COAT 
INGS — A wide variety of 
highest quality asphalt paints 
and coatings for roofing con- 
struction, repair and main- 


tenance .. . all types of roofs. 


5 BRANCHES AND 
fy New York—VAnderbilt 6-1530 Philadelphia—BAldwin 9-6430 
€.. Boston — CHarleston 1725 Cleveland — HEnderson 6500 


vs Pittsburgh — FEderal 2741 St. Lovis — NEwstead 1930 
=—— Cincinnati — 


THE PHILIP CAREY MANUFACTURING CO 


CINCINNATI 15, OHIO [7 


/ +t 


years serving home and industry 


4 CHerry 5080 Chicago — DEarborn 4775 
Detroit — MAdison 4680 Seattle — SEneca 2351 
Atlanta — LAmar 5451 





{ / 


In Canada: The Philip Corey Co., Ltd., 1557 MacKay Street, Montreal 25, P. @. 
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LOWER cost rer cor 
Check THESE TYPICAL 


CUTTING REPORTS 





160 CUTS 

¥ Atkins “Silver Steel” Blade made 
160 cuts through 6” diam. S.A.E. 
X1335 (approximately 4512 sq. 
ins.) Blade still good. 


4270 SQUARE INCHES 

After cutting 4270 sq. ins. of S.A.E. 
X1335 Atkins Blade still good for 
more. 


32 CUTS 

Atkins Blade made 32 cuts through 
4" dia. stainless steel (Type No. 
303) at average 12” per cut. 


610 CuTs 
After 610 cuts on 3” S.A.E. X1335 
Atkins Blade in good condition. 


165 CUTS 

After 165 cuts through 6” diam. 
S.A.E. X1335 Atkins Blade. in 
good condition. 
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THESE 
FACTS MEAN 
- MORE SALES FOR YOU 


When you sell Atkins “Silver Steel” Blades you are selling the kind of 
proved performance illustrated by the reports at right. It is perform- 
ance like this that makes Atkins users come back again and again for 
the blade that cuts their metal cutting costs. To make sure that they come 
back to you —to step up your percentage of profitable repeat orders, 
stock and sell the full line of Atkins “Silver Steel” Hack Saw Blades. 


E. C. ATKINS & COMPANY * Home Office and Factory: 402 S. Illinois St., Indianapolis 9, Indiana 


Branch Factory: Portland, Oregon ¢ Branch Offices: Atlanta « Chicago ¢ New Orleans * New York ¢ San Francisco 


Le a, oe a Or BETTER SAWS FOR EVERY CUTTING JOB 
“ATRINS ALWAYS ANEAD™ 


Power and Hand Blades Milling Saws Slitting Saws Segmental Cold Saws Metal Cutting Bands 
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The TWIST that sells... 


more transmission bearing units 


a. Just a twist of the wrist to lock 

at the ball bearing anywhere on 
the shaft. That makes Fafnir 
Wide Inner Ring Ball Bearing 
Transmission Units the easiest 
to install and remove. And 
makes this line the easiest to 
sell, the fastest moving line, the 
biggest profit line. 


Proof of the aie... 


this new 100,000 sq. ft. factory to keep up with the demand 
for FAFNIR Wide Inner Ring Ball Bearing Transmission Units 


The Fafnir Bearing Company 
New Britain, Conn. 


MOST COMPLETE LINE IN AMERICA 
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for Safety and Long-Time Service 





For 2000, 3000 and 6000 pounds service —Sizes 1/,” to 6” 
SCREW END TYPE 


For schedules 40, 80 and 160 pipe — Sizes 1/5" to 4” 


SOCKET WELD TYPE 


Vogt Bile, Tess, Cocenes, etc. ase Shocks and stresses imposed by high pressures and high temperatures are taken 
anal nse Epa Meng in their stride because Vogt fittings are uniform in structure, fine grained, and 
Saran daar free from porosity . . . the superior product of laboratory controlled materials and 
giant forging hammers and upsetters. These properties also give higher resistance 
to erosive and corrosive conditions, thereby adding to service life expectancy 


in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 


Louisville 10, Kentucky 
BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND e CHICAGO e DALLAS 


DROP FORGED 
STEEL FITTINGS 
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CARBIDE ALLOYS DIVISION, Ferndale (Detroit) Michigaa 
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\F YOUR CUSTOMERS ARE DOING THIS il 






































Have a Big Market for | 


Porto-Power 


Grunt and groan muscle meth- 
ods are still standards for 
machinery moving in many 
plants. These plants are wide 
open for a sales story on 
Porto-Power. Show them how 
this miracle tool substitutes 
tons of controlled hydraulic power for backaches. 
They'll be quick to see its dollar-and-cents value in 
machinery moving and safety. Then you can deliver 
the real clincher by showing them some of the dozens 
of other production and maintenance jobs that versatile 
Porto-Power does equally well. You'll have a host of 
new Porto-Power users, quickly — and new profits in 
your pockets, too. #Reg. U. 8, Pat. Off. 


A Product of BLACKHAWK MFG. CO. 
Dept. P17-68, Milwaukee |, Wisconsin 

















& 
These attachments adapt the 10-ton Porto-Power unit (shown above) 
to other push, pull, bend, lift, clamp, spread, and straighten operations. 


QOmrvwuEH« = co—— 


Seuufdiawtiie ce 








BLACKHAWK 
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Now MORE SALES with the improved line of 
MILWAUKEE 


META] MADE 


ALL METAL 


WIRE BRUSHES 


This brush line, so popular in the past, is now 
even better because of construction improvements. 
You can sell these brushes to a cross section of 
industry, as these brushes are particularly adapted 
to welding operations or for any industrial applica- 
tion where durability is required due to unusual heat 
conditions or rough handling. ss . 
The handle is of Galvanite steel] which is corrosion REMUV-ALL” WIRE BRUSH 
resistant. Specially tempered high carbon steel wire 
is used for the brush. These brushes cut quickly, 
withstand strain, and wear evenly. 
Prompt shipments made. 


Indestructible ALL METAL—all purpose 
wire cleaning brush for gas burners, bat- 
tery terminals, etc. Has unlimited num- 
ber of uses in shops. Quickly and easily 
removes solder, chips, and filings. 





WOOD HANDLE 


STEEL WIRE 
Power Driven Wire Fibre Wheel Brushes : SCRATCH BRUSHES 


Wheel Brushes Wire Scratch Brushes 


“Mono-Bilt” Boiler & Furnace Brush : 
“Steel Clad” —— Big Sales for..... 


“D -Bil oe 
ae anes BRU SH | NG —Metal Parts, Welded Joints, 


“Di-Bilt” Bench Brushes ; . 
“Peerless” Siees Geemsion Seeds Pipe Thread, Tires, Tubes, Battery Terminals, etc. 


a. Push Brooms—wire CLEANING-smaoti Castings, Tanks, 
eo Wire Polishing Pi ii ; Drums, Machinery, Tools, Meat Blocks, Ironwork, 
eel Brushes scellaneous Mainte- Stone, Brick, etc. 


“Sturdi-Bilt” Wire Cup nance Brushes 
Brushes REMOVI NG _rust, Scale, Weld Spatter, 
Chips, Borings, Paint, Varnish, 


Dirt, Grease, Floor Wax, etc. 





THE MILWAUKEE BRUSH MANUFACTURING CO. ; aU RITE FOR 
MILWAUKEE 8, WISCONSIN GLETIN Ho. 40-58 





UALITY 
MILWAUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES +» WIRE SCRATCH BRUSHES 
BRUSHES 


The Key to Industrial Brush Problems 


‘FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES: 
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Kennedy advertising helps you 
sell Kennedy Valves. This full- 
page advertisement is appearing 
in industrial publications with a 
total circulation of 350,000. 
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Write for your copy of this new, 
informative booklet. No charge. 


OLUMBUS-McKINNO 


CHAIN CORPORATION 


Affiliated with Chisholm-Moore Hoist Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: NEW YORK, CHICAGO, CLEVELAND AND ‘SAN FRANCISCO 
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- MILL SUPPLY 
DISTRIBUTORS 


CM CHAIN 
a ae 
NATIONAL 
- ADVERTISING. 
PROFIT GAINS 


Industry management, and purchasing 
executives have known for years that the 
name “Columbus-McKinnon” signifies 
chain products of outstanding service- 
abiliry. They recognize the “CM” as 
a mark of ‘leadership in design, con- 
struction and on-the-job advantages. 





Even though “CM” chain products are 

. accepted, national advertising appears 
every month in the leading trade mag- 
azines...constantly reminding your cus- 
tomers that there is a CM. chain to fit 
their particular requitements! 


It is a great advantage in selling when 
you mention “CM” to a prospective 
customer and can start right in. talking 
about something you're both familiar 
with. It all adds up to profit gains for 
both of you. = ace : 


a” 











7 Profit Pointers for you in the © 
“AMERICAN SWISS” LINE 


A Complete Line — more than 3000 different 
shapes, cuts and sizes of Swiss-Pattern Files. 























Popular With Machinists, Tool and Die Makers 
— evidenced by widespread demand and automatic 
repeat orders. 


MURROW SES AE ONS siitiiedaeniall 





em RCE ONT RE ME REE A 


Squarely Backed — by guaranteed perfection of | 
_@ every file — there are no “second grade” “Ameri- 
can Swiss” files. i 





= 
NOR ERE TAL NE OETA EEE OL IT SLL GS LTE OEE ILO 








OBIE SOREL ENDIF DE ELLE GE OTT 








= Prompt Shipment — from large factory stocks 
®@ maintained at all times. 











Consistent Advertising — a continuous campaign 
in principal metal-working trade journals — each 
advertisement referring readers to our Distributors 
as their source of supply. 

















Helpful Advice — available from the “American 
@ Swiss” authoritative experts on the uses and appli- 

These are the reasons why cations of Swiss-Pattern Files. 
Distributors find “American 
Swiss” Swiss-Pattern Files a 
profitable line to handle. siendiinesinahihidieieeaedimeaaninetin' 


Wherever intricate or accu- 100% Dealer Cooperation — the undeviating 

rate filing is required, rec- @ “American Swiss” policy for 50 years. 

ommend these faster-work- 

ing, longer-lasting gps — 
tools — they will make 

friends . . . and profits . . . 

for you. 


xara fmercan SN 




















AMERICAN SWISS FILE & TOOL CO. © 410-416 TRUMBULL STREET © ELIZABETH 1, NEW JERSEY 


SWISS PATTERN FILES 
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ONLY THE E-ZEE STILLSON 
can grip /2 tol" pipe 
WITH ONLY ONE SETTING 


THE E-ZEE STILLSON IS THE ONLY STILLSON 
THAT CAN DO ALL THIS: 


@ grip and work three sizes of pipe, up to 
1”, with one setting of the adjustment 


nut.* PIVOT ACTION 


@ grip and work two sizes of pipe, up to eee 
2”, with one setting of the adjustment WORKING. 3 ‘SIZES OF GPE — 
nut.* WITH A SINGLE SETTING. 


@ grip and work pipe when jaws are open FINGER - TIP PRESSURE 


wider than pipe diameter. AT POINT “A” GIVES 


@ grip and work with jaw opening nar- WAMEDIATE RELEASE. | Gms 
, Available: 


rower than pipe diameter. 
' 6” 8” 10” 


@ doesn't lose original setting when jarred, (teams 0 coments eth 00° a 14” 18” 24” 


bumped, or dropped. model. Al other evedels have 


ONLY THE E-ZEE CHAIN TONG 
can turn pipe right or left at one setting 


WITHOUT ADJUSTMENT 


sone Turns pipe right or left at one setting—without adjust- 
ONLY THE ment 
E.ZEE Has ratchet action 
AIN TON Has 25% greater chain wrap than any other wrench 
CH ts G Chains will not jam under pressure 
WwW ----Permits handling pipe in corners, coils and banks, where 
offers all these no other wrench can operate Sizes) 


plus features §& .... Adjustment nut and bolt is provided for those rare cases Available: 
where a tight chain is required. vas 


THE E-ZEE MODEL RN : S E=ZEE SLIP JOINT PLIERS 


An automatic self-adjusting and ; ®@ Drop Forged Steel 


self-locking wrench . . . covers @ Milled Jaws insure a Clean 
: : Tooth Form 

i t 
practically the entire range of @ All Pliers are Heat-treated 


5 open end wrenches. Perfect and Hardened 


ratchet action. 8” size will take @ Available 2 unas 
” ” Plated Polish Finis wi 
nuts from 7/16” to 15/16”. Socsem Metnal Mantes 


Sizes Available: 6” 8” Sizes Available: 6” 8” 


E-ZEE TOOL MANUFACTURING CORPORATION 


136 LIBERTY STREET, NEW YORK 6, N. Y. 
FACTORY: 148 WEST RIVER ST., PROVIDENCE 1, R. I. 
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1 abe 
TONY oF 5 

Ss e “Look, Hotchkiss . . . we re- 
Oo placed set-up wheels with 
I Armour belts to increase 
production, not to help you 
keep up with the Book-of- 

the-Month Club!” 


WHY USE COATED ABRASIVE BELTS? 


1. THEY ARE MORE ACCURATE! 


2. THEY GRIND FASTER, BETTER! 


3. THEY ARE MORE ECONOMICAL! 


The need for faster, better production is responsible for 
the conversion to the abrasive belt backstand method 
of grinding and polishing from the set-up wheel method. 

Here’s why coated abrasive belts are able to boost 
production while lowering costs. Belts. . . 


e when worn, take 75% less time to replace than is 
needed to dress a wheel. 


© Greatly reduce danger of discoloring, warping and 
flowing caused by frictional heat. 


@ Never vary in accuracy of work regardless of wear. 


® Do not require personnel needed to dress set-up 
wheels. 


@ Reduce inventory problems due to elimination of 
wheels, glue cements, and various grains. 


© Improve quality of work with less operator fatigue. 


Armour’s uniform, factory-made abrasive belts are only 
SS part of Armour’s complete line of abrasives designed 
No uneven surfaces!’ for better performance, longer wear, greater economy. 


ARMOUR and Company 


Coated Aeaives Division 


1355 WEST 31ST STREET © CHICAGO 9, ILLINOIS 
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For Any Atmospl a 
é TURY MOTOR- 


“ Conti yous Performance | 


To protect motors against the hazards of 

abnormal atmospheres, Century provides 
Totally Enclosed Fan Cooled and Explosion 
Proof frames, also Splash Proof. 


These are in addition to open type frames 
on which the upper half of the frame is pro- 
tected against falling or dripping particles. 


Whatever your requirements there’s a Cen- 
tury. motor designed to accurately meet the 
needs of your equipment. 


The illustrations here are typical of the 
variety of applications which are successfully 
powered by Century motors. 


1 — Century 7!/, horsepower totally enclosed 
fan cooled motor drives an elevator leg in a 
dusty, dirty atmosphere. 


2—Century 5 horsepower explosion proof 


einen Hazar d 





3— Three horsepower Century splash proof 
motors provide protection from splashing water 
as well as from all kinds of weather conditions 
on a railroad car-washing unit. 


4— Century 100 horsepower general purpose 
motors are used to drive air compressors in 
clean surroundings. 


Century builds a complete line of fractional 
and integral horsepower electric motors, in 
all popular sizes to meet the requirements of 
industrial production, commercial and appli- 
ance needs. 


Specify Century for all your electric power 
requirements. 


CENTURY ELECTRIC COMPANY 


motor provides protection against explo- [ 
sions at a gasoline storage plant. “@ 


i 
| 





1806 Pine Street, St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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BROWN & SHARPE offers 


\) 
Two-Flute, Fast Spiral Double- "§S 


End End Mill with 3/16” 
straight shank, 


X 


Fast Spiral Double-End End 
Mill with 3/16” straight shank. 


long, Two-Flute Fast Spiral 
Double-End End Mill with 
3/16” straight shank. 





SSS 


Long, Fast Spiral DoublesEnd 
End Mill with 3/16! sina 
shank. 


Ball End, Two-Flute Fast Spiral: ‘, 
Single-End End: Mill “with ~ 
straight shank. Kreck 


Long, Two-Flute Fast Spiral 
Single-End End Mill with 
straight shank. 





@ These 8 types of end mills, now added to 


the Brown & Sharpe line, are made in a com- 
plete range of sizes to meet practically all 
work requirements. Together with many new 
sizes in other designs previously offered, their 
addition provides an even broader, better 
selection of Brown & Sharpe quality end mills. 

All end mills in this new group have the 
same design and construction features that 
distinguish Brown & Sharpe end mills for 
their fast, clean-cutting characteristics. They 
will help you improve the efficiency of end 
mill operations . . . producing more work at 
lower cost. Get complete information on these 
new additions and the new breadth of the 
Brown & Sharpe line of end mills. Write for 
new End Mill Catalog. Brown & Sharpe Mfg. 
Co., Providence 1, R. I., U.S. A. 




















Long, Fast Spiral Single-End 
End Mill with straight shank. 





Extra-Long, Fast Spiral Single- 
End End Mill with straight 
shank. 


BROWN & SHARPE CUTTERS [25S 

















versatile 
flexible 


This low-cost 16” DURO Band Saw 
has a wide range of uses — and 
many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


URO TOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.. 2661 N. KILDARE AVE., CHICAGO 39, ILL 


ALSO MAKERS OF DURO HAND TOOLS 
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things to a tin can. 


A can of coffee salvaged from a ship sunk at the height of 
coastwise submarine warfare was battered and wrinkled by the 
extreme undersea pressures. But it was not punctured on any 
surface nor at the soldered seams! The solder held! 

Joining the seams of tin cans is only one of the many jobs 
done by Federated solder. From its complete line Federated can 
supply you with the right solder for every job, in all commer- 
cial sizes and compositions — bar, pig, body; drop, foil, ingot; 
acid core, rosin core, solid wire; triangle, strip, wiping, segment. 

To order solder or any non-ferrous metal, 
call or write any of Federated’s eleven plants 
or twenty-five sales offices across the nation. 


Sedat METALS 








Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 
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Gutenberg & ini first paper £0 
be printe wit about 
the middle of the 1 
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yh 


)) 


sae 


Sh 


. — 2+. 7 a 


wheels on the 
but today there are 
E — especially among 


pore spaces, 
URF ACING 


source 0 coo 
for customer 


Build your profits by ¢ 
features that make KOO 

1 — Fastet Cutting 

2— Coolet Cutting 

_ p jam 

4 — Greater Clearance 

5— Increased Production 
Write for distributor possibilities. 

Branch Offices and W arebouses —Chicag® — Detroit 


BAY 
STATE 


BAY STATE AB oft Performance Conscitently 
RAS uplteated 
’ IVE PRODUCTS CO., WESTBORO it 
. SETTS, U. $ A 


" 























(AL THERE ARE 
ALLEN SOCKET 
SCREWS FOR 


EVERY PRECISION | “mm Rei 
REQUIREMENT|) “QE Allen 


3 LEN useosyrae) Distributors 


mee HUNDREDS WHERE 
eel DOZENS WERE USED 
;] A FEW YEARS AGO 




















| Allen’s new advertising program is 
OF THESE FASTENING pRos.aws | a major sales tool to help make your 
on er en | selling more effective. Allen’s June 
(1 Vibration (1 Tighter Gripping C1 Fast Assembly | advertising will appear in publica- 
a a aa = | tions with an estimated readership 

C Strain CO Serviceability g Nendie: Driving | of more than 700,000, assurance 
a . - —_....__ that designers, purchasing agents, 
C) Protrusion (] Long Wear | O Reduced Weight | production executives, foremen and 
= ——————— —— —— — ——- Management men will see it time 
C1) Appearance CZ) Precision Fit. 0 Better Selene and again. 


we fos , a 
oO Close Spacing 0 Accesibility | 0 Special Metals & Alloy 
———————————|_Inaddition, Allen backs your selling 


Look to ALLEN HEAD SCREWS for the answer efforts with top notch sales litera- 


ture, informative material, displays, 


IF YOUR WORK INVOLVES ONE | 
| 
































; ; - plus personal sales help and factory 
Write us direct for the “Allen HAVE YOU TRIED . +» engineering where required. 
Story” on any of the important ALLEN SQUARE HEAD 


fastening problems listed above. SET SCREWS 


Where socket heads are not 
required for safety and con- You know Allen makes the finest 


ventones, Allen oners a high line of screw products money can 

WARNING quality superstrengthsauare buy or you wouldn't be handling 
of standard sizes. the line. We aim to keep it the 

Allen-TYPE scrows oor most profitable line by doing our full 
necessarily Allen ALLENS. share toward turning in the finest 
“team selling job” possible. Call 

on the Allen representative or 

the factory whenever we can be 


of constructive help in sales or 


$ 





artford 2, Connecticut, U.S.A. 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES engineering. 
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Some KoPes Foot you 


oe 
ee oe a ae we a wee 


O-W 6*/6 FILLER WIRE 1S IDEAL 
FOR ORAG CABLES ON ORAG 
LINE EXCAVATORS BECAUSE 
IT 1S SUFFICIENTLY FLEXIBLE 
AND ABRASION RESISTANT 


| WE RECOMMEND U-W 6x37 
Ee CONSTRUCTION FOR 
ie 


—-* 


THIS PURPOSE 











For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


We invite you to letp UPSON-WALTON engineer your tough rope jobs. 


Copyright 1947—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Macn Offices and Factory: Cleveland 13, Ohio 


114 Broad Street 737 W. Van Buren Stréet 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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* New Atlas 
12” WOOD LATHE 


New Atlas 
8” and 10” 


TABLE SAWS New Atlas 


WOOD SHAPER 








New Atlas 
24” JIG SAW VR oR PIU aay celeleaeaele dite Bi ate ality) 


For Manufacturers, Contractors, : New Atlas 
i . BELT and 
Commercial Shops, Schools DISC SANDER 











THEY’RE COMING YOUR WAY... 
6 brand-new Atlas woodworking tools . . . pre- 
cision-built throughout . . . for the easiest and 
fastest tool sales you’ve made for many a year. 
They are the kind of tools the professional and 
commercial craftsmen have long been waiting for 
. . . built to exacting standards . . . with every 
latest feature for accuracy, easy operation, and 
long service life. And they’re priced right for 
today’s market. Send the coupon below, or a note 
on your letterhead, for full details. 





SEND FOR FREE CATALOG 
ATLAS PRESS COMPANY 
610 N. Pitcher St., Kalamazoo 13D, Mich. 


Kindly send latest literature on Atlas woodworking 
tools to: 








ADDRESS. 





A mo 
: rices, 'esS 
List P ‘ subj 


viens CITY, STATE 





| 
| NAME 
[ 
| 
| 
1. 
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BATCHETS +» WHMMEUERS © AHOS + BTEES 
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jacobs Prain Bearing Chuck 


Wh) ny is the 3 
y¥ 
. t with 98% of all portable tool 


uipmen! 
ae because NO other chuck 


7 W's 


Z 


puilders 1 the world today 


offers such @ ponertul, 


accurate, durable gr? a 
$0 low 2 price. The Jacobs 


2, 
Manufacturing Company Harttord 


Connecticut 


offered in 8% ai 
= hy your drill pres. athe, 
the 








This advertisement, in full color, is now running in 
leading metal-working and industrial magazines. 


Powerfully and dramatically, the unbeatable 
gripping power of Jacobs Chucks is being brought 
home to your customers in advertisements like the 
one reproduced here. Striking reprints are available 
to you in full colors, as self-mailers under 

your own imprint. By repeating and emphasizing 

the facts they state, you can effectively tie 

in every personal call with Jacobs’ national 
advertising...and build steady profits around the 
finest chuck on the market. Watch for later announce- 
ments concerning Jacobs’ complete program 

for merchandising and distributor-helps. The Jacobs 


Manufacturing Company, Hartford 2, Connecticut. 


If it’s a JACOBS...it holds 
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Ye | will help you strengthen 
your position with 
your customers 





1. Barry Conveyor 
Pulleys 


éplit Pulleys. 
By satisfying the demand for essential items in 
power transmission and conveying equipment, the 
Dick Line provides the means for distributors to 
build sales. 


Furthermore, by being in position to meet the 
demand for this type of equipment, distributors 


have an opportunity to render a service which can 


be capitalized on in their sales of related indus- V-Belt Drives 


trial products. Thus the Dick Line is a good will 
builder and a means of strengthening a distribu- 


tor’s position with his customers. 


The four-fold service to power users, available 
through distributors who depend on Dick as their 


source of supply, is based on the following equip- 


. 4. Dick’s Balata 
ment: Belting 


Of modern welded steel construction . great in sreaatt - o Rent These drives meet the need for high efficiency in industrial power 
~1 weight . . . easv to install . breakage eliminated. Barry Co transmission. Dickrope provides strength without oe of elastici 

yor Pulleys. have many sales features in addition to being ‘avail Stretch is reduced to a minimum so that operation is assured wi h 
able | in a wide range of sizes. Their field of application which in- least possible attention. Sheaves are carefully machined and bal- 
cludes all aoneral conveyor services provides a market which offers anced and can be depended on for smooth, trouble-free performance, 
volume business for alert distributors. 


principle, are electrically welded. They are light in weight, carefully and strongest weave possible, It is impregnated wi 

tion which renders it absolutely impervious to water or steam wt 
high in tensile strength and durability. Properly installed it 
efficiently transmits the horsepower for which it is designed. 


balanced and preserve their exact shape under all loads. Their light 
weight facilitates installation. 
Barry +++, ~ 5 oes available with either straight or crown faces in 


9 These scientifically strong pulleys, built entirely on the tubular fl The cotton duck or textile portion of this belt not Ay ‘alu: 
diameters up t 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicago, Ill. Seattle, Wash. 
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a oa GEARED _ — 


Loop handles make 


e' easy to pick up gs 
easy to carry ee : 


bt 
» = 
— 


easy to put on pipe 


@ No wonder this new geared die stock has been a fast seller from 
the day it was announced. New Ritaip 4P is husky all steel-and- 
malleable but those sensible balanced loop handles enable workmen 
to use it without breaking their backs; even when it’s greasy and 
they’re tired, they swing it into action easily, smartly—straight on 
the pipe, no struggle, no slipping or tipping. 


Quick-Setting Workholder 


Mistake-proof plate type, sets to 
size before die stock is put on pipe. 
One screw to tighten, no bushings 
to bother with. 


Less-Effort Pipe Threading 


Smooth accurate threads easily cut 
with 4 sets of 5 dies... standard 
or tapered ...drip threads ...short 
nipples. Threads conduit perfectly 
without special dies or attach- 
ments. Ratchet handle equipped, 
RIGAID power universal drive 
shaft available. 


Almost No Upkeep 


Twin-anchored pinion turns in oil- 
less bronze bearing —never needs 
oil. Grease packed gear fully en- 
closed, safe for you, safe from dirt 
and wear. 


It’s easy to sell work-and-muscle- 
fag saving, along with perfect 2/2" 
to 4" threads when you offer them 
the efficient new 4P. Write today, 
for complete facts. 





WORK-SAVER 

















PIPE TOOLS: 


BGE TOCL Bee. ek 6 es 
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¥ powell. 
Cock- 


peel 


Globe 


Fig. 190—150-pound Iron Body 
Bronze Mounted ‘‘irenew” Globe 
Valve. Has screwed ends, union 
bonnet and regrindable, renew- 
able wear-resisting ‘‘Powellium” 
nickel-bronze seat and disc. 


Fig. 512 — 150 pound 
Bronze Gate Valve with 
screwed ends, screwed- 
in bonnet, inside sctew 
non-rising stem and ta- 
pered solid wedge. 


Fig. 241—Large 125-pound Iron Body 
Bronze Mounted Globe Valve. Made in 


...for the complex 


Fig. 500 — 125-pound 
Bronze Gate Valve with 
screwed ends, screwed- 
in bonnet, inside screw 
rising stem and tapered 
wedge, solid or double. 


flow control needs 
of Modern Industry 


Throughout more than a hundred years of making 
valves, The Wm. Powell Company has continu- 
ally had its “eyes on tomorrow’’—anticipating 
the future flow control requirements of industry. 


This foresight was responsible for Powell’s 
introduction of the first regrinding globe valve 
back in 1865. The design on which the patent was 
granted is shown above. 


Again, more than twenty years ago, Powell had a 
vision of the miracles to come in the chemical 
and process industries. The Powell Special 
Design and Alloy Valve division was established 
and ever since, as the demands have multiplied 
for valves to handle ever higher pressures and 
temperatures and a consistantly increasing 
variety of corrosive media, Powell has always 
been ready with the valves to satisfy them. 


Today there’s a Powell Valve for every industrial 
flow control requirement and, as new demands 
arise, Powell will be ready to meet them. 


The Wm. Powell Company 
Cincinnati 22, Ohio 


sizes 2" to 16", inclusive. Has outside 
screw rising stem, bolted flanged yoke 
and regrindable, renewable bronze seat 
and disc. Also available in All Iron. 


Fig. 150—150-pound Bronze Globe Valve 
with screwed ends, union bonnet and re- 
newable composition disc. 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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that’s COFFING’S 
Distributor Policy 


The Coffing sales policy which prompted the 
unsolicited letter shown here is founded o: 
these four simple but, we believe, most 
important things: 
@ Coffing sells only through recogni 
distributors. Direct inquiries and sale 


routed through the established distri 
in each territory. 


@ Coffing maintains a strict policy of seleaii 
distribution. The number and type of di 
butors appointed must assure adeq 
market potential for each distributor. 


@ Coffing stands back ofits productat allt 


@ Coffing maintains prices, thus allov 
maximum profits on every sale. 


These general policies have been adhere 
for a quarter of a century. The results? 926 
the first 100 distributors to take on ht 
Coffing line are still Coffing distributot 
In addition, the number of distributors he 
grown consistently each year. 


on 


A fair-and-square distributor policy alone won't make 
sales and profits for you. You need top quality products, 
a complete line and aggressive sales help. You get them 
all with Coffing! 


CONSISTENT ADVERTISING in leading publications in 
every major market. 

IN-THE-FIELD SALES AID from qualified Coffing Field 
Engineers. 


SALES HELPS — Easy to use, practical catalogs, bulletins, 
displays, and direct mail material. 





Safety-Pull 
Ratchet 
Lever Hoists 


An all-purpose 
hoist for every 
market; easy to use 
and safe—tested to 
100% overload. 
Nine models; cap- 
acities % to 15 
tons. 


“Mighty- 
Midget” Puller 


The Handiest of all 
pullers! i 
only 612 1 

will lift a SOO lb. 
load. It's a winner 
in the utility field 
as well as for gen- 
eral industry. 


*“Quik-Lift” 
Electric 
Hoists 


A specially de- 
signed two-gear, 
cam-actuated 
power unit makes 
the “Quik-Lift” 
tops in the field for 
easy operation, 
power and safety. 
17 models; capaci- 
ties from 500 to 
4000 lbs. 


Cofting 
“Hoist-Jacks” 


_ It's a hoist! 

It's a jack! 

It's a puller! 

A versatile 3-in-1 

tool that handles 

scores of lift, pull 

or stretch jobs in 

factory, shop or 

field. Two models: 

2000 lb. capacity 

or 4000 Ib. capa- 
city. 














OTHER COFFING PRODUCTS 
Spur-Geared Hoists ¢ Differential Chain 
Hoists * Load Binders ¢ Trolleys 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 
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Deca 


They'll ‘live 
better ever after’ 


/ 


Lucky couple! The honeymoon need never 
be over for them. A bright horizon, aglow 
with opportunities for better, happier living, 
lies invitingly ahead. 


She will not come back home to a lifetime 
of household drudgery like her grand- 
mother did. He will never know the petty 
irritations caused by lack of modern con- 
veniences. 


They'll just press a button, turn a tap, de- 
press a lever... and presto! .. . they'll 
have health-guarding pure water when 
needed, heat that radiates like sun-warmth 
from walls or floors, fuel that is clean and 
safe, comforts and conveniences almost 


without limitation. 
’ 


All this, steel] pipe makes possible! 


Durable, reliable, adaptable . . . and within 
pocketbook’s reach of everyone .. . steel 
pipe goes on serving and extending its 
usefulness for the health, convenience, 
comfort and happiness of us all. 


The interesting story of ‘Pipe in American Life” 
will be sent upon request. 

COMMITTEE ON STEEL PIPE RESEARCH of American 
Iron and Steel Institute, 350 Fifth Avenue, New 
York 1, N.Y. 


STEEL PIPE MAKES IT POSSIBLE! 


.. » better living through pipes of steel for plumbing and heating purposes. 
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SALES BUILDERS FOR Y 


Certified case studies lik 
publications reaching 1,000,000 
widen your markets by showing indu 
production problems... with Walker-Turner Machine 


OY- 
BOR sep 


















































HARLEY-DAVIDSON 


140 SEPARATE OPERATIONS 


Model D-1101X Power Feed. Price: 
less motor and column $216.00 
D-1100X Hand Feed. $135.00* 


ERFORMS 


WITH WALKER-TURNER 20” DRILL HEADS 


Walker-Turner Light Machine Tools solve a dual 
problem for the Harley-Davidson Motor Co., Mil- 
waukee, Wisconsin, in the production of their new 
lightweight model motorcycle. They fill the need 
for. standard machine tools capable of handling 
approximately 110 separate drilling, tapping and 
spot-facing operations, and eliminate the necessity 
for replacing expensive, special machines when 
models change. 

In set-ups devised by Harley-Davidson engi- 
neers, over 100 Walker-Turner Drill Heads ma- 
chine motor, brake plate and crank-case assemblies. 
The equipment drills holes ranging from ¥” to 1” 
in diameter at spindle speeds from 260 to 2600 











r.p.m. When necessary, accuracy to .001” is at- 
tained. Both high-speed steel and carbide tools 
are employed. 

Here again, Walker-Turner Light Machine Tools 
demonstrate their flexibility. Compact and rugged, 
Walker-Turner Light Machine Tools work all ma- 
terials from wood and plastics through tool steel 
... Set new high production records... give long, 
trouble-free service. 

For complete catalog, write to Walker-Turner 
Company, Inc., Plainfield, New Jersey. 


Photo, upper left: Progressive machining stages at Harley-Davidson: 
multiple drilling, tapping and spot facing done entirely on set-ups 
of Walker-Turner 20” Drill Presses. 

Photo, lower left: Facing internal hubs of cast aluminum. Facing 
tools are ted in standard Walker-Turner 20” Drill Presses. 
*Photo, upper right: 20’ Power Feed Drill Press Head, Model 
D-1101X, Hand Feed Model D.1100X. 4 ball bearings, 6” spindle 
travel. Five stondard spindle speeds, 400 to 2600 r.p.m. with 1740 
r.p.m, motor. Capacity 1” in cast iron, %” in steel... . . Slo-speed 
motor optional. 





MACHINE 
TOOLS 


DRILL PRESSES—HAND AND POWER FEED * RADIAL DRILLS 


RADIAL SAWS + BAND SAWS—FOR WOOD OR METAL 
RADIAL METAL CUT-OFF MACHINES » MOTORS 


SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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copy FREE on REQUEST 


Here's a timely Remington Rand publication 
that goes right to the heart of this urgent ques- 
tion of profitable inventory control. In a clearly 
written, profusely illustrated 24-page book, 
just off the press, we have compiled facts on the 
most advanced methods of simplifying this im- 
portant management problem — positive, 
profitable inventory control at lowest cost for 
clerical upkeep and executive use. 


Today, more than ever before, it is imperative 
to anticipate trends in demand — to order more 
of those items on which volume is increasing — 
to reduce buying where demand is slackening. 
Today, you need much more than a record of 
stock-on-hand and on order. You need a real 
control over inventory — a control sensitive to 
the fluctuating requirements of every item —a 

How to keep inventories in balance with demand. control that will force attention and action to 

How can we achieve the ideal Turnover Rate for our cut down loss-producing overstocks and pre- 

business? vent profit-killing understocks. 

What records will enable us to analyze trends in 

demand? 

What are the costly limitations of a single-card in- 

‘ventory record? 

What forms and procedures will save us up to 50% 


in operating time? 
© How can we effectively eliminate writing of purchase | MAIL COUPON TODAY 
requisitions? 
| 


315 FOURTH AVENUE 
© ties ane ek aeen meney with Tee CHART. THAT REMINGTON RAND © new york 10, N. Y. 
THINKS? Se Ls : Yes—send FREE copy of your new 24-page 


book, “How To Get Profits From Inventories.” 


ADDRESS........... deorccvcccecesecccssececococopocesccosccocosccccocosese 





I 

l 

I 
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l 

| COMPANY......sssseeeeeseees schemes etaieeiihineeaanaiaiasiis 
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TITIES ce eee 


H Immediate Delivery!! 


ALL STANDARD SIZES FROM STOCK 


A 


a 
MS 
SS 











GROUND FLAT STOCK 














USAGE — Saves time and insures accuracy in making TEMPLATES, JIGS, 
GAUGES, MACHINE PARTS, SHIMS, FIXTURES, TOOLS, and DIE WORK. 
More economical for toolmakers to use as expensive machining and grinding 
operations necessary to bring mill stock to accurate measurements are 
eliminated. 


PRECISION GROUND — Thickness within plus or minus .001” of specification, 
accurately squared on edges and ends. Smooth Finish. 


STANDARD SIZES — 18” pieces 1/64" to 1” thickness in various widths. Indi- 
vidually packed in grease proof envelopes. Special sizes on application. 


HEAT TREATMENT — Instructions on envelope. Can be either Hardened by Oil 
or Water Method. 


DELIVERY — Prompt delivery from stock. 
| JIGS TEMPLATES SHIMS 





DIE WORK FIXTURES 








AMERICAN SAW & MFG. CO. SPRINGFIELD 1, MASS. 
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There’s a lot of talk about cutting inventories and 
reducing stocks. 


Self-styled experts are forecasting lower prices and 
merchandise surpluses. They’re warning about put- 
ting more on the inventory plate than can be sold. 


Much of this talk is silly. Some of it is dangerous. 
Most of it is contrary to fact. 


In most instances production has still not caught up to 
demand. Excessive inventories, where they exist, are 
mostly composed of items that are normally slow 
moving. 


Today approximately 65% of the income of Ameri- 
can industry is paid out to workmen as wages. How, 
in view of rising payrolls and lagging production per man 


hour, can anyone anticipate widespread price cuts — soon? 


Our 1948 national income is estimated at over 200 
billion dollars as compared to seventy-seven billion, 
five hundred forty-seven million in 1940. Obviously, 
greater merchandise stocks are needed to handle this in- 
creased business. Lack of these stocks can only lead , 
to lost sales. 


Maintenance of proper inventory is always a major | 
business problem. No business can profitably stock more | 
goods than it can turn over in a reasonable period of time. 
But, neither can a business operate minus inventory. You 
can’t sell what you don’t have! 


The solution, to quote Junior, is—not to quit 
eating ice cream, but to put only as much on the 


inventory plate as can be eaten. 
P&P—5038 


VRS GD 


Vice Pres., Charge of Sales 


CE VELAND ([([HAIN 


Since DR 1869 
~~ K al a 





THE CLEVELAND CHAIN &MFG.CO. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleve- 
and 5, Ohio * The Bridg: ) 
me ny ag 1, Conn. * Seattle Chain & Mtg. Co., 
yeatdle 8, Wash. + Round California Chain Co., 
30. San Francisco and Los Angeles 54, California 


eport Chain & Mig. Co., 


Woodhouse Chain Works, Trenton 7, N. J. 





GET BETTER 


RESULTS 





in music... 








..and in VALVE 
MANUFACTURE 





@ A piccolo player may be a good musician but 

that does not mean he can play a violin. Each 

instrument requires a special technique in its 

handling. And so it is with corrosion-resistant 

valves, as compared with ordinary valves. Stain- 

less steels and related alloys must be fabricated 

by very different methods from other metals. 

This is true at every stage in the manufacture of Aleyco Needle Valve #40-N 
valves—from the foundry clear through to the 

assembly line. 


@ Just as good musicians specialize in one instru- 
ment, so we specialize in one type of valve—that 
designed for maximum resistance to corrosion 
and contamination in pipe lines. And this special- 
ization has given us a knowledge of the peculiar 


qualities of stainless steels and related alloys STAINLESS STEEL 


that enables us to produce the most efficient 


corrosion-resistant valves for our customers. ¥y ALVES AND FIT TINGS 


@ One of our sales engineers would be glad to 





confer with you on your requirements. 


ALLOY STEEL PRODUCTS COMPANY, INC. 
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Sewing the 
growing needs fer 
bibestos... 


@ AMBLER, PA. 
@ AMBLER, PA. 


@ ST. LOUIS, MO. 


STRATEGICALLY LOCATED FACTORIES 


K&M —a pioneer in the production of Asbestos and 
Magnesia products, operates 8 strategically located fac- 
tories to handle the expanding requirements of its seven 


major sales divisions. 


Our Research Laboratories are constantly in search of 
new and better ways to save and serve through improved 


and more efficient products. it iia 


An experienced sales engineering staff is always avail- Asbestos... 
Keasbey & Mattison 


has made it serve 


able to give helpful advice on the correct application v 
mankind since 1873 


of these products. 


KEASBEY & MATTISON 
COMPANY - AMBLER - PENNSYLVANIA 
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Mo pyres, v0 


when they check and compare - 


M ORE AND MORE shops are finding that Bradford Tools do better 
work—stay on the job longer. That's because Bradford Tools are 
designed, engineered and constructed to meet today’s work require- 
ments with labor-saving efficiency. Skilled workmanship with top 
quality materials guarantees long service—yet Bradford Tools are 
economically priced. 








Build business in your territory with Bradford Tools. 
More than 90 separate Bradford Tool models will bring 
you a steady flow of profitable sales. You'll do more 
business with Bradford—sell the complete line of modern 
design. Get full details today. 





PORTABLE ELECTRIC DRILLS * SAWS 486 
DISC SANDERS ¢ POLISHERS * BENCH 
& PEDESTAL GRINDERS ¢ BUFFERS “ogel a 
$ WRITE FOR THIS NEW COMPLETE CATALOG $53.50 
. ) OF BRADFORD ELECTRIC TOOLS i 


SSMS ae aT 





Fully illustrated catalog of the 
complete Bradford line of preci- 
sion electric tools. Write for your 
copy, today. See how the Brad- 
ford line meets your customer sii 


; “i , Hf Model 180 
requirements. y ’ 8” Wood-Sow 














TRIPLE TOOL $48.75 


Here's another outstanding example of modern 
Bradford tool engineering. One tool with three 
work applications! 

The TRIPLE TOOL is a 5” disc sander, polisher, and 1/4” 
drill combined. It's light and compact, yet rugged and pow- 
erful. Design permits easy handling in any position. Push 
button locks spindle for quick, easy change from sander to 
polisher to drill. The Triple Tool comes 
completely furnished with sanding discs, 
backing pad, wool bonnet, 7B Jacobs chuck 
and key with holder. It’s ideal for light or 
intermittent sanding, polishing and dirill- 
ing wood, metal and plastics, 


E BRADFORD MACHINE TOOL CO. 


Distributors in All Principal Cities \ 7, 
663 Evans Street, CINCINNATI, 4, OHIO FERPRpminninrs 
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Pick up Production 


with Mnigotm CRD Screws 


You can pick up faster than you can pick out! Grab a 
handful of screws, set them, drive them — and grab another 
handful! That’s the sort of pick up you get with Corbin 
Uniform Quality. Never a worry about culls or duds 
because Corbin Screws are quality-checked at. every step 
in manufacture. 

Now available in metals, finishes, types and sizes to 


meet your needs. Ask about Corbin Sems. ara 


CORBIN SCREW 
DIVISION 


THE AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONN. 
Warehouses: New Britain, New York, Chicago 
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Talk of the Trade 


CONVENTION NOTES: It was a pleasant surprise to 
see Tony Glesener (A. J. Glesener Co., San Francisco) 
on hand in Atlantic City . . . Tony had been on the sick 
list . . . Everyone missed the genial Alvin Smith (Smith- 
Courtney, Richmond, Va.) . . . Alvin spent convention 
time in Post Graduate Hospital, New York . . . However, 
Alvin’s son, Brooke Smith, was on hand... . 








PROMISED TREAT: When Ted Kenny (S. B. Hub- 
bard Co., Jacksonville) announced that the 1949 con- 
vention probably will be held in Palm Beach, Fla., he 
promised Ed McLaughlin (Union Hardware, Los An- 
geles) that Ed will be the recipient of “the best grape- 
fruit in the world” when he attends . . . Ed had no com- 
ment to make . . . Ted’s colleague, Gene Drody, was at 
the convention and was accompanied by Mrs. Drody 
. .. Before going to Atlantic City Gene and Mrs. Drody 
spent four days seeing the sights in New York and, 
according to Gene, “we really saw “em” . . . One of the 
high spots was when Sherman Billingsley, head man at 
the Stork Club, bought drinks for them. 





ENTERTAINER: Arthur Mogge, who handles adver- 
tising for Chicago Screw, made a hit with his skit in 
which he impersonates a Swedish Minister . . . Speaking 
of entertainment reminds us that you should get A. B. 
Seither, Jr., (Taylor Forge and Pipe Works) to show you 
some of his card tricks . . . He’s definitely not in the 
“parlor trick” class. 


OLD FRIEND: Paul Hartshorne who spent the war 
years working with WPB and came in contact with hun- 
dreds of distributors is now in business for himself .. . 
Paul’s a manufacturer’s representative in Chicago. 
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SOUNDING OFF: We've been thinking of setting up 
a speakers’ bureau . . . In recent weeks two of our col- 
leagues spoke at schools of higher learning . . . Walter 
Crowder talked at Columbia while John Ofa expressed 
his views at New York University . . . Son, hand me my 
cap and gown. 


ELECTED: Paul B. Rayburn, Jr., (Industries Supply 
Co., San Diego) has been elected president of the San 
Diego Wholesale Credit Men’s Association. 


SURPRISE: It was a definite surprise to many that the 
convention booth idea was a success . . . As one man 
phrased it: “This is the first time I’ve been able to see 
most anyone I wanted to” . . . The vote on whether the 
1949 convention should be a cruise also surprised many, 
especially association officers who have been hearing mem- 
bers talk about wanting a cruise . . . The vote was 183 
against a cruise and 203 in favor of one. 


CONGRATULATIONS: E. C. Kilray (L. L. Ensworth 
& Son, Hartford) recently became the proud father of a 
baby boy . . . According to latest report mother and child 
are doing well but father has developed (swelling) chest 
trouble. 





TRAVELER: One of the facts that proves being presi- 
dent of an association is not an ivory tower job is the 
travel schedule carried out last year by Marsena Butts as 
National president . . . Marsena traveled more than 
23,000 miles on association business. 


R.W.B. 
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LOOK FOR THE 





~“ JENKINS 


TYPES, SIZES, PRESSURES, METALS 


o ahr roy 


DIAMOND MARK 


FOR EVERY NEED 


AN > a as on 
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JENKINS DISTRIBUTORS 


Pe 


E ery Jenkins Valve sold is a product of expert 
pln Design, choice of materials, and manu- 
facture are controlled throughout by a technical 
staff rated A-plus in valve know-how. 

But Jenkins Engineering Service goes much fur- 
ther to make friends for Jenkins Distributors. When 
a sale involves a problem of pattern selection, appli- 
cation, or placement that is out of the ordinary, 
Jenkins Engineers can provide the answer. 

Jenkins Engineers, in effect, are on the sales team 
of every Distributor. They help him show customers 
how to*get all the extra value built into Jenkins 


Valves. They help him to get “in” on jobs in the 


BESIDES giving Distributors direct assist- 
ance, Jenkins Engineers play an important plet: 


rh 





part in the preparation of such highly 
effective service literature as the ‘Piping 
Layouts’ and “Prevent Valve Failure’’ 
booklets. 


The first contains diagrams and descrip- prevention. 





tion and location in the lin 
is a 28-page guide to valve economy, fully 
illustrated with case histories of valve 
damage and recommendations for its 


blueprint stage. In every way, they help build good 
will that holds good customers. 

Yes, Jenkins Engineering enters into every valve 
sale, along with Jenkins industry-wide advertising 
— powerful sales promotion—and Sales assistance. 
It all adds up to planned, persistent, productive sup- 
port ... and it’s the reason why Jenkins continues 
to be the preferred valve franchise . . . why, year 
in and year out, it pays, and pays well, to sell 
Jenkins Valves. 

Jenkins Bros., 80 White St., New York 13; Bridge- 
port, Conn.; Atlanta; Boston; Philadelphia; Chi- 
cago; San Francisco. Jenkins Bros., Ltd., Montreal. 


tions of 25 typical piping layouts with 
f d for valve selec- 
es. The second 

















SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 
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Distributor Security grows from complete 
study of Republic Rubber’s 5-Point Policy 








This year marks the 25th Anniversary of the 
first written sales pledge ever made by a 
manufacturer of mechanical rubber goods 
to distributors of industrial supplies. Re- 
public wrote it! After 25 years it remains 
unaltered! If you as a distributor conduct 





your purchases along the lines of this 
policy, your security with industrial buyers 
will become continuously stronger. 


C0 Feu Baan knaun t0 Suduiliy, 


Joe wee @ QUARTER CENTURY 


tnvader Trans- Republic 
tion Hose mission Belt Oil Suction 
and Discharge 
Hose 





REPUBLIC’S 5 - POINT POLICY 
Line 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the trade 
solicited. 


Quality 


A quality of product uniformly good 
and capable of delivering service 
results that should reasonably be 


expected. 
re ° 
Price 


A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


Srcedom 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


Cfeliing 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized train- 
aaa a knowledge of the product 
sold. 





NOW AVAILABLE FOR YOU... 


this folder entitled “Distributors Serve f MECHANICAL RUBBER GOODS BY 


You Best” tells buyers how you save 


money for them. It’s free .. . give one to 
each of your customers... how many do 


you want? 
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LEE RUBBER & TIRE CORPORATION ...YOUNGSTOWN, OHIO 
Lee Deluxe Tires & Tubes, Conshohocken, Pa. 
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Impact of Global Aid 


NDER CURRENT CONDITIONS. sensible 
business decisions are almost impossible except 
on the basis of a calm and cold-blooded appraisal of 
the international situation. And that appraisal itself 


must be based on various assumptions as to our . 


participation in world political developments, rang- 
ing from various stages of cold war to hot war. 

Informed opinion is that we won’t reach the final 
stage but you still have to reckon with the tragic 
tautology of power politics—you go to war to pro- 
tect positions which are important to you because 
you'll need them if you ever go to war. At each 
stage, however, progressively greater strain will be put 
on the domestic economy. 


Degrees of Strain 


The $6.1 billion foreign aid program administered 
by Paul Hoffman’s Economic Cooperation Adminis- 
tration will probably not bring any drastic changes 
in present methods of doing business. With the ex- 
ception of grain purchases which will be handled 
by the Commodity Credit Corporation as in the 
past, the order placing for other reconstruction and 
relief goods will be handled through private chan- 
nels. This program will, of course, be an added claim- 
ant against domestic production. 


Diplomatic warfare, however, tends to impose its 


own demands for munitions. Should it become 
necessary to reinstitute some sort of new lend-lease 
of munitions for the countries of Western Europe, 
the demands for a long list of basic raw materials 
would become so great that reestablishment of con- 
trols would be imperative. 

The present defense program—ECA, the expanded 
military establishment and other programs as they 
emerge—comes at a time when the economy is in 
a very different position from that in 1939. Now 
the economy is going full blast, then we. were just 
emerging from the depression—or recession—of 
1938. Our very prosperity makes the programs 
harder to put over. To make room for them our 
living standards must be pushed lower. In 1939 the 
rearmament programs were superimposed on an 
economic machine operating at three-fourths of 
capacity. Let’s look at the facts. 

The steel industry in mid-1939 was operating at 
54 percent of capacity and currently it is operating 
at about 95 percent of capacity. During the inter- 
vening years installed capacity itself was increased 15 
percent. And still there is not enough steel. 

In 1939 we got more steel by increasing the oper- 
ating rate (utilizing unused capacity) and by build- 
ing more capacity. Now the rate is at a practical 
ceiling and it takes a long time to increase capacity. 
Obviously, the steel needed to implement our for- 
eign commitments must come out of domestic 
consumption. And so it is with other materials. 

In 1939, there were approximately 9 million 


unemployed out of a labor force of 54 million. 
Today, there is practically no unemployment and 
the labor force has grown to nearly 60 million. We 
could possibly get some increased output by length- 
ening the work week but the total pie (the produc- 
tion of our total employed manpower) can’t be 
greatly increased. In 1939 we did it by providing jobs 
for unemployed. Now there isn’t the slack. 

The growth in national income between 1939 and 
the height of the war program tells the story of how 
we had both guns and butter. The gross national out- 
put in 1939 was $152 billion and this was lifted to 
$265 billion during the war (figures in 1948 dollars). 
The government war program, of course, took a large 
part of the increase but. the consumer’s part of the 
total increased from $113 to $138 billion. 

Any substantial increase in government expen- 
ditures can only come from three sources: (1) an 
increase in the total output which is limited by 
manpower and raw materials, (2) a reduction in the 
consumer’s share and (3) a reduction in private capi- 
tal expansion. This all spells added inflationary pres- 
sures in an already tense situation. 


Distributor’s Role 


What does all this mean to industrial distributors 
and their salesmen? It means that our economy, 
currently running at a high level, is being given a 
“shot in the arm” by the foreign aid and defense 
programs. Materials that are short will become 
shorter as the programs intensify and as paper com- 
mitments are realized in actual production. Dis- 
tributors have the job of supplying production tools, 
equipment and supplies to industry whether for the 
production of goods for civilians, for foreign aid or 
for the military. And that job cannot be done unless 
the suppliers of distributors are able to get adequate 
quantities of scarce raw materials and manpower in 
an increasingly tight market. 

This is not said from a selfish point of view. We 
all know that production will flow more smoothly 
because of the job distributors can do. This was 
proved in World War II. But what we know and 
what Washington knows may be two different things. 
We don’t want a repetition of the 1942 fiasco when 
someone got the bright idea that the war effort 
could be promoted if the distributor were by-passed. 
The recent appointment of Charles Bush, Percy 
Ridings and Lloyd Mize as a Washington Industry 
Committee was certainly a step in the right direction. 
But there is a job that needs to be done. 


Walt A Ceowdler 
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— Booths Highlight Convention 


Attendarfce record set as 2,000 gather in Atlantic City; internationally 


known figures on program; Palm Beach, Fla., chosen for 1949 convention 


A conference booth program that enabled distributors to 
meet and talk with the executive heads of manufacturing 
companies was the outstanding feature of the industrial 
supply convention in Atlantic City April 26, 27 and 28. 
The convention was notable in other ways too: 


>More than 2,000 attended—1,700 delegates and 300 
wives. 

> Internationally known industrialists and government 
oficials were among the speakers. 


> Mutual distributor-manufacturer problems were dis- 
cussed, thus opening the way for more and closer cooper- 
ation between the two groups. 


> A plan to have a convention-cruise in 1949 was rejected 
after a vote showed only a slight majority favored it. 


> Palm Beach, Fla., was selected as the probable site of 
next year’s convention. 


Although a “contact lobby” was set up at the conven- 
tion two years ago, this was the first year that actual 
booths with definite hours for operation were tried. The 
experiment was hailed as a success by members of all 
three associations—The National Supply & Machinery 
Distributors’ Association, The Southern Supply & Ma- 
chinery Distributors’ Association, and The American 
Supply & Machinery Manufacturers’ Association. 

Inasmuch as the booth program was without precedent 
in our industry, many had pre-convention doubts as to 
its success. All doubts were removed, however, when 
the booths opened. As a result, the most overworked 
sentence heard at the three day meeting was: 

“I’ve seen more of my sources of supply (or distribu- 
tors) than at any other convention.” 

Booths were occupied by about 200 manufacturers 
and virtually every booth was manned by top executives. 
The booths, which were set up in the Atlantic City Pub- 
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SNIPPING THE RIBBON to Officially open the conference booths is Walter Gebhart. He’s flanked by Marsena Butts and Ted Kenny. 


hic Auditorium, were officially open Monday and Tues- 
day afternoons, April 26 and 27. The three retiring presi- 
dents, Walter Gebhart of the American; T. J. Kenny of 
the Southern, and Marsena Butts of the National, pre- 
sided at opening ceremonies Monday afternoon. 


Joint Meeting Monday 


All three mornings were devoted to meetings. On 
Monday morning the members of all three associations 
gathered in the Public Auditorium and heard Charles E. 
Wilson, president of General Electric, talk on “America 
is Your Business” and Willard L. Thorp, Assistant Sec- 
retary of State for Economic Affairs, explain the “Euro- 
pean Recovery Program from Blueprint to Action”. (A 
more detailed report of their speeches will be found on 
pages 84 and 85.) 


Individual Sessions Held 


On Tuesday morning each association held its own 
meeting. In addition to reports from committees, South. 
ern members heard Henry J. Allison, president of Allison- 
Erwin Co., Charlotte, N. C. discuss “Controls” (see 


pages 96 and 97); National members heard Jack Klein, 


president of the Klein Institute for Aptitude Testing, 
talk on “The Selection of Salesman”, and William S. 
Crean,’ Lacy Sales Institute, discuss “The Training of 
Salesmen” (see pages 92 and 93), and American mem- 
bers heard three talks—““This Democracy” by Dr. R. C. 


Hutchinson, president of Lafayette College; “Selection 
of Salesmen” by F. J. Tone, Jr., vice-president of Car- 
borundum Co., and “Top Side Interest in Firing Line 
Problems” delivered by Walter Gebhart for Fred Hall, 
vice-president of Kiekhaefer Corp., (seespages 100 and 
101). 


Distributors Join Forces 


On Wednesday morning while the American mem- 
bers were listening to reports and an address by Nathan 
Gist on “Can Our American Economy Survive”, National 
and Southern members held a joint meeting, heard 
reparts and two adresses—““T'rade Associations and the 
Law” by Lowell B. Mason of the Federal Trade Com- 
mission, and “The Essentiality of the Services of Dis- 
tributors” by Dr. R. S. Alexander, associate professor of 
marketing, Columbia University. (A report on the joint 
meeting is on pages 88 and 89.) 


Convention-Cruise Rejected 


By a vote of 203 to 183, member companies of the 
three associations favored holding the 1949 convention 


while on a cruise to either Bermuda or Havana. How- 


ever, because of the closeness of the vote, the executive 
committees of the three groups ruled against the plan. 
The secretaries were then instructed to determine if 
arrangements can be made to hold next year’s meeting 
in Palm Beach, Fla. 
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New President and aides elec 


* 





Th N ti Areas 1 & 2; Edward K. Welles, Charles H. Besly Co., vice-president for Areas 
oe 8 @ National. ©. H. Mc- 3 & 4; W. A. Haseltine, J. E. Haseltine & Co., vice-president for Areas 5 & 6; 
Laughlin, (above) Union Hardware & Charles T. Bush, Board member from Area 3; Mr. McLaughlin; and Harold E. 
Metal Co., is the new National presi- Torell, Board member from Area 2. J. D. Nicholson, The Mine & Smelter Supply 
dent. Other new officers (group photo) Co., was elected a Board member from Area 5 but is not shown in the photograph. 
are Ray C. Neal, vice-president for Board members from Areas 1, 4 & 6 were not up for reelection. 





N 


back row): Mr. Alcott; Ben S. Barker, Pye-Barker Supply Co.; Lloyd Mize, 


; are ( 
ction ee The Southern. Richard Al- Industrial Supply Corp.; George Weaks, Weaks Supply Co., first vice-president; 
Car- cott (above). The Reichmann-Crosby (front row): E. L. Pugh, secretary-treasurer; M. N. LeéNeave, Allison-Erwin Co.; 
Line Co., was elected Southern president. T. J. Kenny, S. B. Hubbard Co.; J. H. Pitts, Brown-Roberts Hardware & Supply 
Hall, Executive Committee members are Co.; and Paul Griner, O. H. Van Horn Co.; second vice-president Walker Welford, 


and shown in the group photograph. They Jr., J. E. Dilworth Co., was elected to the committee but is not in the photograph. 
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the 

ition : . , 
low- . right): James Tate, The Dumore Co.; J. A. Proven, Sterling Tool Products Co.; 
itive sae The American. J. G. Geddes K. H. Beardslee, Carboloy Co., first vice-president; Mr. Geddes; Walter Kemphert, 
olan. (above), H. K. Porter, Inc., was named Worthington Pump & Machinery Corp., treasurer; F. T. Stone, Chisolm-Moore 
e if president by the American association. Hoist Co., second vice-president; and R. M. Johnson, Norton Co. Irving Lemaux, 
ting Other officers and executive commit- Jr., Indianapolis Brush & Broom Mfg. Co., also was elected to the executive com- 


tee members elected are (left to mittee but is not in the photograph. 
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Positive measures to fight 


inflation, thereby assisting 
Marshall Plan, outlined by 


industrialist at opening ses- 


sion of convention at which 
members of three associa- 


tions are urged to .. . 


“SHARPEN your tools of distribution, selling”—Charles E. Wilson, GE president 


_. . Adopt Aggressive Cost-Reduetion Programs 





THE ADOPTION OF “aggressive cost- 
reduction programs” and “intelligent 
pricing” to fight inflation and assist 
the Marshall Plan was urged by 
Charles E. Wilson, president of the 
- General Electric Co., at the opening 
joint meeting of the Triple Industrial 
Supply Convention held in the Pub- 
lic Auditorium in Atlantic City. 
Willard L. Thorp, Assistant Secre- 
tary of State for Economic Affairs, 
also spoke to the meeting. His topic 
was “The European Recovery Pro- 
gram—From Blueprint to Action”. 
Walter H. Gebhart, retiring presi- 
dent of the American Supply & Ma- 
chinery Manufacturers’ Association, 
served as chairman. In addition to 
introducing the two main speakers, 
Mr. Gebhart also called on F. Mar- 
sena Butts, retiring president of the 
National Supply & Machinery Dis- 
tributors’ Association, and on T. J. 
Kenny, retiring president of the 
Southern: Supply & Machinery Dis- 
tributors’ Association, for comments. 


. Pass Benefits 


Mr. Wilson advised businessmen to 
follow an old formula “of sharpening 
your tools of distribution and selling, 
and -using them more effectively, of 
countering inflationary trends with 
aggressive cost-reduction programs, of 
intelligent pricing programs which 
will hand along to your customers the 
fruits “of cost reduction * * * ”, 

American businessmen, Mr. Wilson 


said, may have in their immediate’ 


84 


keeping the fate of the rest of the 
world, political and economic and, to 
capably discharge that trust, business- 
men should stop talking of big and 
little business as though they were 
hostile and unrelated things. Despite 
scale, the functions, operations and 
activities of big business and small 
business, he added, do not differ 
much. In developing his theme, Mr. 
Wilson stressed the point that big 
business and little business find them- 
selves on the same side of the street. 

Most businessmen, Mr. Wilson 
said, have never had any difficulty in 
identifying the common denomina- 
tor, @r locating the common ground, 
on which all competitive enterprise 
stands, “Whether it be a small: town 
drug store, a billion dollar corporation, 
or a medium-sized mill supply house’’. 
Each puts into the same kind of ves- 
sel his own ingenuity and ambition, 
time and tools and goes to the mar- 
ket with the resulting product. 

Mr. Wilson also warned of the 
dangers of “enjoying” economic lead- 
ership. It was one thing to be a 
leader, and another to be master of 
that leadership. He pointed out that 
today’s situation is a real challenge to 
the nation’s mastery and that the 
country has to be good, tough and 
smart enough to stay in the driver's 
seat to operate the great economic 
machine to the benefit of ourselves 
and the rest of the world. 

The attack on the future, Mr. Wil- 
son said, can begin on the question 


INDUSTRIAL DISTRIBUTION © JUNE, 1948 


of big and small business. Admitting 
that it was fairly easy to fall under 
the spell of bigness when contemplat- 
ing numbers of plants and employees, 
square feet of factory space and annual 
billings, Mr. Wilson said there is the 
matter of viewpoint. From the in- 
side, size may be looked at in terms 
of difficulties, problems and responsi- 
bilities. The outsider looks at the 
size in terms of power, assets, dollars, 
patents, etc. 


Point of Sale 

If there is any single point, Mr. 
Wilson said, at which the distinction 
between large and small business 
completely disappears, it is at the 
point of sale. All distribution is small 
business. Mistakes in judging mar- 
kets and devising sales strategy can be 
traced to forgetting the fact that the 
shape of a market is usually the shape 
of a man—‘no bigger than a man, 
and having the same human charac- 
teristics, hungers, distrusts, likes and 
dislikes.” 

“Selling,” Mr. Wilson added,” 
“whether it be a product, a service, 
or an idea, is the greatest small busi- 
ness in the world, because every sale 
has to be made to one man when the 
chips are really down—across a table, 
across a desk, across a counter, or in 
a personal communication. Vendor 
and Vendee must be close enough 
for hands to touch and minds to 
meet. <A_ billion dollars worth of 
sales, a national election, and even a 
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“ROOM for private enterprise in ERP” — 


world war have this thing in com- 
mon—no matter what the final size 
of the result may be, the common 
denominator is the individual human 
being.” 


Put Europe on Feet 


In elaborating on the European Re- 
covery Program, Mr. Thorp said that it 
alone will neither prevent the spread 
of communism, nor return European 
living standards to pre-war levels. After 
all, he said, the objective is not ex- 
ports from the United States, but 
European recovery—the _reestablish- 
ment of the alglity of European coun- 
tries to support themselves without 
outside assistance. 

Europe could be considered, as an 
idle factory that needs a few parts, 
some supplies and food for its workers 
before it can operate. The needed 
commodities will not go to Europe as 
a gtant. Some countries, Mr. Thorp 
pointed out, can afford to pay cash, 
while others can undertake whole, or 
partial, repayment on a_ long-term 
credit basis. 

It is not a case of starting from 
scratch, Mr. Thorp said. The foun- 
dations do not have to be laid. The 
factory of Europe does not have to 
be built. It needs only some added 
supplies and it will function as in- 
tended. American assistance at this 
moment is the critical factor which 
will set Europe once again firmly on 
the road to self-support. The required 
assistance is about 5 percent of Eu- 
rope’s total economic activity. But 
the five percent from the Western 
Hemisphere is essential to produce 
the other 95 percent. The essential 
requirements for recovery do not lie 
solely in American assistance, but 


Willard L. Thorp, of State Department 


even more in European vigor. 

Before the war, Mr. Thorp said, 
Western Europe was the second great- 
est industrial workshop in the world. 
This finely organized machine was 
thrown completely out of balance by 
the War. Destruction, devastation, 
deterioration and disoragnization all 
played their part. 

With assistance from abroad to 
meet their immediate requirements, 
Europe made substantial gains during 
1946 and 1947, Mr. Thorp said. But 
like any workshop, materials must 
come from outside, and products must 
be sold abroad. Western Europe’s 
trade balance is far from reestablished 
and there are increased requirements 
due to population increase and loss 
of investment and other non-com- 
modity income. It was too much to 
hope that recovery could be achieved 
in three years when it took virtually 
twice that long after the much less 
destructive World War I. 


Greater Exchange 


Mr. Thorp pointed out that a con- 
structive and positive program for the 
future has been hammered into shape 
with two great objectives—more pro- 
duction and a greater exchange of 
goods. Coupled with these was a 
pledge to seek every possible form of 
economic cooperation. The Commit- 
tee of European Economic Coopera- 
tion agreed to set up a central body 
for developing cooperative projects and 
to use their resources not merely 
separately but jointly to achieve re- 
covery. 

Mr. Thorp explained that in deter- 
mining the amount of American aid, 
a sum of $5.3 billion for a 12-month 
period, every effort was made to see 
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that it does not represent a drain upon 
the economy of the United States 
which would be dangerous to the 
maintenance of our own economic 
strength and stability. 

The actual machinery for moving 
goods, Ms. Thorp said, will be estab- 
lished by the Administrator. Although 
there will be considerable variation in 
the procedures used, the act directs 
him to “facilitate and maximize the 
use of private channels of trade.” 


Private Dealing 


“While some part of the opera- 
tion,” Mr. Thorp said, “may neces- 
sarily be on a government-to-govern- 
ment basis, it is also possible for 
operations to take place between pri- 
vate enterprises both in the receiving 
and supplying country if they fall 


‘within the scope of an approved pro- 


gram.” The first and most important 
fact is that the program intends to 
provide comnfodities to the countries 
needing help. The United States is 
not turning over dollars for them* to 
spend. 

Instead, Mr. Thorp explained, the 
Administrator will work out with 
those countries their requirements in 
physical commodity terms, not merely 
for maintenance of their present levels 
of activity but for recovery. These 
programs, which will originate with 
the European countries, will be re- 
viewed in their central organization, 
and be screened carefully by the Ad- 
ministrator. 

All commodities needed, Mr. Thorp 
said, will not come directly from the 
American economy. Canada and Latin 
America both have customarily sold 
good to Europe and have financed 
their trade with this country with the 
proceeds. Now their customary mar- 
kets are limited and they have ex- 
tended credit or accepted non-con- 
vertible currencies until their reserves 
are seriously depleted. One important 
element in the recovery program is 
is that, instead of sending only Amer- 
ican commodities to Europe and thus 
adding to the pressure upon a few 
of our domestic markets, the United 
States will purchase these commodi- 
ties in part in Canada and Latin 
America for shipment to Europe. 
Thus, not only Europe, but also the 
other countries in the Western Hem- 
isphere will benefit directly from the 
program. 

At the same time that supplv pro- 
grams are in operation, Mr. Thorp 
said, European countries will be en- 
deavoring to meet their commitments 
with respect to production, financial 
stability and trade expansion. The 
Administrator will be concerned con- 
tinually with the progress being made. 


85 

















Their First Convention 


All three associations sponsor breakfasts 
for members attending annual gathering 


for first time. Here’sa... 





ot we 
2...ALL SET TO EAT. They are R. T. Ryan, Cutter 
Wood & Sanderson; H. B. Wehrle, Jr., McJunkin Supply; 
D. A. Clay, Factory Supplies; W. H. Hartz, Couch & Heyle; 


V. C. Hossellman, Siferd-Hossellman, and W. T. Ryan, Jr.’ 


4... SOUTHERNERS were guests. They are Henry C. 
Coit, Engineering Supply; John West, Jr., Lewis Supply; 
T. H. Humphreys, C. W. Farmer; Harry J. Williams, Mill 
Supplies; J. T. McCarthy, Jr., Hercules Supply; E. G. Glover, 
Textile Mill Supply; W. L. Page, Carolina Machinery; J. W. 
Chandler, Fortson; and J. B. Thornton, Jr., Peerless Supply. 
Mees 


1... WELCOME from Harry Rinehart, secretary-treasurer 
of the National Association, for William P. Goudie of The 
BoyerCampbell Co., Detroit. After ,this greeting, Mr. 
Goudie joined a group that was. . 


3... NEW CONVENTIONEERS breakfasted with officers. 
Here’s Harold Torell, Syracuse Supply, talk®g to J. H. 
Spence, Isaac Walker Hardware; E. Howell Hickman, Theo. 
C. Ulmer, and F. D. Craver, Babcock, Hinds & Underwood, 
Inc. Meanwhile .. . 


5 . . . SOUTHERN MEMBERS attended. Here two 
Pidgeon Thomas men pose for the photographer with fel- 
low distributors from Memphis. In the group are Russell 
F. Peete; Richard Alcott, Riechman-Crosby Co.; newly 
elected Southern president; John E. West, Jr., Lewis Supply 
Co., and Frank Pidgeon, Jr. While this foursome posed, 
others were. . . 
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6...GETTING DOWN TO BUSINESS and eating. J. E. 
Finch, Plowden Supply Co., starts on his cereal while a fel- 
low Texan, J. T. McCarthy, Jr., Hercules Supply Co., 
pauses for a look at what’s going on arouhd him. Maybe 
you wouldn’t guess it from the photo at the right but those 
two fellows are... 


8... AMERICAN ASSOCIATION MEMBERS also were 
guests. New to conventions were (left to right): J. L. Kane, 
The Iron Age; G. B- Curtis, National Screw & Mfg. Co.; 
V, J. Rumpler, Hodell Chain Co.; G. L. Abbott, Warren 
Belting Co.; H. W. Vogl, Wilton Tool Mfg. Co.; W. A. 
Bellows, Rust-Oleum; R. A. Fergusson, Rust-Oleum; S. F. 


i @. Ge 
7... REALLY GOOD FRIENDS. It just so happened that 


Carl C. Krueger, San Antonio Machine and Supply Co., 
was getting ready to try his coffee while J. S. Plowden, 


- Plowden Supply Co., answered a question posed by a fellow 


guest on his left. On the same morning that the Southern 
Association held its breakfast . . . 


> one 


am | 
2S be 


“NYS 
om FY 
: 2 m 9 *. 
Greer, American Brake Shoe Co., Kellogg Div.; W. E. Loy, 
Union Twist Drill Co.; J. B. Chamberlain, Commander 
Mfg. Co.; R. C. Franklin, Hy-Pro Tool Co.; E. A. McKenna, 
North Bros. Mfg. Co., Stanley Tool Div.; M. H. Buehrer, 


Boice-Crane Co.; J. Maurey, Maurey Mfg. Corp., and 
R. S. Pollard, Yarnall-Waring Co. ° 








HE REMEMBERS WHEN ... 


. . . the National Association held the 
first of its 43 annual meetings. In fact, 
A. C. Vaughan of the W. M. Pattison 
Supply Co., Cleveland, was one of the 
founders and was the only one present 
in Atlantic City this year who attended 
the original meeting. It was a distinction 
which he thoroughly enjoyed as can be 
seen in this photograph of... 


Old-Timer A, C. Vaughan and his sales 


manager son, Gordon Vaughan. 
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FTC-Industry 
Cooperation Urged 


Srarurory AurHORITY for the Federal Trade Commis- 
sion (FTC) to sit down with business, as represented by trade 
associations, and clarify the rules under which business must 
operate, was advocated by Lowell B. Mason, Federal Trade 
Commissioner, at the joint meeting of the Southern and Na- 
tional Distributors’ Associations held in the Wedgewood Room 
of the Marlborough-Blenheim. 

Mr. Mason talked on “Trade Associations and the Law” 
Another featured speaker was Dr. R. S. Alexander, Associate 
Professor of Marketing, Columbia University, who talked on 
the topic, “Essentiality of the Services of the Distributor’. 

The meeting was presided over by T. J. Kenny, retiring 
president of the Southern Association. James H. Ruddell, 
president of Central Rubber & Supply Co., Indianapolis, 
spoke on “The Need for a Standard Chart of Accounts and 
a Uniform Accounting Manual for Industrial Supply Distribu- 
tors.” His remarks were supplemented by Henry J. Allison, 
president of the National Wholesale Hardware Association 
and president of Allison-Erwin Co., Charlotte, N. C., who 
spoke on the need of standardization in promoting the work 
of controls. 

F. Marsena Butts, retiring president of the National 
Association, described the activities of the National 
Affairs Committee, composed of officers from the two 
associations for the purpose of handling mutual problems 
on a national basis. 

Mr. Mason began his talk on trade associations and the 
law by pointing out that, although FTC members and 
their aides were not in a competitive field as far as theiy 
jobs were concerned, sometimes stability degenerated 
into “stagnation” and continuity into “rigor mortis”. 
Such a group might actually forget that its status is that 
of a “public servant”. This has given rise to the popular 
conception of the commission as a “St. George” and 
business as the “Dragon” 

For 34 years, Mr. Mason pointed out, the commission 
has operated 4 an an atmosphere of litigation, suspicion and 
mistrust. The policy of “hit-or-miss” prosecutions has 
instilled fear into business. This policy has been aided 
and abetted by confused laws and expense of litigation. 


Cites Recent Litigation 


The recent Supreme Court decision outlawing the 
concerted use of a multiple basing-point delivered-price 
system by the cement industry was cited by the speaker 
as an example of a procedure which has been followed for 
years. The decision culminated 13 years of expensive 
litigation which amounted to a ‘“virtual WPA” for 
lawyers. 

Mr. Mason advocated a legislative revolution based on 
a new concept of prevention “rather than enforcement by 
fear of prosecution or use of force. He quoted Ralph 
Barton Perry’s concept of the Reign of Law as a more 
intelligent approach. The Reign of Law, according to 
Perry, depends on a common understanding and common 
acceptance. Force is the last factor to be considered in 
gaining compliance. 

The solution lies, Mr. Mason said, in businessmen 
taking the initiative to convince their legally elected 
representatives in Congress to overhaul legislation which 


REVISE THE LAW to permit the FTC to sit down with 
trade associations and clarify the rules—Lowell B. Mason, 
Federal Trade Commissioner. 


A COMMON LANGUAGE for industrial distribution 
accounting is needed to improve industry statistics—J. H. 
Ruddell, Central Rubber & Supply Co., Indianapolis, Ind 


would permit the FTC to approach the problem from 
the angle of understanding through discussion. Justice 
should be made cheaper, faster and more equitable. There 
should be an understanding between the FTC and indus 
try of what the rules are, what constitutes fair compe 
tition or unfair practice and where everyone stands. 

There is no need for another NRA, Mr. Mason pointed 
out but there is a need for the removal of fear from 
prosecution and a need for understanding. 

The war performance of the industrial distributor, 
according to Dr. Alexander, has removed virtually all 
doubt as to the essentiality of the industry. Dr. Alex 
ander, who served with the WPB, described the change 
in that agency’s attitude with experience. Today the 
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ESSENTIALITY OF DISTRIBUTOR has been “demop- 
strated by his war record—Dr. R. L. Alexander, Associate 
Professor of Marketing, Columbia University. 


COMMON PROBLEMS of the two distributor associa- 
tions are tackled on a national scale by the National Affairs 
Committee meeting held at the Marlborough-Blenheim. 


economic position of the industrial distributor may be 
described as a service to the manufacturing industry. ‘To 
the manufacturer whose goods he handles, he is an outlet; 
to the customer- manufacturer, he is a source of supply. 
The two services are interdependent; to do one well, the 
industrial distributor must be goaal at the other. 

Dr. Alexander outlined what the supply manufacturer 
expects. From these demands, it is possible to sum- 
marize the distributor’s functions as: (1) carrying stocks, 
(2) making deliveries, (3) selling for suppliers and. (4) 
providing information for the buyer. 

These demands impose several problems on the dis- 
tributor. In the case of carrying stock, the distributor is 
faeed with the problem of determining just how much 


stock to carry. This involves cost accounting and sales 
analysis. 

While the distributor hasn’t too much room _ to 
maneuver in the field of pricing, it nevertheless poses the 
problem of getting price high enough to cover costs and 
to make price low enough to attract volume. The dis- 
tributor’s exploration should be made in the area of 
quantity discounts on size of order, inducing buyers to 
consolidate orders, including buyers to increase the size 
of orders to secure quantity discounts and means of 
combatting effects of buyers who like to buy direct. 

The importance of sales analysis to improve selling 
performance was also stressed by Dr. Alexgnder. In 
selling, however, the distributor should remember that 
he does not sell things to a buyer, but services—ways of 
keeping the plant running, economical ways of buying, 
and improved ways of running plants. 

In the matter of training, the distributor must super- 
vise the development of his staff members. Salesmen 
should be trained to know products, know customers, 
analyze customers’ needs, organize their work, plan their 
calls, and to bear in mind const: intly that they are selling 
services, not goods. 


Worth Remembering 


In summarizing, Dr. Alexander admitted that much of 
what he had said was “old stuff’. But, being old stuff, 
many distributors may have forgotten it and, since it is 
the essence of distribution, it is worth repeating. 

Mr. Ruddell urged members of both associations to 
give every possible support to the National Affairs sub- 
committee headed by Mr. Kenny in developing a standard 
chart of accounts and a uniform accounting manual for 
the industry. There is an urgent need for a common 
language in the industry’s accounting. He pointed out 
that the last National Association overhead statement 
demonstrated this fact. 

In that report, Mr. Ruddell stated, four members 
reported that they did not have any salesmen’s remunera- 
tion and expenses whatsoever. As this was impossible 
for a firm qualifying for membership in either association, 
this was obviously a misinterpretation of accounts. Such 
accounting, he added, ruins the opportunity to make 
worthwhile comparisons of expense and developing 
accurate industry figures. 

There are prospects, Mr. Ruddell stated, of developing 
the chart and manual before the end of 1948. Preliminary 
drafts will be distributed to members of both associations 
for comments and suggestions. 

Mr. Butts made a report on the activitiey of the 
National Affairs Committee and listed the important 
undertakings. The committee has (1) started investiga 
tion of the possibilities of securing prepayment of freight 
instead of freight allowances; (2) formed a sub-committee 
consisting of Charles T. Bush, The Chas. A. Strelinger 
Co., Detroit, Mich.; Percy Ridings, Syracuse Supplv Co., 
Svracuse, N. Y., and Llovd Mize, The Industrial Supplv 
Corp., Richmond, Va., to aid supply manufacturers in 
obtaining scarce materials in the event of allocations: 
(3): studied the standard discount sheet situation and 
promoted adoption by the American, Association; (4) 
advocated the use of colored cost sheets; (5) requested 
and polled association membership on the change of the 
industrv’s magazine from Mill Supplies to INDUSTRIAL 
DISTRIBUTION; (6) advocated and secured manufac- 
turers’ cooperation on supporting advertising; (7) advo- 
cated more intense training of manufacturers’ men, and 
(8) coordinated the work of parallel committees of both 
associations. 
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CANADA was represented by Mr. and Mrs. A. R. Williams, TEXAS had many represen 
Williams Machinery, Toronto, who here are with Fred 
Emerson (left) of Spartan Sav. 


tatives including Ashley DeWitt 
(second from left), Briggs, Weaver. He’s with three Don- 
. nelly men: Ed Tyk, Al Mogg and Frank Willis. 


The -Conventioneers Came 


ILLINOIS: All Independent Pneumatic: D. M. Gibbons, 


MASS. had three Chandler & Farquhar representatives: 
W. J. McGraw, G. A. Thoma, J. A. Hill & J. F. Corkery. 


J. L. Ketchum, Mrs. J. F. Donahue and W. E. Curricr. 


LA. & IND.: W. J. Riley, Riley Supply; George Weaks & - MINN., MICH. & CALIF.: Russ Duncan, Duncan Co.; 
W. R. Crow, Weaks Supply; J. H. McDonald, Brown Rob- Chas. Allinger, Strelinger Co.; and Tony Glesener, Glesener 
erts, & George Stalker, Holliday & Co. Co. 





OHIO: R. P. Noyes and M. H. Buehrer, Boice Crane; W. J. 


Cox, Western Automatic Screw; Jack Deasy, Cleveland Cap 
Screw, and Dony H. Bryant, Western Automatic. 


PENNSYLVANIA: T. H. Hubbard, J. S. Nichol and L. L. 
Brenholts, all of Harris Pump & Supply, Pittsburgh. 


CONNECTICUT: W. J. Garin, Sullivan Tool; Art Klebes, 
Smith & Klebes; E. C. Sullivan, and Fred Page, Page, 
Steele & Flagg. 


x 

7 
MASSACHUSETTS & ILLINOIS: H. H. Jarrett and W. E. 
Loy, Union Twist Drill and Walter Mulcahy of The Buda 
Company. 


MANY POINTS: Roy Arehart, Yale & Towne; E. L. Al- 
berter, Somers, Fitler & Todd; George Sherrill, and H. F. 
Rose, Yale; R. W. Crawford, Eire Mfg. & Supply, and 
Arch James, Yale. 


NEW JERSEY: Mr..and Mrs. J. D. Mitchell and Mr. and , 
Mrs. F. J. Seither, Seither & Ellis, Newark. 




















“Don’t put men in jobs where their “There is no substitute for product “Thanks for a job well done,” Eugene F. Mc- 
Carthy (right) tells F. Marsena Butts as he pre- 


aptitudes and interests clash”—Jack knowledge in good salesmanship”— 
Klein. William S. Crean. 


sents him with a silver pitcher. 


SPEAKERS AT NATIONAL ASSOCIATION MEETING STRESS 


... Selection and Training of Salesmen 


How aptitude testing can help distributors is demonstrated; 


attributes of top salesmen cited; retiring president honored 


REPORTS ON COMMITTEE ACTIVITIES SUBMITTED BY 


.- - + William Todd on Research and . . « Ray C. Neal on Manufacturers’ . Harry Rinehart on Association 
Planning Relations Activities 
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‘THAT INDUSTRIAL DISTRIBUTORS are in- 
tent upon improving their sales forces 
was shown clearly when the National 
Association devoted virtually its entire 
individual meeting to “The Selection 
and Training of Salesmen.” ‘There 
were two speakers: Jack Klein, presi- 
dent of The Klein Institute for Apti- 
tude Testing, who discussed “Selec- 
tion” and W. S. Crean, Lacy Sales In- 
stitute, who talked on “Training.” 

» Mr. Klein departed from the cus- 
fomary procedure of reading a pre- 
pared paper. Instead, he gave a dem- 
onstration @f what can be learned by 
employers through aptitude testing. 
The demonstration consisted of re- 
porting the results of tests given to 
six employees of industrial distribu- 
tors. ‘The tests were given by mail 
through the offices of the National 
Association and, as Mr. Klein ex- 
plained, neither he nor his associates 
knew the respondents nor anything 
about them, except the conclusions 
which were drawn from the answers 
to the psychological questions. 


Conclusions Checked 


As an additional step in the demon- 
stration and as a check on the effec- 
tiveness of thé conclusions, after each 
report was given by Mr. Klein, Harry 
Rinehart, secretary, read a detailed 
analysis of the respondent. Each an- 
alysis was written by the distributor 
who employs the man tested. 

Mr. Klein pointed out that malad- 
justments in business are caused by 
men’s aptitudes and interests clashing. 
He amplified this by explaining that 
frequently a young man _ has. little 
trouble doing work for which he has 
little or no aptitude but that as he 
grows older his working interests con- 
flict with his aptitudes and he there- 
fore fails to progress in business. 

Through aptitude testing, Mr. 
Klein continued, a great deal of the 
trouble can be eliminated; it can be 
determined, whether a_ prospective 
employee has any aptitudes for a posi- 
tion even though he may have had no 
experience in the particular type of 
work. To substantiate this, Mr. Klein 
pointed out that his reports compared 
favorably with those written by the 
employers of the six men tested. And, 
he explained, the employers’ reports 
were based on years of association 
while his were drawn completely from 
the answers to tests given by mail. 


Attributes of Top Salesmen 


Mr. Crean, in his talk, cited three 
attributes for a good salesman: 

1. Knowledge of the products he is 
selling. 


2. A willingness to work and work 
hard. 

3. Personality. 

The first two attributes, Mr. Crean 
said, determine the quantity of a man’s 
salesnfanship while the third element 
controls the quality of his salesman- 
ship. If any of the three elements 
are deficient or out of balance, Mr. 
Crean continued, a salesman will not 
be able to reach his peak. 

“There is no substitute for product 
knowledge,” Mr. Crean declared. 
“The salesman must be versed in the 
advantages of his proposition, must 


‘know the shortcomings of competi- 


tive products. He must understand the 
conditions that prevail in the markets 
in which he sells. He must have a 
good working knowledge of the needs 
and problems of his prospects and cus- 
tomers so that he can help them use 
his proposition most advantageously.” 

As for the second attribute, willing- 
ness to work, Mr. Crean emphasized 
that it stands to reason that the harder 
a salesman works the more calls he 
will make, and therefore, the more he 
will sell. “A salesman,” he continued, 
“must be willing to make calls when 
it is hard to do so; he must be ready to 
put forth the physical and emotional 
effort required to keep at the grind 
day in and day out.” 


Just Like Flying - 


Mr. Crean stressed the point that 
everything must be done correctly 
every time, likened selling to the pilot- 
ing of a plane. “Each time a pilot 
takes a plane aloft,” he said, “he must 
bring it down to a safe landing. He 
cannot bring it down right 900 times 
and the 901st time bring it down on 
its back and get another chance. The 
first time he brings it down wrong he 
wrecks the plane. 

“Each time a prospect has a re- 
action, in the course of a sales inter- 
view, the sale is in the air, and the 
salesman must handle that reaction 
correctly and bring it down to a safe 
landing. The first ‘time he mishandles 
a prospect’s reaction, he may wreck 
the sale; sales are made and lost with 
single sentences.” 

It is not enough, Mr. Crean said, 
for a salesman to have a thorough 
knowledge of products or services; he 
must have that knowledge organized 
and ready for instant use. In many 
cases a prospect’s questions can be 
answered in different wavs; a question 
answered in one way will make a sale, 
answered in another way it may kill 
the sale. And, Mr. Crean emphasized, 
in both ways the salesman can be tell- 
ing the exact truth. 

“Tt becomes evident, therefore, that 
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the difference between men who are 
real salesmen and those who are not, 
is not confined to their relative knowl- 
edge of the product or service.” 

Men who fail to organize their prod- 
uct knowledge generally fall into the 
lower income bracket among sales- 
men, Mr. Crean said. He identified 
those in the middle income bracket 
as men who partially organize their 
knowledge. They are the men, Mr. 
Crean explained, who can do a bang- 
up job of presenting the merits of a 
product if thay are given a prospect 
who is interested; but, when it comes 
to “cold turkey” presentations, they 
fail. 


Knowledge Organized 


On the other hand, Mr. Crean con- 
tinued, the man who moves into the 
top income bracket is a man who has 
his knowledge fully organized, knows 
how to make it easier for a prospect 
to buy than not to buy, knows how 
to make a prospect’s resistance work 
for him, knows how to handle objec- 
tions, and knows how to use strategies 
in his selling. 

“In short,” Mr. Crean said, “the 
top salesman knows how to analyze 
both people and appeals and to mesh 
the two like the works in a watch so 
that his presentations are smooth, im- 
pressive and easily understood by all.” 


Reports Submitted 


William T. Tofld, Jr., chairman of 
the association’s Research and Plan- 
ning Committee, reported on the 
work done by his committee. Mr. 
Todd is president of Somers, Fitler & 
Todd Co., Pittsburgh. 

Ray C. Neal, president of R. C. 
Neal Co., and chairman of the Com- 
mittee on Manifacturers’ Relations 
reported on the increased cooperation 
between manufacturers and distribu- 
tors. ; 

Mr. Rinehart submitted a report on 
the activities of the association dur- 
ing the year and Robert Fernley, son 
of George A. Fernley, advisory: secre- 
tary, read a financial report. 

In addition to presiding at the ses- 
sion, F. Marsena Butts, retiring presi- 
dent, summarized the work of the 
association during his term in office 
and thanked committee members and 
the membership as a whole for their 
wholehearted cooperation. 

Mr. Butts of Butts & Ordway Co., 
Cambridge, Mass., was presented by 
the membership with a silver pitcher 
in appréciation of his work. The pre- 
sentation was made by Eugene F. 
McCarthy of Beals, McCarthy & Rog- 
ers, Buffalo. 




















FOR OUTSTANDING SERVICE. Bob Hamilton, Du- 
more Co., presents watches to Retiring Presidents Marsena 
Butts, National, and T. J. Kenny, Southern. American 
President Walter Gebhart also was honored. 


FOR OLD LANG SYNE. “Singing” are Fred Miller, Morse 
Twist Drill; J. C. Salette, American Pulley; Mrs. R. W. 
Sweitzer; Norman Schlee and Art K. Oldin, Chicago Screw, 
and Ray W. Sweitzer, Jeffrey Mfg. 


VISITORS TO INDUSTRIAL DISTRIBUTION’S SUITE WERE BOTH... . 


... serious and Playful 


Goop FELLOwsHIP, as the accompanying pictures show, 
reigned supreme in INDUSTRIAL DISTRIBUTION’s 
parlors. But there were some serious moments, too. 
One such period was when Robert Hamilton, president of 
The Dumore Co., presented Hamilton watches to the 
retiring presidents df the three associations. Walter Geb- 
hart, American president, was not available for the 
original ceremony but was honored later. 

In presenting the watches to Marsena Butts, National 
president, and T. J. Kenny, Southern president, Mi. Ham- 
ilton said: 

“It is very appropriate that this presentation be made 


IT’S A JOKE, SON, and A. R. Nicholas, Kester Machinery 
Co., W. W. Sale, Blue Ridge Hardware & Supply and L. B. 


Kester are really enjoying it. 


in INDUSTRIAL DISTRIBUTION’s suite because .to 
us this is the unofficial ‘nerve center’ of the three asso- 
ciations. Mr. Kenny and Mr. Butts, our company values 
very highly the contributions that the three associa- 
tions make to our industry and all who operate in this 
field must recognize this. 

“In: making this presentation, how better could we 
recognize this contribution than to make these awards 
to you, the leaders of the associations? You have con- 
tributed generously of your time and personal effort— 
that’s why it is a real and sincere pleasure to present you 
both with these watches.” 


, 


YOU CAN’T TELL the delegates without a program and 
B. A. Creekmore checks a name while C. W. Dabney looks 
on. They’re from General Equipment & Supply, Miami. 
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THE FIRST WINNAH of a gift from INDUSTRIAL 
DISTRIBUTION’S board was Robert Weber (left). Arch 
Morris, publisher, presents it to him. 


A PRIVATE DISCUSSION is being held by Mr. and Mrs. 
John F. Muller of Shingle & Gibb, Philadelphia, as they 
enjoy the ocean breeze. 


iy 


i aE fe 


A PRETTY SMILE is C. McD. England’s reward for tell- 
ing Mrs. England a story. They are from Logan Hardware 


& Supply in Logan, W. Va. 


INTRODUCING John C. Pye, Pye-Barker Supply, to J. F. 
Wilkinson, Henry Disston & Sons, is Roger Myers (left) of 
Simonds Saw & Steel Co. 


THREE AND ONE. E. L. Jackson, J. E. Allen and R. W. 
Morrison, of Aro Equipment, are with Ed McOsker, 
INDUSTRIAL DISTRIBUTION. 


‘ 


MIGHTY NICE says Alfred F. Riecken as Bernie C. 
Weirach shows him a cigarette lighter he just received. 
Both are from Orr Iron Co., Evansville, Ind. 
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Both are from Smith-Courtney Co., 
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CARRYING ON as new officers are Richard Alcott, pr&i- 
dent; George G. Weaks, first vice-president, and Paul H. 
Griner, second vicespresident. Their responsibility will be 


to improve on the Southern Association activities already 
started. 





WELL DONE says Lloyd Mize, former president, (right) 
as he presents retiring president, T. J. ““Ted’’ Kenny with a 
package containing a silver pitcher, the gift of fellow mem- 
bers in appreciation for time and efforts. 





WAITING for the opening of the Southern Association 
meeting, A. Brooke Smith (left) jots down a few notes on 
appointments while Hugh P. Berger smokes a cigarette. 


Richmond, Va. 
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SOUTHERN ASSOCIATION APPROVES .. . 


Action to Promote 


‘THE CAMPAIGN to promote appreciation of the strides 
being made by the industrial South was one of the high- 
lights of the accelerated association activities presented by 
officers and committeemen for approval at the annual 
meeting of the Southern Supply & Machinery —", 
tors’ Association, which was held in the Trimble Room of 
the Hotel Claridge. The meeting was the 46th annual 
session of the association and was marked by an address 
on “Controls” by Henry J. Allison, president of Allison- 
Erwin Co., Charlotte, N. C., and president of the 
National Wholesale Hardware Association. 

The results achieved by officers and committeemen 
operating under an increased budget were endorsed unani- 
mously. The increased budget was made possible at last 
year’s mecfing when dues were raised. 

Richard Alcott of The Riechman-Crosby Co., Mem- 
phis, was elected president to succeed T. J. Kenny of The 
S. B. Hubbard Co., Jacksonville, Fla. Other officers 
named are: George G. Weaks, Weaks Supply.Co., Mon- 
roe, La., first vice-president, and Paul H. Griner, The 
Oliver H. Van Horn Co., Inc., of Houston, Tex., second 
vice-presidemt. E. L. Pugh continues as secretary-treasurer. 

The executive committee now includes M. N. LeNeave, 
Allison-Erwin Co. Industrial Div., Charlotte, N. C.; Ben 
S. Barker, Pye-Barker Supply Co., Atlanta, Ga.; Walker 
L. W ellford, Jr., J. E. Dilworth Co., Memphis; Joe W. 
Pitts, Brown-Roberts Hdwe. & Supply Co., Alexandria, 
La.; Lloyd B. Mize, Industrial Supply Corp., Richmond, 
Va., and Mr. Kenny. 

Mr. Kenny presided at the meeting and described the 
activities of the association during the year. The Plan- 
ning and Development Committee, under the chairman- 
ship of Mr. Alcott, introduced a survey of monthly sales 
by members. The sales figures were broken down into 
sectional reports for members’ use in comparing with 
their own statistics. A steady increase in the number of 
firms reporting their overhead ratios also was announced. 

One of the highlights of the year was the semi-annual 
meeting held at the Edgewater Gulf Hotel at Biloxi, 
Miss. It was at this meeting, attended by a total of 349 
individuals, that the campaign to promote the Industrial 
South was inaugurated. Mr. Kenny cited the publication 
of the brochure, “Grow With The South” and the dis- 
semination of other literature on the industrial South. 

Participating in the program at the semi-annual meet- 
ing was the Sales Promotion Committee headed by Mr. 
LeNeave and including Linwood F. Perkins, The Henry 
Walke Co., Norfolk, Va., and C. McD. Englang Logan 
Hdwe, & Supplv Co., Logan, W. Va. This committee 
staged a series of sketches demonstrating salesmanship. 

One day of the Biloxi meeting was devoted to the joint 
regional meeting with the Marketing Methods Commit- 
tee of the American Supply & Machinery Manufacturers’ 
Association. Plans for another similar meeting are now in 
progress. 

W. M. Given, The Young & Vann Co., Birmingham, 
Ala., chairman of the Constitution and By-Laws Commit- 
tee, reported on revisions which were approved by the 
members. 

Robert S. Page, The Henry Walke Co., chairman of 
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the Resolutions Committee, read resolutions wishing 
speedy recovery of Alvin M. Smith, The Smith-Courtney 
Co., Richmond, Va. and Harry P. Leu, of Harry P. Leu, 
Inc., Orlando, Fla., former presidents of the associations, 
who were unable to, attend because of illnesses. 

Also read were resolutions of thanks to the American 
and National Associations for cooperation demonstrated 
during the year. All resolutions were adopted. 

A poll was taken among members present on whethey 
the 1949 Triple Industrial Supply Convention should be 
held during a cruise, or at Palm Beach. The results were 
announced at the joint mecting of the distributor groups 
the following day. 

Mr. Pugh read his report on the association’s finances 
which, despite the increased spending, left a reserve. The 
report was approved. 

Mr. Kenny spoke of the work of the National Affairs 
Committee which is composed of officers of the two dis- 
tributor associations and which takes up common prob- 
lems of both associations on a national basis. 

Just before surrendering the gavel to Mr. Alcott, Mr. 
Kgnny received a silver pitcher, the gift of fellow mem- 
bers, for his diligence and service in office. Mr. Mize 
made the presentation. 

Mr. Allison attacked the common concept of “Con- 
trols” and pointed out that only human beings actually 
— control. Statistics, he said, are not a substitute 
or management; they are merely an aid to management. 

The value of statistics or controls, he pointed out, was 
one of knowing what was going on. Any statistics that 
did not give that information were not worth keeping but 
any time that controls can be improved, this should be 
done. The object is to have them talk to one and this 
means telling management what it ought to know. Con- 
trols should reveal the facts of one’s business in terms that 
one can understand and in time to be useful. 

The most common factors in control, Mr. Allison said, 
are sales or margins, expenses, net profits, inventories, 
accounts receivable and balance sheets. All that is needed 
is a plain sheet of paper on which significant figures are 
placed. Once the pattern of analysis is standardized, it 
is easy to draft a form to contain the figures. 

Another essential of effective controls, Mr. Allison 
stressed, is timeliness.. With the proper sort of original 
handling of figures which represent the physical things 
handled, one can know today what he is doing, not what 
he did some time ago. One can find out ont only about 
sales, but also about inventories, turnover, accounts receiv- 
able, the number of days’ business on the books and other 
essentials. 

To abet controls, Mr. Allison urged the practice of 
forecasting sales and expenses and described his own 
experiences in this field and the benefits gleaned. Con- 
trols are exceedingly valuable but they are not, however, a 
one-man, or a one-day, or one-week, or one-year proposi- 
tion. Their value comes from continuously working to try 
to improve the methods of classification and accumulation 
of figures. 

The meeting was adjourned by Mr. Alcott following a 
question and answer period conducted by Mr. Allison. 


STATISTICS that do not tell what is going on aren’t worth 
keeping, according to Henry J. Allison, president of the 
National Wholesale Hardware Association, who made the 
principal talk and conducted question and answer period. 


~~ 
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TALKING IT OVER after the meeting are: Bert Morris, 
Persingers, Inc.; V. B. Harris, Capital City Supply Co., and 
David Barry, Jr., Baldwin Supply Co. All are located in 
Charlestown, W. Va. 


DALLAS, TEX., delegation discusses a few points about 
the convention. They are Allen E. Walker of The Murray 
Company; Henry C. Coit, Engineering Suppl? Co., and 
Harold M. Young, also of the Murray Company. 


INDUSTRIAL DISTRIBUTION © JUNE, 1948 97 








MVITH RAYBESTOS-MANHATTAN. L. B. Kester, Kes- 
fer Machinery Co., Winston Salem, N. C. (left) recites a bit Witt, Briggs-Weaver, talk with Mrs. J. M. Wells and Mr. 
}f poetry for two Raybestos-Manhattan men and their wives, and Mrs. S. B. Wolfe, Jr. P. R. Griffen (second from left, 
Mr. and Mrs. George W. Marshall, Jr., and Mr. and Mrs. below) chats with J. S. Zahniser, Haverstick; J. P. Sprague, 
i. C. Barkley. L. L. Ensworth, and H. R. Fletcher, Haverstick. 

| 


WITH INGERSOLL-RAND. Mr. and Mrs. Ashley De- 


f A Party Mood. ... 





ITH WORTHINGTON. D. E. Tessendorf, Worthing- WITH THE THOMPSON CO. Two Erskine-Healy men, 
mn, sits between Mr. and Mrs. A. Bernstein, Bernstein Bros. W. C. Viergiver and W. P. Ward, are between two Henry 
can be seen (below) in the mirror over J. M. Bates, G. Thompson men, A. W. Tucker and T. E. Hereford. Be- 
oore-Handley; Frank Whelan, Worthington; A. V. Davies, low: Mr. and Mrs. Horace Armstrong, Armstrong Bros. Tool, 
oore-Handley, and F. B. Koss, Worthington. and Mr. and Mrs. Charles Allinger, Strellinger Co. 
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WITH INDEPENDENT PNEUMATIC, Just arriving are 
Mr. and Mrs. Ross McKinstrey, Mr. and Mrs. W. C. ‘Teare 
and Mr. and Mrs. Frank Arnham, all of Sterling Products. 
Below: Mrs. Robert Hamilton (center) Dumore, chats with 
Mrs. Harold Torell and Mrs. Percy Ridings, Syracuse Supply. 


WITH MAU-SHERWOOD SUPPLY. Potter W. Shaw, 
Mau-Sherwood, greets Mrs. C. W. Krueger, Whitman & 
Barnes, while in the photo below his colleague, George 
Hirth, prepares refreshments for Mr. Kreuger. At most 
parties manufacturers were hosts but not here. 


WITH BAY STATE TAP & DIE. Three distributors ar 
with Mr. and Mrs. L. A. Lincoln, Bay State. They are E. E 
Peden and J. L. Peebles, Peden Iron & Steel; and Joh 
Frey, Frey Supply. Below: Frank Snyder and B. E. Jalber 
are with Mr. and Mrs. L. Woods, Precision Tools. 


WITH CLEVELAND TWIST DRILL. H. E. Berqui: 
and R. O. Artner, Cleveland Twist, are with A. B. William 
Columbus Iron Works. Below: Robert Berrington talks t 
James Smith, Industrial Supplies; Henry A. Bokram, B-] 
Tool & Supply; J. O. Brasher, Cleveland, and Richard Ha 























“The future is dependent upon intel- 
ligence”—J. G. Geddes. 


“Human Freedom is today’s problem” 
—Dr. R. C. Hutchinson. 


“The job must be done by distributors 
and manufacturers”—F. J. Tone Jr. 


Manufacturers Urged to Prepare for 


‘THE SALES FORCES of distributors and 
manufacturers constitute the key to 
meeting tomorrow's problems, J. G. 
Geddes, newly elected president, told 
members of the American Association. 
Mr. Geddes, vice-president of H. K. 
Porter Inc., called attention to the 
fact that the war in its early stages 
challenged industrial distribution. 
“One of the notable achievements of 
this industry,” he declared, “‘was that 
our representatives successfully estab- 
lished the importance of local distribu- 
tor stocks to a war-mobilized indus- 
try. 

“We must never again allow our 
essential position to,be forgotten.” 

Mr. Geddes was one of five speakers 
who addressed American Association 
members at two closed meetings, both 
of which had as their theme ““Today’s 
Preparation for Tomorrow's Prob- 
lems”. Other speakers and their sub- 
jects included: 

Dr. “R. C. Hutchinson, president 
of Lafayette College, “This Democ- 
racy”. @ 

F. J. Tone, Jr., vice-president, 
Carborundum Co., “Selection of Sales- 
men”. 

Fred Hall, vice-president, Kiek- 
haefer Corp., “Top-Side Interest in 
Firing Line Problems”. 

Nathan H. Gist, “Can Our Ameri- 
can Economy Survive?” 

“Regional meetings held in coopera- 
tion with distributor organizations dur- 
ing the last two years have established 
beyond a doubt that much benefit can 
result from a local discussion of com- 
mon problems,” Mr. Geddes said. 

“These meetings,” he continued, 
“have also established that the inter- 
- ests of our associatione are inseparably 
linked with the interests of the dis- 
tributor associations. Thus it appears 
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that the future of our association is 
indeed the same as that of the entire 
industrial supply industry. . 

“If then, the future of this group 
is that of the entire industry, we 
should state the real purpose of that 
industry and weigh here and now 
whether that purpose will carry us 
on along the trend of recent years 
when the industrial supply industry 
has enjoyed a much sharper rise in 
volume than Federal Reserve figures 
show for general manufacturing. 

“At first thought this may seem to 
imply that we are selling to distribu- 
tors who merely warehouse for the 
convenience of producing _ plants. 
‘Nothing could be further from the 
truth’. In all parts of the country dis- 
tributor salesmen are serving as sales 
engineers for the companies repre- 
sented by our membership—not at the 
purchasing level but at the level of 
plant engineer and master mechanic. 


On behalf of the association, G. H. 
Halpin, Minnesota-Mining & Mfg. 
Co., presents retiring president W. H. 
Gebhart, Henry Disston & Sons Inc., 
with a gift in recognition of his work 
for the association during the pasf year. 
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If this were not so, how could distri- 
bution have been achieved for mate- 
rial handling equipment, V-belt drives, 
tungsten carbide tools and many other 
highly specialized items? The answer, 
gentlemen, is that manufacturers of 
those items have educated their own 
salesmen first and have then fol- 
lowed through by educating the dis- 
tributor salesman. 

“If here and there our industry is 
challenged by direct selling and by 
mail order house supply departments 
it would appear that our future de- 
pends on how well we select our sales- 
men and how thoroughly -we train 
them and how thoughtfully we sup- 
port them with good literature, good 
packaging, good space and direct mail 
advertising effort and most important 
with improved products. 

“Last of all this work must be car- 
tied to the distributor sales force who 
will thus multiply your efforts in the 
field. Thus, if we apply intelligence, 
as previously mentioned, the future of 
the association is very bright indeed”’ 


Urges Understanding 
Problem of Freedom 


Dr. Hutchinson, answering the con- 
vention theme, suggested: “In regard 
to our nation and our government, the 
best preparation for the solution of 
tomorrow’s problems is an understand- 
ing today of the problem which must 
be solved tomorrow. 

“T am not concerned with the solu- 
tion tomorrow,” said Dr. Hutchinson, 
“if we can only understand the prob- 
lem today. 

“In my judgment,” he continued, 
“we may fail at solution because we 
misunderstand the issue. We think 





“Top-side thinking and actions are the 
example”—W. H. Gebhart. , 


“Live for your community, not off it” 
—Nathan H. Gist. 


omorrow’s Problems | 


there is a great ideological conflict in 
society between communism and cap- 
italism, and that is what all the shoot- 
ing is about. From that premise we 
proceed to the conclusion that men 
are contemplating communism in their 
countries because they are hungry of 
because they are attracted by the vari- 
ous promises and hopes of com- 
munism. 

“We then conclude, that since this 
is the case, their tendency toward 
communism can be stayed by sending 
them food and farm machinery and 
economic aid. Having seen the same 
world wooed and almost won by 
fascism, it is amazing that we can be 
lulled into the idea that this is an 
ideological conflict between. com- 
munism and capitalism. 

“It is rather the conflict between 
human freedom and human slavery, 
the conflict between despotism, tyr- 
anny and dictatorship on the one 
hand and Christian democracy on the 
other. 
tragedy and conflict. The gangster 
leaders of Russia are the latest cham- 
pions of despotism. 

“Not only Europe and Asia are 
threatened but all the world. This 
conflict is basic, between freedom and 
slavery, not between two nations, or 
two worlds, or two economies. 


Tone Recommends 
Better Equipped Salesmen 


“The techniques of tfaining for all 
types of endeavor in industry have of 
necessity been more fully developed 
and explored by management than the 
techniques of selection or compensa- 
tion,” Mr. Tone said. “Training, as 
such, can overcome many, though not 


We have again the ancient’ 


all, of the mistakes made in the selec- 
tion process. Care in the selection 
pays great dividends by increasing the 
effectiveness of trayaing and mate- 
rially reducing its overall costs. Good 
selection also is the starting point for 
upgrading procedures so essential in 
building an efficient sales organization 
for the future. 

“This is particularly true of train- 
ing for production, which during the 
last war made tremendous strides. 
Sales training still has considerable 
‘catching-up’ to do and here, also, too 
many of us attempt to do it by ‘off- 
the-cuff’ method. 

“Especially in our approach to the 
training of distributor salesmen are 
we liable to spend too much time on 
our own product quality and charac- 
teristics, rather than on selling tech- 
niques and salesmanship in the broad 
sense that the words imply. 

“As an industry group we might 
well study this problem from the 
point of view of creating salesmen for 
our distributors who are _ better 
equipped as salesmen to sell a broad 
line of products and leave to those 
manufacturers, who require and get 
distributor specialization, the training 
of those specialists. 

“Why not for the good of all, em- 
phasize the necessity of and teach 
men to plan their work—not waste 
time? Why not teach them to search 
for and to mention user benefits, 
backed up by convincing presenta- 
tions of product quality? Make them 
more efficient order takers—a job 
which they now perform excellently 
from all reports, and as indicated by 
the two billion odd dollars of vol- 
ume produced by distributors in 1947. 

“If we all learned one lesson in the 
last war—manufacturers and distribu- 
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tors alike—it must have been the im- 
portanee and the necessity. of a con- 
trollable incentive. The dislocating ef- 
fect of such lack of control is still with 
us and unless we all realistically ap- 
proach the problem now, it will still 
be further magnified. The job must 
be done by the management of dis- 
tributor and manufacturer alike.” 


Top-Side Interest 
in Firing Line Problems 


The importance of instilling execu- 
tive thinking in the minds of front line 
representatives was cited in Mr. Hall’s 
paper, which was read by W. H. Geb- 
hart, retiring Association president and 
presiding officer. 

“Certainly to instill executive think- 
ing at the firing Mne, top-side must 
respect and support the actions of 
their men, so long as they are in ac- 
cord with the thinking and policies 
that are established. It is most essen- 
tial however that the- policies and 
programs established by top-side be 
intelligently presented to those ex- 
pected to put them into practice. 

“The front-line man cannot be 
turned loose ill-advised, poorly-in- 
structed and only imbued with his 
own ego and enthusiasm and be ex- 
pected to do a job. A positive type of 
thinking must emanate from top-side 
and permeate to the outer front line 
and must be both positive and con- 
structive. The company policies as 
they affect product presentation, cus- 
tomer handling and assumed. and 
acknowledged responsibility to the cus- 
tomer must be thought out, agreed 
upon and settled at top-side. ‘Then 
they must be presented, put over, and 
sold to the firing line with a sincerity 
and enthusiasm that the sure and 
well-balanced thinking of top-side will 
be absorbed by the front line man as 
his own thinking.” 


Can Our Economy Survive? 


Mr. Gist, in an inspirational talk, cited 
many of the misuses of democracy by 
the people of America. He urged his 
audience to “Live for your commun- 
ity, not off it. We have ninety mil- 
lion potential voters-in this country, 
yet only thirty-five million go to the 
polls,” he continued. “The propa- 
ganda dealt out to the young people 
of this nation for the past decade and 
a half has robbed them of individual 
responsibility. We have a fifteen bil- 
lion dollar crime bill each year and 
vet spend only three billion for edu- 
cation. 
“Is our Democracy safe?” 





Strictly Informal 


Our cameras caught many convention- 
eers in off-guard moments. Are you 
among them? P 





EXTRA-SPECIAL SERVICE is given John Failing, of 
Charles A. Strellinger Co., Detroit, by Peggy Conner, who 
assisted in registering delegates and giving out badges. 





BACK IN PITTSBURGH we'd . . . That’s what H. F. “WE’RE FROM MISSOURI,” declares Alex P. Fox (right) 
Miller, Frick & Lindsay, is telling his fellow townsman, and the statement causes T. V. Picraux to smile. They’re 
G. A. Thompson of Standard-Machinists Supply Co. both from Lincoln Engineering Co., St. Louis. 











— ae : = : "a , 
A BIT WEARY after two days of the convention, W. T. STILL SMILING after a day of meetings and conferences, 
Ryan, Jr., Cutter, Wood & Sanderson, and Dana R. John- Mr. and Mrs. Harry G.* Williams, Mill Supplies, Inc., 
son, W. J. Foss Co., rest up for the final meeting. Orlando, Fla., visit INDUSTRIAL DISTRIBUTION. 
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ENJOYING THE SUN—what little there was of it—are these three representatives of PUFFING & THINKING are J. A. 
the W. S. Wilson Corp., New York. They are Hugh H. Hirshon, president; L. E. MacLaren, and J. Wilbur Jones, both 
Caler and A. V. Graseck. They’re out for a stroll on the boardwalk.+ of the Oliver H. Van Horn Co. 


OUR CANADIAN NEIGHBORS, Robert Mowat and T. M. Masson of Aikenhead SURPRISE was registered by H. F. 
Hardware, Ltd., Toronto, stop for a chat with Si Kahn of Parker Kalon. Mr. Masson Brenholts, Harris Pump & Supply, and 
was caught so much off guard that his eyes are closed. H. J. Casper, Std. Machinists’ Supply. 


A SERIOUS TALK between a distributor and a manufacturer was held when A SECRET is shared with V. H. Car- 
Eugene Roth, Vascoloy-Ramet, and Miles Stray, Charles A. Templeton, Inc., ter, Colcord-Wright Mach. & Supply, 
Waterbury, Conn. met in INDUSTRIAL DISTRIBUTION’s parlors. by H. A. Bokram, B-H Tool & Supply. 
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Mr. and Mrs. Eugene W. Drody, S. B. 
Hubbard Co., Jacksonville. 


Mrs. William J. McGraw and Neil C. 
Hurley, Jr., Independent Pneumatic. 


... Others said “Let's sit this one out” 


Mr. & Mrs. Wm. Purtell & Mrs. Wm. 
Stauble, Holo-Krome, between Potter 
Shaw & Geo. Hirth, Mau-Sherwood. 


Mrs. W. F. Hughes, Pccrless Supply 
Co., Shreveport, and W. J. Riley, | 
Riley Supply, Monroc, La. 


Mrs. Curran Cavanagh, Fairmont Sup- 
ply, Frank Walton, Chandler Boyd. 


Mr. and Mrs. Robert S. Page of The 
Henry Walke Co., Norfolk, Va. 





A CAPSULE VERSION OF THE CONVENTION... 


--- WAITING ... 


W. H. Rutherford, Wessen- Delegates show badges entering Convention 
dorf Nelms, Houston. Hall. 


. . « WALKING=. .. 


--- TALKING 


G. C. Schutzendorf, Bunting; Bill Ed- 
wards, Hansen & Yorke; R. R. Hirsch. 








(MORE CONVENTION PICTURES ON PAGES 1384, 186, 188, 190.) 











“Why Push? Business is Good” 


This is poor psychology, says Milwaukee distribu- 


tor; ““You’ve got to keep plugging because the 


days ahead will be competitive” 





“YES, business is good,” said Albert 
C. Ziemann, manager of the industrial 
supply department of Cordes Supply 
Co., Inc., Milwaukee, “but that does 
not give us license to relax our efforts 
toward keeping customers informed 
about the products we sell. And, at 
the same time, we cannot afford to 
overlook improved selling methods.” 

Behind the sales planning program 
of Mr. Ziemann and J. A. Liermann, 
assistant manager and_ purchasing 
agent, is one major objective: “Keep 
customers and prospects reminded that 
Cordes is in business to serve them.” 
To accomplish this, Mr. Ziemann and 
Mr. Liermann utilize personal tele- 
phone service, a monthly bulletin, and 
postcards giving customers advance no- 
tice of salesmen’s calls. 


Personal Service 


Aimed at saving time and money 
for the customer in ordering, a two 
color promotion piece, “An Extra 
Service for You,” offered a special tele- 
phone service. Customers were asked 
to indicate, in the space provided on 
an accompanying return post card, the 
day of the week and how frequently 
they would like to have the “special 
service man” telephone. If the items 
requested are out of stock temporarily 
the Cordes man locates a source of 
supply, thus giving the customer full 
distributor service. 

“This service,” said Mr. Liermann, 
“has been very satisfactory from an 
increased sales standpoint. We decided 
that this method of telephone selling 
would be more satisfactory than indis- 
criminate telephoning without the 
permission of the purchaser. Most cus- 
tomers dislike what would be classified 
as ‘high pressure selling.’” Because 
this mhehone selling is carried out 
with the purchaser’s permission, Mr. 
Liermann feels Cordes Supply, 
through “Personal Selling,” has a bet- 


ter “in” with the customers. “Many 
customers using this service, have re- 
quested that we call them as many as 
three times a week,” Mr. Liermann 
said. “This of course is good business; 
it has reduced the pressure on the 
salesmen and simultaneously increased 
his revenue from these accounts.” 

Frequent mailings to non-users of 
this service is gradually increasing the 
roster of telephone customers. Sales- 
men, too, are active in a drive toward 
this end, urging customers to make 
full use of this service. 


The Tip-Off 

Dealing with these specific manu- 
facturer’s products each month, the 
“Tip-Off,” the Cordes paper gives 
facts and figures on the products 
chosen for the month. This informa- 
tive paper is distributed both by di- 
rect mail and by Cordes salesmen. The 
paper is designed to increase the cus- 
tomer’s technical knowledge of sup- 
plies bought from Cordes and its de- 
livery each month is looked for by 
many customers. 

One of the late issues of the “Tip- 
Off” dealt with the customer inquiries 
on drilling problems. This article rec- 
ommended drill grinding methods to 
suit various drilling conditions, reme- 
dies for drill breakage, etc. 


Advance Notices 

“A penny postcard gives the cus- 
tomer advance notice of the salesman’s 
date of call,” said Mr. Liermann. “It’s 
an old standby to many distributors, 
but it is still good.” Cordes salesmen 
report that many customers still like 
to know when the salesman is going 
to call; in some cases an unexpected 
call is resented. “It’s just a courteous 
gesture,” said Mr. Liermann, “letting 
the customer know the salesman is on 
the job.” 

There are no shrinking violet com- 
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“Complacency has no place in our 
business”—Albert C. Ziemann. 


“Let customers know the salesman is 
on the job”—J. A. Liermann. 


plexes in the sales planning at Cordes 
Supply Co. At a recent Industrial 
Products Show in Milwaukee, every 
visitor was supplied with a large white 
envelope in which to carry product 
literature. On both sides of the en- 
velope in large bold red lettering was 
the word “CORDES” with the com- 
pany’s address and phone number. 
“Everywhere you looked in the show,” 
said Mr. Liermann, “the word ‘Cordes’ 
greeted youe 

“Yes sir,” added Mr. Ziemann, 
“even though business is good we in- 
tend to keep our customers reminded 
of the fact that Cordes is in business 
to serve them.” 
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INTELLIGENT SALES engineering 
should be publicized as service, says 
Howard L. Shingle, Jr., along with 
complete and adequate stocks. 


LIKE SELLING 





Gentlemen: 
Conveyor Belting Oo 
Packing 


(Signed) 


(Address) 





You may contact our Mr........ 


regarding Goodyear Products listed below: 


Transmission Belting oO 


wines 





V-Belts 
Industrial Hose 

















_ BUSINESS REPLY CARDS attached to regular mailing piece make direct 


appointment for salesman with customer or prospect. 


The product which 


interests the customer or prospect is checked, giving the salesman a “lead.” 


Sales Promotion Is Continuous 


Long-term and immediate objectives served by three- 


point program utilized by Philadelphia distributor 


SALES PROMOTION in an_ industrial 
supply firm should not be limited to 
periodical use’ in a special sales cam- 
paign, or whenever someone thinks 
about it, according to Howard L. 
Shingle, Jr., of Shingle & Gibb Co., 
Philadelphia distributor. Being a sell- 
ing organization, Shingle & Gibb has 
a permanent selling job, Mr. Shingle 
said, and that job requires constant 
sales promotion. 

Nothing is left to chance in Shingle 
& Gibbs sales promotion. It is organ- 
ized and conducted according to a 
definite policy. In adopting the policy, 
the company gave consideration to 
long-term and immediate objectives, 
and the means to attain those aims. 

There are five objectives: (1) to 
maintain the company’s position as a 
leading source of supply for the par- 
ticular products it handles; (2) to 
sell the company’s merits as a. service 
organization; (3) to sell the indus- 
trial supply industry; (4) to aid the 
sales effort at all times; ¢s) to main- 
tain customer contact as frequently 
as necessity seems to require. 

To achieve these, Shingle & Gibb 
adopted three mediums: newspaper 
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advertising, industrial magazine adver- 
tising and dircet mail. Whether the 
firm is engaged in a particular sales 
campaign, or is working on such long 
term aims as institutional advertising, 
all three mediums are applicable. 
Newspaper advertising is the principal 
means of ferreting out new contacts 
and new customers; magazine adver- 
tising keeps contact with old and new 
customers, and direct mail is the chief 
approach to regular customers with 
product news. 


Classified Ads Best 


Of the two forms of newspaper ad- 
vertising, display and classified, Shin- 
gle & Gibb selected classified as the 
best and most economical means of 
getting both institutional and product 
messages across to the greatest number 
of prospects. The use of classified ad- 
vertising permits more frequent in- 
sertions throughout the year than dis- 
play, which is costlier and requires 
more maintenance. Such advertising 
has been used by Shingle & Gibb since 
1944. 

The ads are run in the Philadelphia 
Inquirer, Sunday and daily editions. 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1948 


The Sunday edition, with a circulation 
of more than 1,000,000, reaches mam 
customers and prospects salesmen can- 
not call on regularly. Inquiries have 
been received and sales made to cus- 
tomers as far afield as Akron, Ohio, 
and in Delaware. 

The copy ‘for the weekday ads is 
simple and, once prepared,” remains 
standing. Each ad includes the name 
of a product handled by the company, 
the name of the manufacturer, Shin- 
gle & Gibb’s name, address and tele- 
phone number. The Sunday ads are 
larger and there are two different ones 
that ure used. Each of the ads ad- 
vertises one of Shingle & Gibb’s major 
lines—power transmission and ma- 
terials handling equipment and sup- 
plies. These ads feature the line in 
big type, the products and makes of 
related lines underneath along with 
firm’s name, address and telephone 
number. 

Throughout the year an ad for each 
product carried by the firm appears 
many times. The schedule does not 
have to be changed for sales drives, 
although it is possible to use larger 
type for the product being pushed 
during a campaign. 

For its industrial magazine adver- 
tising, Shingle & Gibb uses display 
ads in the Philadelphian, a publication 
of the Philadelphia Chamber of Com- 
merce, and in the Philadelphia Pur- 








CONVEYORS 


We Carry Complete Lines of 
Component Parts for 


Building Conveyors 
“LOUIS ALLIS” MOTORS 
<"" MOTOR REDUCERS 
RICAN’’. STEEL PULLEYS 
JES SPEED REDUCERS 
““GOODYEAR” BELTS 
“WHITNEY” CHAINS AND SPROCKETS 
“JEFFREY” IDLERS, TAKE UPS 
SCREW CONVEYOR 
COMPETENT ENGINEERING ADVICE 
IN SELECTING RELATED EQUIPMENT 


SHINGLE & GIBB CO. 
4621 Lancaster Ave. TR 7-1200 


STEEL SPLIT PULLEYS 
Largest Phila. stock ‘‘American’’ Steel 
Pullevs and Bushings 


SHINGLE & GIBB C 
Ave. 




















0. 
TR 7-1200 





VEE BELT DRIVES 
Largest Phila. stock ‘‘Goodyear’’ Vee Belts 
—‘‘American”’ A. B. & C. Sheaves, 
SHINGLE & GIBB CO. 
4621 Lancaster Ave. TR 7-1200 





LITTLE ADS reach out for prospects 
and customers not on salesmen’s regu- 
lar routes. They appear in Sunday and 
daily papers. 


chaser, publication of the local chapter 
of the Purchasing Agents Association. 
Although mainly institutional in char- 
acter, these ads occasionally mention 
products and lines. 

Frequent changes of copy for this 
type of advertising is necessary for 
effective results. Changes are based on 
seasonal aspects of industrial needs, 
sales campaigns. illustration material. 

Direct mail promotion is geared for 
immediate sales results, being directed 
at customers and known prospects. 
For this reason, it is the best medium 
to aid in the sales of particular prod- 
ucts at particular times, to introduce 
new lines, and to maintain customer 
contact with news about product and 
service. 

Use is made of manufacturers’ lit- 
erature and Shingle & Gibb’s own 
printed matter. This includes cards, 
folders, pamphlets, broadsides and let- 
ters. dileaten report changes in the 
mailing list at the end of each month 
when it is revised. The changes in- 
clude new accounts sold during the 
month, new prospects uncovered by 
newspaper ads and salesmen, new per- 
sonnel in customers’ plants, etc. 

Frequently letters are used to get 
institutional messages across. Actual 
proof of the service the company pro- 
vides is given in the form of case his- 
tories. The following direct-mail piece 
in letter form i¢ an example: 

“We are often asked, ‘What kind of 
a Supply House are you?’ We spe- 
cialize in power transmission equp- 
ment and a few other lines. It is our 
aim to provide competent engineering 
service in the proper use of each of 
the products we sell. 


“Our organization is designed to 
handle intelligently the «limited lines 
we sell, giving a service equal to the 
best that you might get when buying 
direct from a manufacturer. There are 
many advantages in buying a number 
of lines from one house if they can 
serve you well, instead of from several 
manufacturers located in different 
parts of the country. 

“For instance, last week a customer 
needed a 30 h.p. motor. They have a 
number of this size, purchased during 
the past several years. Present day 
motors have a different size frame. We 
specified a special frame on this motor 
which will enable them to use it in- 
terchangeably with their older 30 h.p. 
motors. They did not know this could 
be done, and it was very much appre- 
ciated. 

“Another case, a customer ordered 
a No. 4 pivoted motor base by tele- 
phone in a tush, also giving some 
data. regarding the speed and type of 
motor. We questioned this informa- 
tion and suggested they check it, 
which they did, and told us to go 
ahead. We insisted that this size and 
type of motor did not operate at the 
speed they had reported. Further in- 
vestigation proved they had specified 
the wrong base. A costly delay and 
loss was averted, 

“We are not boasting, and we will 
make our mistakes, but we do want 
you to know our general policy. It is 
on this basis we solicit your business.” 

Commenting on this particular 
piece of promotion, one customer re- 


marked: “Most of the promotion work 
done by distributors emphasizes the 
value of service—in the sense of stocks, 
convenience, fewer sales contacts to 
handle, purchase of a variety of items, 
etc. I think this fellow Shingle has 
something—by citing actual case rec- 
ords illustrating intelligent sales en- 
gineering service. Every good distribu- 
tor does the same thing every day. 
But I wonder if buyers are aware of 
the value of this type of help that they 
can get from distributors.” 


Reply Card Used 


The use of a business reply card at- 
tached to a promotion piece advertising 
a line or products, is another fea- 
ture of the direct-mail set-up. On one 
side of the card is Shingle & Gibb’s 
name and address. Postage is prepaid. 
The other side of the card is filled 
out by customer or prospect with date, 
products the customer is interested 
in, the name of the person the sales- 
man should call on, the customer’s 
name and address. 

The advantages of such replies are 
obvious. Information on the card is 
transferred to the firm’s mailing and 
customer information lists. Then the 
card is given to a salesman as an as- 
signment. From the card, the sales- 
man knows whom to see, and the 
products the person wants. 

Such a program, Mr. Shingle said, 
gives his company just the type of 
sales promotion it needs. It is not 
a one-shot affair. Like selling, it is 
on-the-go always. 





Recommend Welding for Tools and Dies 


Derecates attending the _ recent 
American Society of Tool Engineer’s 
semi-annual meeting in Boston were 
told that welded fabrication has a defi- 
nite place in the construction and 
maintenance of tools and fixtures. 
Speaking on the general subject, 
“Welding and the Tool Engineer,” 
E. H. Girardot of General Electric’s 
unching, tool and die division, and 
D. W.*Puffer, member of the G-E 
laboratory staff at Lynn, Mass., told 
how welding is helping to save man- 
hours, materials and production de- 
lays in the making of tools, dies and 
fixtures. 

“Tools, dies and fixtures fabricated 
by welding compare favorably with 
those assembled by other methods for 
several reasons,” Mr. Girardot said. 
“They provide satisfactory accuracy 
relative to warpage and distortion; pro- 
vide a uniform, pleasing appearance; 
are lighter yet at least equal in 
strength; can more easily be changed 
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to suit part revisions; provide a greater ? 
flexibility in design; can often be pro- 
duced in less time than tools assem- 
bled by conventional methods, and 
they cost less.” 

“Butt welding lends itself readily to 
the repair of bent drill shanks and 
broken tangs. Tangs can also be re- 
paired by arc welding, wherein the 
worm poftion is built up and _ re- 
machined, but results are not as satis- 
factory as those of butt welding. 

“Gas welding finds many applica- 
tions in the tool field, such as the hard- 
facing of jig feet or wear points on 
tools. The arc-welding method, how- 
ever, probably has the greatest field of 
application in both the repair and fabri- 
cation of tools.” 

Mr. Puffer concluded his talk by 
listing the four points for effective use 
of welding construction, illustgating 
with examples of tools Mr. Girardot 
has designed or with which he has had 
experience. 
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COLD FINISHED STEEL makes its appearance in the distributor salesman’s 
every working day; a knowledge of how this vital material is processed is 


a selling aid. Read on and discover how it is done starting with... 














cs 





cant, are pulled through hardened steel dics (see insert) by 
a “buggy” or draw head which travels back and forth on 
the draw bench gripping another bar or bars each time it 
returns to the die head. The wire sizes, 3 inch and less, come 
from the hot rolling mill and they are cold drawn on. . 


1... THE PRODUCING EQUIPMENT. After a series of 
acid baths to remove scale and then a final lime bath which 
removes all traces of acid from the surface of the bar, the 
larger bars, 30 to 40 feet long, are cold drawn on the draw 
bench. The bars, with the lime coating acting as a lubri- 


(geal 


2... THE MOTO BLOCK. The pulling power to cold 
draw these smaller-sizes is supplied by a revolving drum on 
which the cold drawn steel is wound after being drawn 
through the die head. Bars 4 to 6 inch in cross-section are 
processed on... 


... THE TURNING MACHINE. This 8 a wet process, 
turning off the outer surface of the bar as it is fed slowly 
into the turning section of the machine. The turning-off is 
done under great pressure producing cold drawn steel in long 
lengths. The next step takes the bars to . . 


Credit: All photographs used with this article, courtesy of the Mon- 
arch Steel Co., a division of the W. J. Holliday Co., Indianapolis. 
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4... THE STRAIGHTENING MACHINES. The larger 
sizes are straightened by rotating the bar between staggered 
sets of concave rollers set at opposing angles, producing a 
high polish on the surface of the bar at the same time. 


Since the wire sizes are in coils after drawing, they are 
handled by... . 


VERY FEW INDUSTRIAL distributor salesmen have had 
the opportunity to visit a cold finished steel mill and 
see at close range just how this material is produced 
in bar form. 

Much of this vital material goes into the manufac- 
ture of machine tools and other products that the 
industrial distributor sells to customers. The indus- 
trial supply salesman comes in close contact with this 
material in his customer’s plants every working day. 
A better knowledge of this material can be an asset 
to the industrial supply salesman. 

The Monarch Steel Co., 2 division of the industrial 
distributing firm, W. J. Holliday Co., Indianapolis, 
maintains two plants which employ the modern meth- 
ods and machines in producing cold finished steel. 

Cold finished steel has been available to industry 
for only a little less than sixty years, although softer 
metals were- drawn through dies in wire manufacture 
as early as 1000 AD. At first this material was pro- 
duced in rounds, replacing the lathe turned material 
used in line shafting. The cold drawn material had 
all the qualities of accuracy, concentricity and surface 
finish that the turned material embodied, but could 
be produced in longer lengths and faster. 

The greatest need for cold finished steel was felt 
with the advent of mass production. For the general 
use of high speed afttomatic screw machines, no other 
material could be produced with the economy and in 
the large quantities required by mass production. The 
straightness and accuracy of cold finished steel filled 
all the requirements of close tolerance on sections of 
bars which were not machined. This material is free 
from scale which would cause rapid wear on machine 
bearings, its smooth finish makes it pass through the 
delicate feed mechanisms of modern machinery with- 
out jamming ofinjuring delicate parts. 

Extensive research through the years was responsible 
for involved changes in the structure of cold finished 
steel. The lowering of ductility increased the machin- 
ability of steel considerably. Power requirements for 
cutting were reduced and a higher quality of machine 
finishing was achieved. 

Steel bars are received from the hot rolling mills in 
lengths of thirty to forty feet or in coils in the case of 
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5... THE LEWIS STRAIGHTENER. This machine not 
only straightens and polishes the wire sizes, but cuts them 
to specified lengths in the same operation. The straighten- 
ing action takes place inside a rotating cylinder where , 
opposing pressures are applied at six different points as the 
bar passes through. The next step is in... 


the wire sizes. Before the cold drawing operation, 
the bars are immersed in vats where they receive a 
series of acid baths (left photo 1), to remove the scale 
which clings to the surface as a result of hot rolling 
or annealing. ‘This operation is called “‘pickling”, 
high temperature sulphuric acid solution is usually 
used to break the scale. 

After pickling, the bars are washed in a high pres- 
sure water spray and then dipped in a lime water 
solution to neutralize any acid which remains on the 
bars after washing. The lime water solution is at a 
high temperature too. The bars dry quickly leaving a 
coating of lime which acts as a rust inhibitive and 
lubricant in the drawing procéss. 


Three Producing Units 


There are many types of drawing machines or draw 
benches (photo 1) capable of drawing from one to 
six bars in one operation depending on their size. 
The draw bench consists of a holder for the dies 
through which the bars are drawn by the “buggy” or 
draw head. The draw head is- equipped with jaws 
which grip the bars and a projecting hook which 
engages a long endless sprocket chain furnishes the 
motive power to pull the bars through the dies. 
After the bar or bars have passed through the dies, 
they are automatically released from the jaws of the 
draw head and roll to an inclined table which carries 
them to the next operation. ‘The draw head automat- 
ically returns to the die holder for a repeat operation. 

The wire sizes come to the cold drawing plant in 
coils, so a Moto block is used in drawing these smaller 
sizes. ‘The motive power is a revolving drum on 
which the material is wound after passing through the 
dies (photo 2). 

To complete the three producing units, the turning 
machine (photo 3) is used to produce steel bars in 
sizes beyond the range of the cold drawing process 
in long lengths. By turning off the outside surface, sizes 
four to six inch in cross section are available. 

After the drawing process the bars are delivered to 
the straightening machines. The larger sizes are 
straightened on the Medart machine (photo 4) where 
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* 6... THE PARTING EQUIPMENT. Some of the large 
sizes are cut to specified length on the cracking shear which 
actually cracks the bars off at desired lengths in one quick 
stroke. Two hardened steel dies are used. Bars too large in 
cross-section for the cracking shear go to. . . 


8... QUALITY CONTROL. Vigilant laboratory control 
over every operation from ore to finished product is main- 
tained as well as individual, visual inspection of each bar for 
quality, surface finish and defects. Physical property tests are 
made on... . 

the bars are fed automatically between staggered sets 
of concave rolls. The opposing rolls are set at different 
angles between which the bar itself rotates at a high 
speed, thus straightening the bar and polishing the 
surface too. 

The wire sizes are straightened on a Lewis straight- 
ener. (photo 5) The bar is fed from the coils, pass 
through a revolving cylinder (see sketch) inside which 
opposing pressures are applied at six different points 
as the cylinder revolves. After straightening, this 
machine cuts the bars to specified lengths. 


Shearing Equipment 


Some of the larger bars are cut on a shearing 
machine which actually cracks the bar off at the speci- 
fied lengths. Two hardened steel dies do this job, 
one stationary and the other moveable in a vertical 
plane. The latter travels in grooves arranged so the 
cutting edge of the die barely misses the cutting edge 


. .. THE AUTOMATIC METAL SAW. This machine 
is capable of cutting any size bar but its chief use is in 
cutting the bars of greater cross-section and others whcre 
square end cuts are desired. A most important part in the 
production of cold finished steel is in. . . 


ecerereete 


9... THE RIEHLE TESTING MACHINE. A sample 
dowel of cold finished steel is placed in the machine by 


@ gripping both ends of the dowel. It is then pulled in 


opposite directions until the dowel parts. At the point 
where it parts the scale registers the amount of “pull.” 


of the stationary die. The bar to be cut rests on the 
stationary dic and is cut off by oge quick stroke. 

Since the cracking shear produces bars with uneven 
ends, bars on which square ends are required or those 
that are too large in cross section to crack off, are cut 
by automatic hack saw machines. 


Quality Control 


After cutting, the bars are individually inspected 
over the entire surface for defects amal quality of sur- 
face finish. Careful inspection in addition to vigilant 
laboratory control assures the buyer of the highest 
quality in cold finished steel. A physical property test 
is made of each section of steel on a Riehle Testing 
Machine. A sample dowel of steel is placed in the 
machine, gripping the two ends in vise-like jaws and 
is actually pulled apart. The amount of pull neces- 
sary to separate the steel is registered on the scale of 
the machine. 
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New Customers? You can find them everywhere. For example... 
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. » his work shop where the dentist manufactures surveying 


Wuen Cuartey EIcHMAN, salesman for Indiana 
Manufacturers Supply Co., Indianapolis, first called 
on Dr. Noble G. Wills in Connersville, Ind., he 
thought his office had erred in giving him the address. 
But when Dr. Wills led him into his work shop—that 
was a different story. 

“It just goes to show you,” says Mr. Eichman, 
“you never*can tell where you'll find markets.” 

The benefits, however, have not been all on one 
side. Dr, Wills is grateful for the help Salesman 
Eichman and his cgmpany have given him. “Thev 
took a personal interest in my problems,” Dr. Wills 
says, “They were responsible for.me getting materials 
faster than I could possibly get them direct.” 

It all started some time ago. Dr. Wills started wozk 
on an idea he had for taking the guess work out of the 
designing of partial dentures. Before the Dr. Wills 
idea took hold in the dental profession, designing a 
denture was done by visual design on a dental stone 
model of the case. It was impossible to align the 


* 


instruments 


different irregular and undercut surfaces of a tooth to 
a common plane by the human eye. Dr. Wills sought 
to apply accuracy and engineered design to partial den- 
tures. A surveying instrument he thought would be 
the answer to the only major problem in making a 
dental gold casting, the problem of good design. 

The idea was a good one, but as Dr. Wills put it, 
“I was a very poor draftsman and I couldn’t read blue- 
prints, but I knew what I wanted, so the best way out 
was to make my instrument myself.” 

Having purchased the makings of a small machine 
shop from the industrial distributor in Indianapolis, 
the doctor knew he could get all the necessary help 
in the way of needed tools and instructions to make 
his first instrument from this same distributor. 
“There’s a real pleasure in dealing with the indus- 
trial distributor,” Dr. Wills says. “I can walk into 
Charley’s place down there in Indianapolis, tell that 
fellow at the counter just what I want to do to improve 

(Continued on page 174) 
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Sales Tips From Salesmen. 


knock early and often . . . have more than your hat in hand 


r. 
C. WINSTON HOOVER, JR.: 


Frequent Calls 
Can Mean Frequent Sales 


Frequent calls, plus having a definite 
item in mind to start the interview, 
is the keynote for holding customers 
and increasing sales for C. Winston 
Hoover, Jr:, salesman for Riechman- 
Crosby Co., Memphis, Tenn. He’s 
been with the firm since 1939, except 
for two-and-a-half years. out for the 
Army Air Corps. 

Frequent calls mean selling regu- 
larly the every-day items of mainte- 
nance supplies, which usually are prof- 
itable and are stock items. ‘The $20.- 


PEN PORTRAITS 





Doc's wife says he's a gentleman-farmer and odds, but 
how you gonna keep him down there when he won't retire 


000 order comes along once in a 
while, and is an added thrill to selling. 
But Mr. Hoover doesn’t worry if 
such orders come at rare intervals. 
Usually there is much bidding and 
competition on them, less profit; they 
involve a great deal of time and effort, 
and are won at the expense of neglect- 
ing other regular customers. 

“Frequent calls on every account in 
the territory’, Mr. Hoover avers, 
“builds confidence and dependability. 
Let your customer know you are going 
to be a steady diet, not a hit or miss 
meal. He'll get into the habit of 
saving orders for you. Soon you will 
become as familiar to him, and as 
necessary, as his three meals a day.” 

With so many products to sell, Mr. 
Hoover adds, the industrial supplies 
salesman is able to bring along a dif- 
ferent item each time he visits a 
customer. He’ll find that introducing 
an item to start the conversation will 
attract the customer’s attention. In 
fact, many of Mr. Hoover’s customers 
greet him with: “Hi there, boy, what’s 
it to be this time?” 

Mr. Hoover doesn’t disappoint 


them. And this opening wedge gets 


him Quickly past the usual prelimi- 
naries of the weather and the disposi- 
tion of each other’s health, and into 
the serious business of selling. 

That Mr. Hoover’s “plan of cam- 
paign” is successful is amply demon- 
strated by the month by month sales 
he registers for the company. 


, 
¥ 
a 
a 


His jaloppy's a Kansas cyclone on wheels, and totes as much, 
too—cranberries, dry goods, feed—anything his customers need 


In Doc We Trust, say Doc's customers, and Watkins, Inc., of Wichita, 
Doc's Boss for 28 years, say a fervent “Amen”... he filled 
three order books at the Wichita show, then his pencil busted 
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. . first things first... 


. . . and follow through 


STEVE RIDER: 


Pay Particular Attention 


To The Particular Job 


“In selling bearings, it is easy enough 
to say: ‘Know your line.’ That is 
axiomatic,” says Steve Rider, salesman 
for the General Bearings Co., Fresno, 
Calif. “It just happens, however,” 
Steve adds, “That in the case of beat 
ings, knowing your line means know- 
ing its application to almost every 
individual job you run into.” 

“As a rough example, a manufac 
turer may furnish on his equipment 
only oilless type bearings. But perhaps 
the equipment is to be used in a fruit- 
growing or agricultural region, such 
as we have out here, where severe 

(Continued on page 180) 


THE CUSTOMER'S FRIEND 








oe 








SI apelin RNIN AN tt 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 








HE “American Way” is at work again! Increase 

production, improve quality and lower cost. 
That’s what the Federal-Mogul Corp., Detroit, 
Mich., did with the development of a continuous 
strip process for the production of plain and flanged 
“thin wall” engine bearings. 

Pictured above is the special automatic brushing 
machine which is built into this production line 
and through which miles of steel backed, babbitt 
lined strip are processed daily. Traveling from right 
to left the steel backed surface of the strip is first 
cleaned of all dirt, rust and scale by two brushing 
units having a 10-inch face made up of Osborn 
Master wire wheel sections. A special air pressure 








WORLD'S LARGEST MANUFACTURERS OF BRUSHES FOR INDUSTRY « 


This message, through the pages 
of leading industrial magazines, 
reaches over 400,000 key men 
in industry—many of whom are 
your customers and prospects. 


OSBORN BRUSHES 
help put lower price tag 
on sleeve bearings! 


arrangement at both these stations maintains con- 
Stant pressure On strip to insure uniform cleaning 
and longer brush life. The third and final brushing 
unit at left, consisting of Osborn Monarch Tampico 
sections, then cleans all dirt from the babbitt lined 
side of the strip. 

Speed, efficiency, economy—you get all three 
benefits when you adopt Osborn Brushes for 
cleaning, burr removal, roughing, polishing and 
finishing. The reason—better brushes properly 
selected by experienced Osborn sales engineers 
for better results. You can’t beat this combination 
of quality and experience—and it’s yours for the 
asking. 


Brushes \. /“£ OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue 


POWER DRIVEN BRUSHES «+ 


Cleveland, Ohio 


PAINT BRUSHES * MAINTENANCE BRUSHES 
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THE SALES INDICATOR-Supply Sales in above February. Sales in March were 3.92 percent above 
March rose on the Index to 382; 11.25 percent March ’47; 1 per cent greater than the same "47 period. 


Supply Sales Trends 
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ORDERS PER WORKING DAY — were 118 in 
March, down 13 points from the February figure. 
March had 27 working days, however, three more than 
February, and volume for each salesman was higher 
di across the country than during the previous month. 
Atlantic 
Sales ; 446 5 
Indicator \. 7 82 54 54 
"22° i. 12 50 ! ! —|50 
1 ; 
mee 46 4 
Size of 42 ! oo — 42 
Average Order . : \ 


Order per F. 38 38 
Working Day > 


46 


34 =a} 
30 —ae 








26 ~~ ) 26 
— 1948 —--1947 | 
REGIONAL TRENDS —All areas gained substantially a oe A 

in the Regional Index. The North Central area, in SIZE OF AVERAGE ORDER — was $39.10 in 
decline since December, made a spectacular comeback, March, up a dollar from February. Volume per sales- 
gaining above 100 points on its index. Volume of man was $16,750, a good $1,000 better for each man 
sales was up $1,000 to $2,000 throughout each area. than the $15,700 average reported in February. 
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New Features that Help You Sell! 


@ The NEW "SPINFAST" Front Chuck speeds up 
chucking and unchucking. Its easy-to-grip wheel elimi- 
nates use of a chuck wrench. Spin the wheel one way 
and three powerful jaws grip the pipe quickly and 
positively. Spin the wheel the other way to unchuck 
the pipe instantly. 

The NEW Cut-Off Device is the quick-cutting roller 
type. It is all steel and unbreakable. 


The NEW Reaming Device—a strictly new idea—is 


integral with the die-head. It is mounted on front for 
close work. Operation is extremely fast. 


‘ range 14," to 2" pipe. Extra range |/," 


The NEW No. 582"TOM THUMB" port- 
able pipe and bolt threader. Standard 


pipe. Range with Drive Shaft 2\/," to 
8" pipe. Bolt range !/," to WA". 








J 





The NEW Oster No. 582"TOM THUMB" 
is ready for sales action. Its 18 distinc- 
tive features make it the most advanced 
portable pipe and bolt threading ma- 
chine in its capacity range. It's a machine 
you can sell with convincing enthusiasm! 


A NEW type of lever feed PULLS the carriage for- 
ward instead of pushing it. The carriage FLOATS on 
ALL-STEEL ways to conform to irregularities in the 
pipe. Carriage is removable to lighten the weight of 
the machine for easier portability. 


Those are a few of the sales-making features com- 


bined in the NEW No. 582 "TOM THUMB". You 
need Catalog No. 30 to get the full facts about 
this new Oster power threading machine. 


Write for Catalog No. 30 NOW! 





THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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SELECTED BUSINESS 


STEEL INGOT PRODUCTION 


(1935-39=100) 


(Source: Dept. of Commerce) 


INDICATORS 


ELECTRIC POWER PRODUCTION BY UTILITIES 
(Billions of kilowatt hours) 
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Keeping Up With Business 


Wholesalers’ Losses Up 
For Bad Debts in ’47 


Bad debt losses of wholesalers (re- 
ceivables written off as uncollectible) 
increased by 76 percent in 1947 over 
1946, the Commerce Dept. reports. 

Although the rise from ’46 to ’47 
was quite “pronounced, bad debt losses 
represented only six one-hundredths 
of 1 percent of total sales, and seven 
one-hundredths of 1 percent of credit 
sales in 1947. 

The findings are based on the ex- 
perience of a group of 2,331 firms 
which maintain a total of 2,690 whole- 
sale houses and carry 2,000,000 credit 
accounts on their books—or more 
than 800 accounts per firm. Sales of 
the houses in 1947 aggregated 
$5,615,000,000 for the year. 

For the most part, the accounts 
were with retailers and industrial or 
institutional users. Generally speak- 
ing, the smaller firms wrote off a 
larger portion of their total credit 
sales as uncollectible than did the 
larger ones. The larger the firm, usu- - 
ally, the smaller the loss rate. 


Survey Analyzes 
Capital Needs 

Capital requirements of American 
corporations exceeded $50 billion in 


the first two post war years, according 
to an analysis in the March issue of 
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the Survey of Current Business, 
monthly publication of the Depart- 
ment of Commerce. 

Half of the total was spent on plant 
and equipment—an amount sufficient 
to mect not only normal replacement 
and obsolescence, but to make possi- 
ble substantial progress in meeting the 
deficiencies which accumulated during 
the war. The data cover all nonfinan- 
cial corporations, by the way. 

The other half of the $50 million 
total was used to replenish inventories 
and to carry the increase in receiv- 
ables required for the greatly enlarged 
dollar volume of sales. 


Mishaps In The U. S. 
Kill 100,000 Each Year 


Accidents in industry and in the 
home kill 100,000 people each year, 
damage another 10 million, some of 
them for life, and cost the American 
people an economic loss in excess of 
$5 billion. 

The National Safety Council, 
source for the figures, presently is wag- 
ing a country-wide campaign to make 
a dent in our yearly casualty list, with 
the aid of Government agencies, large 
corporations and business groups. 
Emphasis in the campaign is being 
laid on the fact that accidents are fre- 
quently the result of personal careless- 
ness, and carelessness can be pre- 
vented. 
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200,000 Businesses 
Founded in 1947 


The number of businesses in exist- 
ence increased by 200,000 firms in 
’47, according to the Commerce De- 
partment, which adds that founding 
of the new firms brought the total 
“business family” to 3,870,000 at the 
end of the year. 

The increase means that the num- 
ber of firms in existence last year 
exceeded the pre-war high of Septem- 
ber, 1941 by about 470,000. 


BRIEFS... 


. Fourteen percent of all goods 
and services produced in this country 
now go to the Government. 


. Rats cost every man, woman and 
child in America $20 a year to support 
them. Can we afford the luxury? 


. Last year the American public 
spent 37 percent of income for food 
and drink. Back in 1939 we spent 
only 29 percent of our paychecks for 
the same commodities. 


. Trade Is A Two-Way Street: 18 
in every 100 steel workers; 12 in every 
100 auto and machinery workers; and 
11 in every 100 workers on rubber 
or chemicals, owe their jobs to goods 
and services we sell abroad. 





Six sizes, 2" to 2” 


Every mill supply salesman knows—the 
better the product, the greater the sales 
... and the easier made! 


That's the secret of the steadily growing 
popularity of Yarway Fine Screen Strain- 
ers. These strainers meet a long-felt need 
for a better strainer that will out-perform 
and out-last old types. 


Originally Yarway didn’t want to make 
strainers, but could not find one we felt 


was a worthy companion for the Yarway 
Impulse Steam. Trap—so the Yarway 
Strainer was born. 


Supply house sales records speak for 
themselves—through original and repeat 
orders—of the success Yarway Strainers 
are making. Completely described in 
Yarway Bulletin S-201. 


YARNALL-WARING COMPANY 


111 MERMAID AVENUE, PHILADELPHIA 18, PA. 


WAY FINE SCREEN STRAINERS 
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INDUSTRIAL PRODUCTION INDEX—Holds Its Own 


It’s monotonous to repeat, month 
after month, that business activity 
still runs high; that industrial produc- 
tion still holds firm. But at least it’s 
the monotony of prosperity. 

Business and industry are doing 
well, and every sign points to equally 
good times a-coming. Only now and 
then, and very briefly, does our eco- 
nomic apple-cart hit a rough one. 
Then the nose-counting begins again, 
but the old horse still runs easy with- 
out a check-rein. 


Durables Lose Out 


The heavy goods industiies have 
just passed over one of those “rough 
ones” in the coal “non-strike.” That 
lost us more than a few apples. 

Automobile and truck production 
fell off almost 10,000 units a week. 

Steel sank at one point, to its low- 
est production week since Christmas, 
and lost above a million tons during 
the period. 

Electric power and factory output 
was down across the country, and 
production schedules were in line for 
further cuts. 

The miners’ long weekend had one 
more effect whose influence had been 
predicted beforehand. Everyone and 
his brother who had placed an order 
for steel saw their hopes for early 
delivery go glimmering. 

Sheet and strip production were 
particularly hard hit by the coal lag, 
and the steelmakers half-promise that 
supply and demand might be balanced 
before the year’s end has gone up the 
flue. Not only that, the industry’s 
allocation-quotas for its products may 
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Mar.* Feb. Mar. 
1948 1948 1947 
Total Production 192 194 
Total Manufactures .. 201 
Durable 2 226 
Non-durable 180 
Minerals 155 148 


* These figures are preliminary and sub- 
ject to minor revision on the basis of 
additional data. 





be undercut somewhat, due to priority 
orders on hand and anticipated. 


Spending and Income 


Consumers spent $20 billion more 
last year than they did the year before. 
Tax cuts, defense expenditures, vet- 
cran bonuses, the European Recovery 
Program and other minor factors are 
certain to put still more money into 
their hands this year. 

But changes in the volume of con- 
sumption last year—except in autos, 
refrigerators, furniture and washing 
machines—were small, and it’s a ques- 
tion how much larger consumption 
will be this year. 

Where is the money going then? 
Some economists, particularly those 
who tend to string along with labor, 
say it’s being spent by workers as soon 
as it’s made. Maybe so, but why then 
has the volume of loans to consumers 
increased so greatly during the last 
three or four months. And if con- 
sumer spending is so large, why have 
loans to business risen so sharply? 
Are high prices the complete answer? 

Last year consumer spending out- 
ran consumer income and as a result, 
personal savings dropped $3.8 billion. 
How much will savings drop this year 
—and whose savings? 
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Stocks And Bonds 


Earlier, we noted the continuing 
decline in the market for stocks and 
bonds, and the effect of that decline 
on investment capital. Recently, the 
SEC reported that securities issued 
in 1947 dropped off about 5 percent. 
There were moderate declines last 
year in totals of all securities registered 
for cash sales. There were sales regis- 
tered by ten holding companies which 
disposed of 31 subsidiaries—with as- 
sets just short of $2,000,000,000. The 
only promising signs in the market 
are that industrial and business failures 
have gone down a bit, and there has 
been a rally in stocks. 


Exports: First Quarter 


Total exports for February fell to 
a per year rate of $13 billion, the 
lowest rate since away back in Novem- 
ber, 1946. Now that the ERP is “in 
the works”, however, government ex- 
perts predict our annual exports may 
go to as much as $18 billion. But 
distributors and their industrial manu- 
facturer-suppliers won’t figure promi- 
nently in early ERP spending. 

The first billion—which was ad- 
vanced recently by the RFC to get 
the program underway immediately— 
has been earmarked more for relief 
than for reconstruction; for food, cot- 
ton and tobacco, for oil, fertilizer and 
some steel. Government authorities 
have been slow to decide just when 
and where private enterprise heads 
into the program, and to what extent 
and under what government agencies. 
But keep your fingers crossed. 
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ves: How they... 


... speed handling with undercover hoist 


THE LOADING and unloading of heavy 
machinery often can be as ponderous 
a problem as the materials handled. As 
a result, many distributors are satisfied 
when they can get the big, bulky crates 
in and out of the warehouse without 
damage or casualties. 

Not so the Factory Supplies Co., 
of Rockford, Ill. That firm actually 
has attempted to speed up materials 
handling of this kind, and has dreamed 
up an idea that knocks many minutes 
off the old time-rate for loading and 
unloading machinery. 

Just inside the warehouse door, 
where materials are handled under 
cover, they have installed a hydraulic 
hoist. The hoist can be raised to any 
level to meet the tailgate of delivery 
trucks backed up at the warehouse 
door. 

Warchousemen report, by stop 
watch count, that heavy machinery 
which formerly took 45 minutes and 
four men to unload, now is handled ’ ' 
by only two men in just four minutes. Machinery handles machinery when this hoist goes to work at a truck's tailgate. 


. .. chase kinks and snarls from light cable 


ba LicHT CABLE, when it’s not being used, has the discon- 
certing habit of squirming itself up into kinks and snarls 
that are a constant menace to tender fingers, not to speak 
of bruised feelings. Well, what’s to be done about it— 
or can anything be done? 

Republic Supply Co. of Bakersfield, Calif., reports the 
problem isn’t insolvable. They had had a few practice shots 
at it, but without result. Then someone came up with a 
notion so simple, you wonder it hadn’t been thought 
about long before. 

The ingredients of the device are simple, too. You 
need only a bell reducer and some melted lead. The 
recipe for putting them together works out this way: 

Pass the end of the cable down through the body of the 
bell reducer (which may be 1-in. to 4-in.), and loop the 
cable through the eye of the hook. Now draw the cable 
end back up through the bell reducer to the top. (You 
might anchor it there, temporarily, with a small twist of 
wire.) Now fill the reducer with the melted lead, being 
sure it forms a solid block inside and holds the cable firm, 
and let set. You'll find that your new device will hold the 
cable straight at all times, hold it solidly, and will make 
a neat job, too. 

For safety’s sake, and as an aid in finding the new tool 
in a hurry when the cable has been stored in some 
dark corner, the body of the bell reducer may be painted 

} ee ; white, or any bright color that will make it stand out in 
Kinking cables are on “good behavior” in this bell-anchor. the dim atmosphere of the stockroom or warehouse. 
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Georgia Supply Co. 
Issues Photo Brochure 


One of the enterprising southern 
distributors, Georgia Supply Co. of 
Savannah, Ga. and Jacksonville, Fla., 
has taken a page from our up-to-the- 
minute picture magazines to develop 
its own photographic brochure on the 
company’s many engineering and serv- 
ice activities. 

The book is a straight picture and 
caption text report, angled at the 
firm’s customers, detailing a depart- 
ment-by-department review of prod- 
ucts, storage and warehouse facilities, 
materials handling methods and equip- 
ment used throughout the plant, 
display room features, general offices 
—everything that contributes its im- 
portant part to the distributor’s pro- 
motion and administration of the 
business, from personnel down to de- 
livery equipment. 

The “pictorial visit” concludes with 
an invitation to visit the distributor’s 
facilities. in person. 


Patron Transmission Co. 
Increases Sales Force 


Phillip B. Kenney and Marvin 
Small have been appointed sales engi- 
neers at Patron Transmission Co., 
Inc., New York, N. Y. Formerly, Mr. 
Kenney was with the U. S. Electric 
Co., and Mr. Small was employed by 
James H. Rhodes Co. 


Six New Men Join 
Blackhawk Sales Force 


Blackhawk Mfg. Co. of Milwaukee, 
Wis., manufacturers of wrenches, hand 
and service jacks and Porto-Power 
tools, has six new sales representa- 
tives on its domestic sales force. The 
new representatives have sales and 
field experience and have received 
additional training at the factory in 
Milwaukee. 

I. Gregory joins the staff of Black- 
hawk district manager G. Spohr, and 
covers Arizona, Southern California 
and Nevada. 

C. Stewart covers Northern Ala- 
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Salesmen in attendance at the recent “round table” meeting at Hendrie & Bolthoff 
Co., Denver, heard G. G. Watson and F. A. Markwardt discuss power transmission 
components, backed up by a film “The Drive For the Future,” lent by the American 


Leather Belting Association. 


bama and Mississippi, Eastern Arkan- 
sas and Southeast Oklahoma. 

J. Burtch joins district manager D. 
Osburn and travels parts of Kentucky, 
West Virginia, Maryland, Pennsyl- 
vania, and Ohio. 

B. Westbrook covers Louisiana and 
Middle and Southeast Texas under 
district manager, G. Cox. 

B. Manning works Chicago and 
the surrounding counties territory with 
district manager D. S. Stenz. 


McKay Co. Chain Division 
Moves Sales Offices 


Sales offices for the McKay Com- 
pany’s Chain Division have been lo- 
cated in the McKay Building, 1005 
Liberty Ave., Pittsburgh 22, Pa. The 
McKay Electrode sales office remains 
at York, Pa., site of the company’s 
chain and electrode manufacturing 
plants. 

In concentrating tire chain and 
commercial chain sales at its general 
headquarters in Pittsburgh, the com- 
pany hopes to be able to give increased 
service to its mill, hardware, marine, 
agricultural and automotive chain cus- 
tomers. 
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R. C. Neal Co. 


Names Grunder To Sales 


Frank J. Grunder has been ap- 
pointed assistant sales manager at 
R. C. Neal Co., distributors of in- 
dustrial equipment, tools and supplies 
located in Buffalo, N. Y. 

Mr. Grunder had been sales man- 
ager of the industrial division of the 
Joseph Woodwell Co. in Pittsburgh, 
Pa., with which company he had been 
associated for seven years. * 

As assistant sales manager of the 
firm, Mr. Grunder will reside in Buf- 
falo and make his headquarters there. 


Frank J. Grunder 





BLACK & DECKER 7... MOAR? SANDER $60.00 
7’’ Heavy-Duty Sander .. . $70.00 
9" Heavy-Duty Sander ... $85.00 


= 
‘Jive 
Old Paint, 


Rust, Scale 
the BRUSH-OFF FAST! 





Sell them for Sanding, 


Grinding, Planing, Too! 
Black & Decker Sanders give you 
that unbeatable sales combination of 
a wide variety of uses plus high- 
quality construction features! You can 
sell these versatile Sanders... 


(1) With B & D“‘Whirlwind’’ Wire 
Wheel Brushes for removing rust, 
scale, old paint; cleaning castings, 
tanks, sheet metal, soldered joints, 
ae 

(2) With abrasive discs, for sanding 
any surface... 


(3) With saucer grinding wheels, 


for grinding any metal; smoothing 
welds and casting ridges; cutting off 
old rivets, studs and bolts... 
(4) With rotary gouging and plan- 
ing heads, for shaping and semi-fin- 
ishing lumber; removing stencil and 
brand marks from barrels and boxes. 
These Sanders are packed with sell- 
ing features as only Black & 
Decker knows how! For example, the 
spiral bevel gears are cut in matched 
pairs, carefully lapped together until 
they match perfectly. They’re right 
for hundreds of jobs in industry ... 
ripe for plenty of profitable sales right 
now! The Black & Decker Mfg. Co., 
617 Penna. Ave., Towson 4, Md. 


Desie> LEADING DISTRIBUTORS EVERYWHERE SELL 
P 


Black’: Decker 


Drills e Sanders e Bench Grinders e Portable Grinders e Electric Saws 
Screw Drivers e Nut Runners e Tappers 


Feature for Feature the B & D Line is Unmatched for Distributors! 


@ The most complete line of 
Portable Electric Tools. 

@ An honest Distributor policy 
that builds profits for you and 
for us. 

@ Top-quality and materials 
workmanship. 


@ Twenty-four Factory Service 
Branches in the United States, 
strategically located for greatest 
convenience to tool users. 

@ Thirty-eight years of engineer- 
ing and manufacturing leader- 
ship. 


@ Interchangeability of parts for 
simpler servicing. 

@ Regular, aggressive advertis- 
ing in The Saturday Evening Post 
and a score of key industrial 
publications. 
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Black & Decker 
FACTORY SERVICE BRANCHES 


+. are factory-owned; staffag by 
our own trained men; equipped with 
our own machines and tools; stocked 
with genuine B & D repli t parts 
and ies; pletely under 
Black & Decker supervision and con- 
trol. They are located at: 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Buffalo, N. Y. 
Charlotte, N. C. 
Chicago, Ill. 
Cleveland, Ohio 
Dallas, Texas 
Denver, Colo. 
Detroit, Mich. 
Heuston, Texas 
Indianapolis, Ind. 
Kansas City, Mo. 
Los Angeles, Cal. 
Memphis, Tenn. 
Minneapolis, Minn. 
Newark, N. J. 
New Orleans, La. 
New York, N. Y. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
San Francisco, Cal. 
Seattle, Wash. 

St. Louis, Mo. 











NEW! TERRIFIC 


WH *) . presents a complete line of 
SF 3 


“wows — Bull Dog V-Belts 


designed to do your job better! 


Fractional Horsepower 
(FHP) V-Belts in Three 
Standard Sections. Full 
Range of Lengths 


Lie aOR GRRE Ayes TEST Bayan x! PEE cai aics CF Ne n= oe 


READ WHY BULL DOG V-BELTS MEAN 
“MORE POWER TO YOU” 


Although these V-Belts are now offered on the gen- 
eral market for the first time, they represent years 
of grueling behind-the-scenes testing. 

Ten years ago, BWH technologists perfected 
V-Belts that performed brilliantly in all laboratory 
tests. But that wasn’t enough. BWH distributors were 
asked to pick jobs that were “Jonahs”. And Bull Dog 
V-Belts were put through their paces in these tough 
spots, where other good belts hadn’t been able to 
stand the gaff. 

Time after time, Bull Dog V-Belts proved by actual 
long, trouble-free service that their improved con- 
struction means MORE POWER TO YOU on all 
types of installations! 


BULL DOG V-BELTS HAVE THESE OUTSTANDING ADVANTAGES 


1. Exclusive Bull Dog Cord Section with Higher Tensile 
—— — able to carry the load and absorb sudden 
shocks. 


2. Low Stretch — because Bull Dog Cords are processed 
in a new way. This means less slippage, fewer adjust- 
ments, longer belt life. 


3. Cool Running — quality-controlled compounds devel- 
oped in BWH laboratories don’t crack or deteriorate 
under severe flexing. 

Industriol V-Belts in A, ‘ 4 
B, C ° 


gga gy ge tie Bee. W ear-Resistant Covers — made of bias-cut heavy fab- 
Full Range of Lengths ric to protect the heart of the belt from dirt, grease, 
moisture. 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY | 


Distributors in all principal cities 
PLANT: CAMBRIDGE, MASS., U. S. A. * P. O. BOX 1071, BOSTON 3, MASS. 
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Bull Dog V-Belts 


Tg aaa Bt ns aa He 


“Best belts | ever used!’ said the farm 


boss. “They're perfectly matched.” 


PSF ROR IGE RL EA sgt, FES 


There couldn’t be a tougher proving ground for V-Belts 
than a steady daily grind in the Oklahoma oil fields. So 
BWH welcomed the opportunity to give its new V-Belts 
a workout there, where operating conditions are really 
rugged. 

In December, 1939, the Amerada Petroleum Corpora- 
tion installed a set of seven D330 matched Bull Dog 
V-Belts on one of its wells at Seminole, Oklahoma. 


The farm boss watched them at work and prophesied 
they would give outstanding service. He was right. This 
set of Bull Dog V-Belts stayed on the job for six years, 
eight months and seven days! 

That’s an astounding record, particularly since a 
previous set of belts, made by another manufacturer, 
had to be replaced after working a little over one month 
under identical operating conditions. 

Ask your nearest BWH distributor about both Frac- 
tional and Industrial Bull Dog V-Belts. They’re made 
to the high standards that for 70 years have made the 
name BWH synonymous with extra service in industrial 
rubber products. 


SPECIFY BULL DOG V-BELTS FOR 


“MORE POWER TO YOU” 


Bring us your toughest problems. We're specialists in 
solving them. And remember, whatever your needs in 
industrial rubber, you can count on BWH products for 
dependable ruggedness, BWH distributors for depend- 
able service. 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities j 
PLANT: CAMBRIDGE, MASS., U. S. A. * P. O. BOX 1071, BOSTON 3, MASS. 
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The paper work, and some of the portable power tools in the “Thor” line, now 
originate in Independent Pneumatic Tool’s new headquarters in Aurora. 


A. S. T. E. Names Scott 
Special Emissary 


James Y. Scott, president of Van 
Norman Co., Springfield, Mass., and 
president of the Morse Twist Drill 
Co., New Bedford, Mass., has been 
named special emissary by the Ameri- 
can Society of Tool Engineers to the 
Institution of Production Engineers 
in England. 

Mr. Scott will attend a meeting of 
the British organization at Wolver- 
hampton, England, at which he will 
present to the president of the In- 
stitution an honorary life membership 


in the A.S.T.E. 


J. H. Williams & Co. 
Holds Sales Meeting 


Sales representatives of J. H. Wil- 
liams & Co., Buffalo, N. Y., recently 
journeyed from all sections of the 
country and Canada to attend the 
firm’s intensive, three-day sales con- 
ference. The company, by the way, 
is just completing its 66th year of 
engineering and manufacturing. 

A. D. Armitage, president of the 
firm, opened the conference, and the 
various sessions were directed by E. 
J. Wilcox, vice-president, and J. B. 
Perkins, sales manager. Sales and ad- 
vertising plans were discussed and new 
company products were introduced. 
Among the latter was a line of soft- 
faced hammers with replaceable and 
inter-changeable tips in varying de- 
grees of hardness, and a complete 
new line of detachable socket sets in 
modern metal cases. 
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Hose Accessories Co. 
Opens New Factory Branch 


A direct factory branch for the mid- 
west area, which will offer expanded 
warehouse and office facilities for its 
customers, has been opened in Chi- 
cago, Ill. by Hose Accessories Co. of 
Philadelphia, Pa., manufacturers of 
hose couplings and accessories. 

The new quarters are situated at 
1500 S. Western Ave., Chicago 8, and 
both office and warehouse are under 
the personal supervision of Wallace 
W. Neeb, factory representative of the 
company. 


Independent Tool 
Opens New Building 


The Independent Pneumatic Tool 
Co., manufacturers of “Thor” portable 
power tools, recently opened its new 
administration building, erected adja- 
cent to its main works at Aurora, II]. 

The building, constructed and 
equipped at a cost of $1.5 million, will 
accommodate ““Thor’s” entire execu- 
tive and administrative staff, the major 
portion of which was transferred to 
Aurora from Chicago for consolidation 
with other office divisions previously 
located within the Aurora works. The 
company’s Chicago sales branch will 
retain temporary headquarters at the 
former general office address, 600 
West Jackson Boulevard, until a new 
branch office is completed. 

The new administration building, 
completely modern throughout in de- 
sign, construction and furnishings, 
provides office space involving an area 
of 40,000 sq. te. on two floors and 
additional space for machine shop, fac- 
tory and steel storage of 35,000 sq. ft. 
The unit features air conditioning, 
radiant type heating and the latest 
type lighting. 


Rawlins Names Hodges 
Outside Salesman 


James Hodges has been made out- 
side salesman at Rawlins Bros., Inc., 
Los Angeles distributors of industrial 
equipment, tools and supplies. Mr. 
Hodges will cover the Pasadena, Calif., 
territory for the company. He achieved 
his present position after working up 
through all departments in the firm. 





From all points of the compass, including Canada, the men of J. H. Williams & Co. 
treked to Buffalo for the firm’s annual three-day sales conference. 
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Among the many types of socket wrench sets made by the 
Plomb Tool Company your customers will find the right sae 
ones for any requirements. They can get big sets with a wide = 
range of socket sizes, or inexpensive basic sets containing 
only the most-used sizes. Drive sizes 
range from midget 1” to extra heavy- 
duty 1”. And all sockets, handles and 
attachments in these sets are of the 
highest quality. 
To take care of your customers’ needs, be sure you have an 
ample stock of socket sets, along with individual sockets and 
attachments for customers expanding their basic sets. 
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At the Southern Machinery and Metals Exposition in Atlanta... 


...J. M. TULL METAL & SUPPLY CONCENTRATED ON metal structures 
and shapes, and led off customer discussion with H. F. Homer, Frank O. Weaver 
and Joe Thigpen running the offensive for the firm, backed up by elaborate board 
displays, manufacturers’ specifications and data, and samples of joints and fittings. 


.. . AMERICAN MACHINERY & SUPPLY TRUCKED IN several big babies 
to demonstrate company knowhow in milling and drilling. F. M. Burt, A. A. Ring- 
land, C. Price Williams and Harold Bell were always within call to adjust the various 
machines for proper speeds and feeds and depth of cut to do the customer’s job. 


... BOYKIN TOOL & SUPPLY HAD A SELF-CONTAINED clamp warehouse 
central in their exhibit, and Lamar Cobb, G. W. Maning, Chas. Anthony and young 
Bill Boykin, son of the president, E. C. Boykin, gathered round to answer interested 
queries put to them by manufacturers’ agents and customers—and just plain folks. 
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. .. PYE-BARKER USED models ex- 
tensively to highlight “‘sale-ability” of 
their lines, with H. M. James and 
C. V. Ahles on the turning wheels 


... FULTON SUPPLY PUT STYLE 
into their exhibit with L. D. Stoner 
and W. G. Archer, shown flanking 
A. R. Boyd of Carpenter Steel Co. 


. . . NOLAND CO. HAD WHITE- 
COATED Bill Rockley, Mike O’Kee- 
ley, John Prindle and Shorty Guest 
up front to direct customer traffic. 
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Only a Prosperous America 


Can Be Free 


URING May 50 million American workers 
will get from the Congress of the United 
States a real incentive to work. 


This incentive is called a tax cut. Beginning May 
1, the withholding tax on incomes will be reduced, 
giving everyone a much-needed increase in take- 
home pay. 


But the tax cut will have a far more important 
effect. It may be literally a life-saver for American 
employment and production—and, hence, for the 
stability of the world. It will help to do two things 
which must be done if our economy is to continue to 
furnish good jobs and good earnings. 


1. It will generate part of the private funds for in- 
vestment in common stocks—the “risk capital” 
which we need to sustain prosperity. 


2. It will provide part of the incentives necessary 
to make American business management still 
more effective. 


These two predictions are not advanced as mat- 
ters of opinion. They are based on facts reported by 
McGraw-Hill field editors. 


These facts show why the reductions in upper 
bracket income tax rates are most significant for 
our continued prosperity. For the first time in more 
than twenty years the tax burden on people who can 
afford to risk their savings has been lightened. To 
find out what this will mean to the economy, 
McGraw-Hill field editors all over the nation asked 
a group of business executives making $15,000 a 
year or more how they will use the money which 
the tax cut gives them. Here is what they said: 


1, They plan to save —not spend — three-fourths of 
the money they keep as a result of tax reduction. 


2. They plan to invest one-half of these savings in 
common stocks. If all persons making over 
$15,000 follow this pattern, they will make avail- 
able about a half billion dollars of risk capital 
for American industry. 





1) How much of your tax reduction will 
you save? 74% 


2) How much of your tax savings will 
you invest in common stocks? 52% 


3) Will lower taxes lead you to switch 
some of your investment in bonds to 
stocks? 


4) Have you passed up an opportunity to 
invest in a.new business in the last five 
years because the return after taxes 
did not justify the risk? 





WHAT THE TAX CUT WILL DO 


What will upper bracket taxpayers do with their tax savings? 
What can business expect as a result? 


ANSWER THESE QUESTIONS, McGraw-Hill field editors interviewed a carefully selected sample of 
business executives earning $15,000 a year or more. Here, for the first time, are solid facts that show 
how tax reduction will effect the supply of risk capital and business incentives. These are the results: 





5) Will lower taxes make you more in- 
clined to take a risk on a new business? Yes 80% 


6) Have you turned down the opportunity 
to take a bigger job in the last five 
years because taxes would take too 
much of the additional income offered? Yes 13% 


7) Do you know of actual cases of execu- 
tives who have turned down bigger 
jobs or more work because of taxes? Yes 38% 


8) Will lower taxes make you more in- 
clined to take on a bigger job or more 


work? Yes 59% 











3. They also will switch some of their present sav- 
ings from bonds and bank accounts to common 
stocks. This might easily add a billion dollars or 
more to the supply of risk capital. 


The one-half billion dollars of tax savings and the 
funds switched from other investments into com- 
mon stocks is not enough to end the shortage of 
risk capital. But it is a start. 


Before passage of the tax law, risk capital had 
been growing increasingly scarce. 


One measure of the scarcity is that last year only 
four-tenths of 1% of national income went into new 
common stocks. In 1925, a year of normal prosperity, 
almost 3% of national income was invested in new 
common stocks. 


Another measure is that between 1940 and 1947 
people actually reduced their holdings of corporate 
stocks and bonds by nearly a billion dollars. During 
the same period, people salted away almost $150 
billion in such safe havens as cash, bank deposits, 
and government bonds. 


This drought of risk capital hit us just when we 
need a vastly increased flow of risk capital to finance 
the expansion and improvement of our American 
productive machine. We need risk capital to search 
for new oil fields and to build new pipelines and re- 
fineries. We need capital to expand our over-loaded 
electric and gas utilities. We need it to finish re- 
equipping our airlines and railroads and bus lines. 
We need it to modernize our textile production. We 
need it to keep pace in the magical, booming chemi- 
cal industries. We need it to launch the new indus- 
try of television. 


We need capital for all this work and for much 
more besides. And we must do all this work if we 
are to keep the United States dynamic and sad we are 
to create new and better jobs. 


The tax cut comes just in time. As the last edi- 
torial in this series showed, the flow of risk capital 
must double or triple if we are to avoid a cutback 
in industrial expansion next year. A major reduc- 
tion in industrial expansion because of a shortage 
of risk capital would menace our prosperity. When- 
ever capital expansion has sagged, the whole econ- 
omy has sagged. That is the record. That is why 
every American has a crucial interest in breaking 
the shortage of risk capital. 


The tax reduction now going into effect helps re- 
lieve that shortage. In my opinion, we need still 


other tax changes to assure enough risk capital for 
healthy industry and healthy employment. 


We should encourage the rapid depreciation and 
replacement of plants and equipment to keep 
America efficient. 


We should eliminate the double taxation of stock. 
holders’ incomes. 


We should permit full averaging of good years 
and bad in calculating income tax payments. 


We should cut tax rates again as soon as we can. 


The tax cut of 1948 will prime the flow of capital, 
We must keep it flowing. 


The tax cut also encourages our successful men 
and women to work harder and more effectively, 


The McGraw-Hill editors collected some solid 
facts to show how seriously heavy taxes have dis- 
couraged business leaders. Here they are: 


1. One out of seven persons the editors questioned 
said that they had turned down positions with 
greater responsibilities because heavy taxes 
would take most of the greater pay that went 
with the harder job. 


. Six out of ten executives. would be more inclined 
to accept a more responsible job now that taxes 
will let them keep more of the added pay such 
a job would bring. 


We all have a stake in incentives which make men 
work harder, especially talented men. The more we 
each work, the more we all have. 


The tax reductions so far made will leave the 
government more than enough revenue to meet all 
its expenses, including the proposed defense ex- 
penses, and still reduce the national debt. If more 
defense money becomes necessary, vigorous econ- 
omy on less essential government expenses will make 
possible both stronger military defenses and a better 
tax system. We need both. 


Only a prosperous America can be strong enough 
to remain free—and to help keep the rest of the 
world free. 


President, McGraw-Hill Publishing Company, In. 
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BECAUSE YOUR > GI 

A compact, speedy, light-weight hoist that 
can “take it.” One that’s easy to install 
anywhere, lifts loads easily at a flip of the 
wrist on the one-hand bar-grip control. A 
hoist that saves time, effort, cuts costs, 
uses small amount of current, needs little 
maintenance. 


BECAUSI 

A profitable hoist to sell for light-duty pro- 
duction and maintenance jobs. Capacities 
ranging from 1 to 2 tons. Hook and trolley 
types. An all-purpose lifting tool to round 
out your hoist line. 





And to give yourself extra hoist divi- 
dends, sell the Yale Spur-Geared Hand 
Chain Hoist, Cable King Electric Hoist, “ 
and the portable Pul-Lift, “the indispens- TALE HOIST 
able tool of industry.” The Yale & Towne Tit Ter Btribre 
Manufacturing Co., 4530 Tacony Street, 


Philadelphia 24, Pennsylvania. 


MATERIAL HANDLING MACHINERY 
CUTS PRODUCTION COSTS... SAVES TIME...SAVES EFFORT... PROMOTES SAFETY 
ACPA HS et Mee te att ork eee SELLA LE DELI E IIS TTS 


INDUSTRIAL DIAL SCALES +* HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 


INDUSTRIAL DISTRIBUTION ©® JUNE, 1948 129 








Founded 1897 


THE W. M. PATTISON SUPPLY CO. 


777 ROCKWELL AVENUE + CLEVELAND 14. OHIO 





April 13, 1948 


Mr. Walter Crowder 
Mill Supplies 

339 Weet 42nd Street 
New York 13, N.Y. 


Dear Walter: 


I was very happy to learn of your decision to change the name 
of our favorite periodical to “Indurtrial Dietribution 


Sentiment plays an in geen role in the cast of ovr businese, 
and I can imagine that we who have been so closely associated 
will feel somewhat like the new bride who is experiencing 
difficulty in abandoninc her girlhood name. 


In a few years the name "Mill Supplies* “a2 B piecsgeae d be just 
a@ noetalgic memory, but no® forgotten wil? the wonderful 
‘ob that you fellows have always han with = ané for us. 


Now that you have done such an excellent job in settling your 
own future designation, how about working in our cause to find 
a@ euitable title for our category. Somehow people always can 
identify a doctor or an untertaker, but when you talk about an 
Industrial Supply Distributor, they are lacking in imagination. 


I am looking forward to c»ongratvlating you in person at Atlantic 
City. 
With kindest regarde. 

Very truly yours, 

THE W. MM. PATTISON SUP°LY COMPANY 

a oe 
— 
“Tt. G. Vaughan 
Sales Manager 


TOV/gt 











[WILE] 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


BRUSHES. & BROOMS 
&-sF! -FIB 
plat ee 
MILWAUKEE 
Zon one 8 
April 9, 1948 


Industrial Distribution 
330 West 4nd Street 
New York 18, New York 


Mr. A. M. Morrie, Publisher 
Deer Arch; 


The announcement of the change in name of "Mill 
Supplies" to "Industrial Distribution” was brought to my 
attention, Let me say at the outeet that we heartily agree 
that the connotation conveyed by “Industrial Distribution” 
is indeed a great improvement over the outmoded "Mill 
Supplies". We, as advertisers, definitely approve this action. 


I realize that after 38 years of publishing this was 
@ rather radical step, but I am sure the future will prove the 
excellence of this selection, 


want had spoken to me some time ago about the 
poseibility of thie change, and we are glad to see,that this 
has been brought about. 


Best of luck to you and your staff as publishers of 
“Industrial Distribution", 


Sincerely yours, 
THE MILWAUKFE 


E. F, Streich, President. 














Letters from 


Distributors, Manufacturers 


Change of name from MILL SUPPLIES to INDUSTRIAL DISTRIBUTION 


Tus 1s our second month as InpusrrRiAL DistTRIBUTION. 
Since the announcement was made in our April issue, we 
have had many favorable comments from all parts of the 
country to the move we made at the request of our read- 
ers through their associations. 

After 38 years of successful publication under the name 
Mit Surpp.ies, the decision to change titles was not done 
lightly. Under the circumstances we are highly pleased 
at the favorable response to the move. 

The language and terminology of the industry as it pre- 
vailed in 1911 has changed over the intervening years. 
InpusrRiaL DistriButi0® is certainly more in keeping 
with modern thought and more accurately describes the 
function performed by our readers than Mitt Supptiss. 
We believe that our move in adopting the name Inpus- 
TRIAL Disrripution will help our distributor readers in 
their program to change their designations in their own 
communities and nationally—a move that has been un- 
derway for a number of years. 

The resolution passed by our readers asking us to 
change our name is indeed unusual in the annals of pub- 
lishing. And the recognition of the influence of the maga- 
zine is certainly gratifying. We were glad to help but the 
industry still has a lot of work ahead of it, if it is to be 
successful in getting the name of the industry itself 
changed. How about distributor letterheads, directory 


listings, promotion matcrial, association names and, for 
that matter, the triple mill supply convention? <A lot of 
this starts right at home. We’ll have to break ourselves 
of using names we don’t want used. We'll have to con- 
centrate on industrial distribution, industrial distributor 
and industrial equipment and supplies. 

The name change which first appeared with the May 
issue, coinciding as it 1 with the convention, caused a 
lot of talk among the 2,000 distributors and manufac- 
turers assembled at Atlantic City. A lot of people ex- 
pressed their opinion on the change with the various 
members of the staff in attendance. While we didn't 
run a “Gallup poll” of our own, the consensus was heavily 
in favor of the move. And then, of course, we have had a 
lot of letters on the change. Here are a few from ‘scat- 
tered sources that give the “feel” of the industry. 

From An ApvertiIsinc AGENCY: 

“Congratulations on your forward step in recognizing the 
changing distribution picture. 

“As I said sometime ago, I believe the name Mixx Supptirs 
has become more or less of a handicap because the term is 
no longer adequate to describe the functions of your audience. 

“INDUSTRIAL DisTRIBUTION, to my way of thinking, is a far 
better name and I am sure that under this masthead you will 
continue to go forward in the age of industrial distribution.” 

—R. F. Heller 
Beaumont, Heller & Sperling 
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STANLEY ELECTRIC TOOLS 


naw BRITAIN. CONN.U.S.A. 


STANLEY) 
gat 


April €, 1948 





ure A.M, rris 
Mc Sras-Hila yt eee 1 Cow, Inc, 
330 West 42nd Str 
New York, N. Y. 


Dear Arch: 


Have just received your announcement of 
the change of name of Mill Supplies, and of course | 
quite agree that this is a good plan, but there isa 
certain amount of regret in losing an old friend. 
this I mean that duri days when I was bat* 
to get a spot in the sun s 
Channon, Arch Mo id P old group, and 
I have always een gr il for their fine cooperation 

Of course I have rne t ow Walter 
Crowder very well. and was with him on the we »stern 
trip. He is doing a good job. 

Kind regards and best wi shes to you, and 


if you get into tne Hartford area, I should certair ily 
expect a call, 


Cordially, 


Lew. 





L PHONE Baaee 








MACHINERY MILL AND ee SUPPLIES 


229-229 80 veeer 


“*RALddEt, 


April 17, 1948. 


Mill Supplies, Inc., 

330 West 42nd St., 

Wew York City, N. Y. 

Gentlemen: 

We wish to congratulate you upon changing our official magazine 
from - Mill Supplies to - Industrial Distribution - as that is 
more pertinent to the Industry. 

We look forward each month to receiving this Magazine, as the 


items, specially those on selling, are always interesting, and 
contain a great many good ideas. 


Yous very 
é wy apun sen SCTE 


C- 


Vice-President & General Menager. 


*, 7 
3 
o 

















Praise Change to INDUSTRIAL DISTRIBUTION 


wins favorable reaction from distributors and manufacturers 


rom A MANUFACTURER: 

“I read with interest your announcement that INpusTRIAL 
DisrriputTion is your contribution to that “New Look’ for 
Mit. Suppiirs beginning May Ist. It looks like a move in the 
right direction.” 

—W. A. Meyer 
Allis-Chalmers Manufacturing Co. 


Irom A DisrripuTor: 
“Please accept our commendations for the announcement of 
the change in name of your magazine.” 
—H. H. Kuhn 
The Hardware & Supply Co. 
Akron, Ohio 


Rom A MANUFACTURER: 

“This morning I received your announcement that with 
the May, 1948 issue Mint. Suppuies will become InpusTRIAL 
Disrxipurion. 

“I think this is a step in the right direction. You will recall 
that this was one of the things that was discussed at the 4-man 
panel, at which both you and I participated in Hartford a couple 
of years ago. 

“It seems to me that Inpusrri1aL DisrripuTIon is more in 
keeping with the terms that are now being used.” 

—A. V. Creagh 
American Chain & Cable Co. 


l’rom A Disrriputor: 

“I was very much interested to receive from Harry Rinchart 
a preprint of an article which will appear in your April issue, 
advising us that you are renaming your magazine INDUSTRIAL 
DIsTRIBUTION. 

“I am firmly convinced that this is a very sound and con- 
structive change and wish to congratulate you and Arch Morris 
for making the change promptly, in spite of the replies received 
to your questionnaire in early 1947. Please accept my sincere 
good wishes for your continued success under this new name.” 

—E. F. McCarthy 
Beals McCarthy & Rogers 
Buffalo, N. Y. 


rom A MANUFACTURER: 

“I have your notification that you are changing the name 
of Mitt Surrries to INpusrriaL Distrisution. I for one 
certainly regret the change. Mutt Suppuies holds a rather 
close spot in my business and it will be difficult for me to 
think of it in any other way. It is associated with people who 
are good friends of mine and it just rubs me the wrong way 
to try and get used to a new name. 

“However, I know that you would expect such a letter from 
me because I am the chronic kicker any way and you are 
probably grateful for the fact that I am amongst the minority.” 

—C, O. Hedner 
The Yale & Towne Manufacturing Co. 
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rose, Wheels & Casters. vou NEED THE ANSWERS 








Are you king pin at your 
place on wheel and caster 
sales, or does your mental 
load rating yoke you to “the 


bottom three?”’ 


Want to in- 
crease your lead and carry? 
Try a direct thrust at these 20 


questions, then race to page 








176 for the answers. 





1. Identify the keyed Ictters on the 
drawings, checking them against 
the following terms: 
axle and nut { |string guards 
retainer {_|top plate 
dust cap { Jaxle bushing 

| jyoke (or horn)  [_J|top cap 


2.Match the following wheel tread 
types; 
(a) steel wheels 
(b) plastic 
(c) rubber 
with the conditions below they 
match most closely: 
{ ]for noiseless operation 
[ Jwhere floors are fair and 
shock is at a minimum 
[ |where floors are not of the 
best 


. The larger the wheel, the easier 
the equipment will roll. []'True. 
{ | False. 


. Where strong acids are encoun- 
tered in the shop, your best sug- 
gestions for wheels would be: 
{| |the aluminum alloy type 
{_]the molded resin type (plas- 
tic 
{ }the soft rubber type 
{_jall molded rubber or special 
metal wheel 


.Ordinarily, soft rubber _ tread 
wheels are recommended for: 
{ }quieter deliveries and shock 
absorption 
[| ]resistance to abrasion 
[ jlight and some medium duty 
service 


. Often a soft tread wheel will carry 
the same load as a hard tread or 
metal wheel. []True. [_] False. 


. Wheel treads on most industrial 
casters may be made of various ma- 
terials included in the following 


list. Guess which? 
{ | semi-steel 
| |magnesium 
{ jaluminum alloy 
|_|soft rubber 
| bronze alloy 


. or rough or “soft” floors, recom- 


mend: 
| |smaller diameter wheels 
! |wide-faced wheels 
{ |narrow-faced wheels with soft 
tread 


-Generally speaking, bearings in 


casters are of three types; plain, 


roller and ball. (-] True. [] False. 


.The horizontal distance of the 


whecl axis from the vertical axis 
or caster kingpin is sometimes 
called: 
\“‘the swivel radius” 
{ | “ball race radius” 
|_| “offset” 


. There is a direct relation between 


the height of a caster and spacing 
of the mounting holes, and the 
rated load it will carry. [_) True. 


{_] False. 


.Load ratings given for a caster 


describe: 
|the ultimate strength of the 
casters 
{_|their practical working load 
limitations 
{ ]low estimates of the casters’ 
tensile strength. 


. The term “king pin” in an indus- 


trial caster: 

[jis merely another name for 
the center pin 

{ |describes the axle on which 
the wheels ride 

{ jis the steel bolt or stem, 
usually anchored to the plate, 
which “rides” the horn 
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14. The reaction set up when the load 


moves forward is called: 
{ |load thrust 
{ |direct thrust 
{ |lateral thrust 


. The best lubricant to use on casters 


is: 
| petroleum jelly 
| | graphite 
|_| grease 


.In ordering casters, which of the 


following would you specify to 
your supplicr: 
{_|load capacity 
[_j operating and floor conditions 
{_]swivel or rigid construction 


.Roller bearings are included in 


wheels: 
{_|to decrease the load capacity 
| _|to make for easier rolling of 
the load 
|] to give positive starting 


8. Wheels of large diameter are to 


be recommended where: 
[| _|sharp-edged objects are en- 
countered 
{lobstructions must be 
mounted 
[|heavy duty jobs are to be 
handled. 


.The term “trailer casters” de- 


scribes: 

(_|the rear casters, usually rigid, 
on a load carrier truck 

(ja caster specially designed for 
use on trucks pulled by 
power transmission 

{_Jan outboard caster on its own 
axle used to support the load 


.For straight travel over long dis- 


tances, install your truck casters 
two stationary at one end, two 
swivel at the other, in a square or 


oblong design. [JTrue. [|] False 
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Where Antiquated Lubrication Methods 
Are Used ... Sales Are Waiting for You! 


Out-of-date lubrication methods cost 
man hours . . . increase maintenance 
costs .. . which means lower produc- 
tive capacity per dollar per machine. 
That spells a profitable sales oppor- 
tunity for you. For complete details 
on any Alemite Equipment, write 
Alemite, 1886 Diversey Parkway, 
Chicago 14, Illinois. 


























New Alemite Electric Powergun Packed With 
Time-Saving, Money-Saving Features 


In every industry, both large and small 
plants need the cost-cutting benefits of this 
Alemite Electric Powergun. Actual time 
studies show that this Alemite Method of 
power lubrication is 64% faster from barrel- 
to-bearing than the best hand grease gun 
methods. And those are the facts that your 
prospects and customers want to know! 


This Alemite Electric Powergun delivers 
fast, positive lubrication, even to hard-to- 
reach bearings at pressures up to 5000 lbs. 
Comes completely equipped with electric 
cord, high pressure hose and control valve 
with hydraulic coupler. 4% H.P. 60 cycle. 
A. C. Motor. 


In addition, this Alemite Method saves 
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grease and eliminates mess. . 
and moisture out of lubricants. 


. keeps dirt 


It’s just one of many ways that Alemite 
Methods help industry cut production costs 
through simplified lubrication procedures. 
Talk up these time-saving, money-saving 
facts and you’re talking a language your 
customers want to hear! 


ALEMITE 


STEWART 
WARNER 
“ 





MODERN LUBRICATION METHODS 
THAT CUT PRODUCTION COSTS 














WINTER BROTHERS PATS CARE: SEPER DAS LE 


UUORDINATED 
RESEARCH omen 


Dependability is built into Winter Taps by a 
carefully coordinated research program. This 
includes research into raw materials, heat treat- 
ment methods, and performance records in the 
laboratory and in the field. This interlocking 
research program keeps Winter Brothers abreast 
of the latest developments in the art of metal 
cutting. It assures your customers better per- 
formance and longer tool life when you sell 


them Winter Taps. 


Always at Your Sewice 


Winter Brothers advertising in leading 
business publications points out that 
Winter distributors carry a complete 
stock of Winter Taps. Winter Brothers 
are proud of their distributors and their 


excellent record of customer service. 


“ 
Sy 
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Winter Chip Driver Taps are de- 
signed for fast operation in tough 
alloys. They are part of Winter's 
complete line of carbon and high 


speed steel taps and dies. 


inter Brothers company 


ROCHESTER, MICHIGAN, U.S. A. ¢ Distributors in Principal Cities* A Division of 


the National Twist Drill and Tool Company e Branch Stores: Detroit, Chicago, San Francisco 
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National Heavy Duty Milling Cutters 
are designed for heavy cuts where 
a substantial amount of stock must 
be removed. Other National metal 
cutting tools include twist drills, 
reamers, counterbores, end mills, 


and hobs. 


PERFORMANCE IS BUILT INTO NATIONAL METAL CUTTING TOOLS 


FIELD ENGINEERING 
SERVICE 


Long and productive tool life depends as much 
on the way tools are used as on the quality and 
design. To help your customers get the most 
out of their metal cutting tools, National main- 
tains a complete field engineering service. 
National engineers have the wide experience 
of the entire National organization to call on. 
Let the National field engineer help you the 
next time one of your customers runs into a 


troublesome metal cutting problem. 


Call Your Distributor 


Every National ad in general business 
magazines advises readers to “Call 
your distributor for cutting tools or any 
other staple industrial product.” For 
years National has recognized the im- 
portant role of the industrial distributor 
in stimulating production efficiency. 


(ATIONAL rwisr primi anv Toot company 


ROCHESTER, MICHIGAN, U.S.A. Tap and Die Division—Winter Bros. Co. 
Distributors in Principal Cities « Factory Branches: New York + Chicago + Detroit « Cleveland + San Francisco 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 











mission on equipment subject to rough 
usage. The belt contains a series of 
tough nylon cords covered with a spe- 
cial synthetic rubber compound ca- 
pable of withstanding the deteriorat- 
ing effects of heat and oil. In addition 
to its high tensile strength, the belt 
has great flexibility and a sufficient 
amount of elasticity to absorb shock. 
—U. S. Rubber Co., New York, N. Y. 
—TIndustrial Distribution, June 1948. 











Press 


Has Positive Stroke Clutch 
With An Automatic Brake 


Anti-friction roller bearings in the fly- 
wheels, a newly designed positive sin- 
gle stroke clutch and an automatic 
brake are among the features of a 
new press (No. 12) which also offers 
larger die clearances, triple lubrication 
for tram ways and reinforcement in the 
frame to avoid deflection at any vital 
point of the machine. The clutch can 
be used either for continuous opcera- 
tion with automatic feeds, or operated 
as a positive single-stroke clutch. The 
special, cam-actuated automatic brake 
requires no adjustments other than an 
occasional take-up for usual wear, and 
is positive even when it is full of 
grease, oil or dirt—Sales Service Mach. 
Tool Co., St. Paul, Minn.—Industrial 
Distribution, June 1948. 


Nylon-Reinforced V-Belt 


Offers Double Strength; 

Four Times Normal V-Belt Life 

A nylon-reinforced V-belt with twice 
the strength and four times the average 
life of conventional V-belts is particu- 
larly recommended for power trans- 


136 











Electric Sander 


With New Features 
And Accessories 


Greater ease of operation and con- 
venience have been incorporated into 
the manufacturer’s portable electric 
sander with the addition of new fea- 
tures and accessories. New side hous- 
ing fenders, now standard equipment, 
prevent scuffing when sanding in close 
quarters and give added protection to 
the transmission. (Formerly, these 
fenders were accessories.) One new 
accessory for the sander is an air scoop 
that gives protection in extremely wet 
or dusty sanding operations. Another 
is an auxiliary handle or knob which 
easily attaches to the top of the hous- 
ing on the sander to give added sup- 
port when an operator is sanding verti- 
cal or overhead surfaces for a long 
period of time.—Sterling Tool Prod- 
ucts Co., Chicago 22, Il]_—Industrial 
Distribution, June 1948. 
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Uni-Valve Shop 


Space-Saving, Economical; 
It’s An All-Purpose Unit 


Sheet steel construction, with white 
enamel finish makes the new uni- 
valve service shop a durable, all-purpose 
unit which provides space for all pre- 
cision valve service equipment, with 
everything handy. A built-in disap 
pearing rack holds the cylinder heads; 
racks also hold the valves in sequencc 
Space is provided for valve grinding 
machine, seat grinder set, valve 
cleaner, vacuum dressing unit, and cab- 
inet space for wrenches and _ similar 
service equipment. Eight ft. long, 
6-ft. high and 28-in. deep, the bench 
height of the unit is 33-in., its shipping 
weight about 975 Ibs.—Albertson & 
Co., Inc., Sioux City, lowa.—Indus- 
trial Distribution, June 1948. 














Spot-Welder 


Lightweight And Portable; 
Welds Metal Up To ¥%-In. 


A new lightweight completely portable 
and self-operating spot-welder _ has 
been found excellent for quick welding 
jobs in hard-to-get-to places. It easily 
welds up to 4-in. combined thickness 
of metal. The protruding copper 
arms are available in three lengths, 
6, 12 and 18-in., and durable replace- 
able special alloy tips are available in 





BEARING 





ical; = ,- 
Unit ’ 3 
aie | . BRONZE BARS 
uni- . : 
rpose 
7 With Federal-Mogul bronze bars you will offer de- 
lisap finite advantages to those who machine the bearings 
eads; ‘E and bushings. Because they have fine uniform grain 
ence ' structures, free from hard spots and blow-holes, and 
ding E ' a have uniform wall thicknesses, Federal-Mogul bars 
’ = ' give maximum bushings per bar at the lowest ma- 
milar chining cost—and assure MAXIMUM PERFOR- 
long, _ MANCE in use. 
<i Their quality starts in the laboratory and by the use 
mn & a . of permanent molds, temperature and analyses con- 
idus- wy ‘ : trols, quality is maintained throughout all manufac- 
pte turing operations. 
nat “% Federal-Mogul bronze bars are machined all over — 
=) . inside diameter, outside diameter and ends. All bars 
~ . are 13” long. They eliminate waste, save machining 
SJ % =, ‘ time, labor, material, and shipping costs. Available 
se ‘ ~ ; in more than 400 sizes in a wide range of alloys, 
. . “y ' including many S.A.E., A.S.T.M. and various gov- 
ernment specifications—they cover practically every 
tee bronze requirement. 
g-In. 
= A SALES & PROFIT OPPORTUNITY! 


ding AMoqul r D » RA A number of exclusive franchises are still available in 


asily some attractive areas for aggressive distributers, 


vreau These territories offer outstanding sales and profit 
+ opportunities. Wire or write us NOW! 

PTNS, 

> 


lace- 


‘™ | FEDERAL-MOGUL CORPORATION, 11057 SHOEMAKER, DETROIT 13, MICH. 
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an assortment of shapes for specific 
needs. Each portable spot-welder is 
supplied with 10 ft. of cable and 
available in either 220 or 110 volt 
units—Greyhound AC Arc Welder 
Corp., Brooklyn 6, N. Y.—Industrial 
Distribution, June 1948. 


























Lever-Operated Hoist 


Gear Train Action 
Lifts And Pulls The Load 


An entirely new conception has been 
incorporated into a new lever-operated 
hoist for lifting and pulling of loads. 
Instead of effecting hook movement 
by a ratchet lever acting directly on a 
ratchet wheel integral with the lifting 
sprocket or pocket wheel, in the 
“Tugit” the lifting is effected by a 
lever acting on a gear train, as in hand 
or electrically-operated hoists. Because 
of its construction, moreover, greater 
loads may be lifted with less effort on 


the part of the operator. A pull of only 
40 Ibs. on the handle will lift a load 
of 2,000 lbs. The one-ton capacity 
unit weighs only 144 Ibs.; the two-ton 
unit, 183 lbs.—Shaw-Box Crane & 
Hoist Division, Manning, Maxwell & 
Moore, Inc., Muskegon, Mich.—In- 
dustrial Distribution, June 1948. 














Materials Handling Truck 


For Switching Pallets 
From Freight Car To Warehouse 


The business of loading pallets inside 
a freight car and transferring them to 
a roller conveyor for movement to the 
warehouse has been simplified by the 
introduction of a special truck having 
rollers in place of the conventional 
platform. The truck can be moved 
about so that palletized loads can be 
made up from goods being received. 
Specifications of the truck, when de- 
signed to handle the standard 48-in. 
pallets, include a double row of rollers 
on 2-in. centers. The top is 48-in. 
square and the truck is designed to 
handle loads up to 4,000 Ibs. Platform 
height is 54-in. Hinged steps are pro- 
vided so the pallet cannot roll off 


the truck while it is being moved 
about. The handle is furnished with 
a self-contained holdup device.—Lyon 
Raymond Corp., Greene, N. Y.—In- 
dustrial Distribution, June 1948. 














Carbide Hammer Bit 


Used For Drilling Granite 
And Other Hard Materials 


Accurate holes may be drilled in 
granite, pebble concrete, hard _ brick, 
and other hard masonry materials with 
a new drill tipped with carbide. The 
“Blue Cyclone” drill has two deep 
flutes and a taper shank designed to 
(Continued on page 140) 
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Power Driven Shear.... 
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Sales Service Mach. Tool... 

U. S. Rubber Co 

Sterling Tool Products 
Albertson & Co., Inc 
Greyhound AC Arc Welder. 136 
Manning, Maxwell & Moore 138 


Lyon-Raymond Corp....... 
New England Carbide Tool. 138 
Super Tool Co 

E-Zee Tool Mfg. Co 
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Ridge Tool Co 
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Master Pneumatic Tool... . 
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Masonry Drill 
Clevis Grab Hook 
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Adjustable Bending Bar Plomb Tool Co 


Screw Machine Tools... Brown & Sharpe Mfg. Co... 
Cut-Off Grinding Wheel Norton Co 


Milling Attachment.... Bemis & Call Co 
SE ee 
Portable Power Hack 


Screwdriver Handles.... Plomb Tool Co 


..... Super Tool Co......... 


Carbide Reamers.. Cove 
Nozzle Extinguisher.... Rockwood Sprinkler Co..... 


Hartmann Mfg. Co........ 


Miller-Knuth Mfg. Co...... 


Fairchild Industries 


Lipe-Rollway Corp 
Uliman Products Corp..... 


Wendt-Sonis Co 
Thomas Laughlin Co....... 
The Falk Corp 
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There is no line of Industrial 
Rubber Products more complete 
than the Thermoid Line! 


This makes your selling job far easier. You 
meet every need of every customer from one 
nationally-advertised source of supply. You 
don’t have to jump from line to line, or 
from story to story. 


Thermoid’s complete line has been built upon 
the practical experience of Thermoid’s en- 
gineering and manufacturing organization in 
meeting industry’s problems in many fields. 
For over sixty years Thermoid has been 
constantly making good products better— 
and perfecting new products for every 
new requirement. 


The “Thewmotd Line Includes: Transmission Belting +» F.H.P. and 
g 


Multiple V-Belts » Conveyor Belting - Elevator Belting - Wrapped and Molded 


alos t- Mem GUTS Coli Matel(ol-to Ml acolo llc Mom lalelll siglo] Ms)ge] <-M Maller MeliloM walailolaMiutohi-lelel ie 


Thermoid Company : Trenton, N.J., U.S.A. 


Automotive «+ Industrial «+ Oil Fleld + Textile Products 


° 
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New Products 
(Continued from page 138) 


Wide Selection 





fit the Rawl chuck—because Rawl 
chucks fit any electric or pneumatic 
hammer. The hammer bit is made in 
sizes %, 1, 4, , % and 1-in—New 
England Carbide Tool Co., Cam- 
bridge 39, Mass.—Industrial Distribu- 
tion, June 1948. 





Flat Head 
Cap Screws 
Flush type 
screws. Fit 
standard 














Ejector Type Tool 


Socket 


Stripper Bolts 
Accurately 


ground 
shoulder. 


Socket 

Set Screws 
Precision- 
ground thread 
with rust- 
resistant 
finish—five 
point styles 


Socket 

Pipe Plugs 
Safer, strong- 
er—excellent 
seal. Made of 
alloy steel. 


Socket 
Cap Screws 


Sturdy, cold- 
formed head 
—continuous 
fibre struc- 
ture. 


Screw Keys 
Minimum play 
between key and 
socket. 


For Turning Jobs 
Cutting And Facing 


The success of the tool illustrated on 
standard turning jobs has led to the 
development of many designs for spe- 
cial work, such as special size inserts 
for heavy or light cuts. This particu- 
lar form tool cuts the belt track on 
the periphery of a pulley and faces 
the edges at the same time. Super Tool 
Co., Detroit 13, Mich.—Industrial 


| Distribution, June 1948. 


| Self-Adjusting Wrench 


Self-Locking, Automatic 
Available in 6-in. and 8-in. 


Ratchet action of a new automatic 
self-adjusting and self-locking wrench 


| is said to be well-nigh pertect. The 
| wrench is available in two sizes, 6-in. 


| and 8-in. The 8-in. size will take nuts 
from ye to #8-in., which just about 


Ne SA 


“Blue Devil’ socket screw products 
are available from stock in a wide 
selection of standard sizes and lengths 
... there is a type and stock size for 
almost every fastening application. 


Sold through Industrial Supply 
istributors 











il 
Blue Der . 





Qn gee 
SAFETY SOCKET SCREW COMPANY 


CHICAGO 30, ILLINOIS 


816 W. Fifth Street 
Los Angeles 13, Calif. 


4447 N. KNOX AVENUE «+ 


11 Park Place 
New York 7, N. Y. 
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FITTING 
DISTRIBUTORS! 


ct | HERE’S YOUR GUIDE TO 
‘ib | sd MORE EFFECTIVE SELLING 


You don’t have to be an expert to sell Laughlin 
wire rope and chain fittings . . . because Laughlin’s 
#140 catalog has been especially designed for dis- 
tributors’ salesmen as well as buyers. It contains 
easy-to-find answers to the questions your customers 
may ask. 

More than a mere listing of products, the Laughlin 
catalog contains such a wealth of information: 
strengths, dimensions, tables, charts, etc., that it has 
become the data book of the industry. Well known 
for quality, the line is the most complete made 
by a manufacturer and full of exclusive fittings 
that really sell. 








Jobs Get all your fittings from one source — from an 
ecg inventory that insures immediate shipment from 
ted on stock. 
to the Where else can you get prompt shipment of so 
of Spe many items like these? 
inserts 
articu- Grab Hooks Turnbuckles 
ck on Slip Hooks Shackles 
‘faces Safety Hooks Swivels 
t Tool Hoist Hooks “Missing Links” 
‘ustrial Clevis Hooks Safety “‘Fist-Grip" Clips 
Thimbles Wire Rope Sockets 
Eye Bolts Weldless Rings & Sling Links 
h Ring Bolts 
F It’s easy to order from Laughlin — give your cus- 
orm tomers service without carrying excessive inventories. 
_ Be sure you have Laughlin’s #140 catalog for 
omatic better selling, You'll like our uniform trade dis- 
vrench counts. THE THOMAS LAUGHLIN COMPANY, 


ae |: 
si PORTLAND 6, MAINE. 


pom Laughlin Protects the Distributor 


about 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


AS 
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Are You Signing up 
New Members 


Here are the “by-laws”: Next to having no fire-fighting equipment is 
not having enough. A small fire can leap to destructive size during the 
crucial moments it takes to bring an extinguisher from one department 
or room or floor to another. Approved protective practice calls for no 
point to be further than 50 UNOBSTRUCTED feet from a dependable 
fire extinguisher. 

So every time you get a prospect to double-check his fire-fighting 
equipment and order enough Buffalo better-built. Fire Extinguishers 
to arrive at this approved protection, you have another member in the 
“1 in 50” Club. How about going out and signing up a few new 
members right now? 
Buffalo better-built Fire 
Extinguishers are sold thru 
better mill supply houses. A 
few territories are still open. 
Why not write us? 


BuFFALO FIRE APPLIANCE 


co RPORAT1IORN 
DAYTON 1, OHIO 
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covers the entire range of five open 
end wrenches. The jaws are made of 
chrome vanadium drop-forged steel, 
the handle of alloy steel, heat-treated 
for durability. Finish is black dulite. 
—E-Zee Tool Mfg. Co., New York 6, 
— Distribution, June 


| Vernier Caliper 


For Outside And Inside 
And Depth Dimensions 


Mechanics and toolmakers are able to 


| measure from 0-6-in. in 1/1000-in. and 
_ dz-in. for outside, inside and depth di- 
_ mensions with a new rustless chrome 

vernier caliper. The tool is provided 


with knife edges for measuring the 
root diameter of threads and with 
points for accurate dividing: All parts 
are manufactured to extremely close 
tolerances. The sliding action, when 
the vernier is moved along the scale, 
is extremely smooth, therefore. ‘The 
blade and jaws of the tool are hard- 
ened throughout. Wear in the blade is 


_ overcome by making the slide of rust- 


less chrome. Jaws are guaranteed to 
be parallel to each other—George 
Scherr Co., New York, N. Y.—Indus- 
trial Distribution, June 1948. 


| Conveyor Belt 


For Hot Materials 
Has Little Elongation 


Conveyor belting for hot materials, 
cushioned with rubber and strength- 
ened with glass, will not char or lose 
strength from heat under 350-deg. F’. 


| Nor will the belting lose strength at 


the fasteners by heat burning out 
around bolts. It will not stretch, either, 
for there is little elongation in the 
fiberglas fabric. The piles are said to 
be as strong as steel of equal weight.— 
Hewitt Rubber Division, Hewitt- 


Robins, Inc., Buffalo 5, N. Y.—Indus- 


trial Distribution, June 1948. 
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MARKS THE SPOTS 


where these handy BENCH GRINDERS 
GIVE YOU EXTRA SALES OPENINGS! 


Van Dorn 6” Standard Bench Grinders are so reasonably 
priced—so efficient—that almost every plant on your list is a 
prospect for several! Just show your customers how they can 
spot these Bench Grinders around their shops, to make it easier 

for workers to keep tools clean and sharp . . . thus boost 
production all down the line! 

















co aad 


What’s more, you can sell these sturdy, well-built tools to do 
“run-of-shop”’ grinding and metal removing . . . remove rust 
and clean parts. Many selling features: well-built constant 
speed Van Dorn '/4, H.P. motors; easily adjusted tool rests; 

fully protected, full-sized bearings on rotor and wheel spindles. 

Remember: at this low price, almost every plant can buy 

several! The Van Dorn Electric Tool Co., 717 Joppa Road, 

Towson 4, Maryland. 
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(DIV. OF BLACK & DECKER MFG. CO.) 








VAN DORN 


“ STANDARD 
Bench Grinder 


ony $38.00 


A price that makes 
it easy to buy 
several ! 


x 
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®@ Who said small profits? 


Some of the largest and most profit- 

able distributorships in the country 

grew into big businesses “jobbing” 

popular items to the mass market. You 

know them. They are distributors of gum, 

cigarettes, soda pop, candy bars, soap and 
a host of other “necessity” products. 


A Moral? Never underestimate the profit- 
making power of necessity products like 


bolts, nuts, and screws. Always sell them to. 


the hilt and keep your stock turning over! 


Lamson & Sessions backs your efforts every 
step of the way by supplying a complete line 

« of fasteners and advertising them nationally 
to your customers. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street + Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham * Chicago 


LAMSON «SESSIONS 


S, 
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Safety Goggle 


Exceptional Coverage 
Shields Entire Eye Area 


A new-type forehead rest, balanced 
temple suspension and _ exceptional 
coverage up and down and laterally are 
the outstanding features of a new 
“Spec-Lite” goggle. ‘The overall shield- 
ing protects the cntire eye area from 
sparks, light impacts, liquid splashes 
and other hazards, and the goggle is 
quickly adjustable for correct fit on 


| various faces. The sturdy, one-piece 


plastic lens is quickly and easily re- 
placeable, and has distortion-free visi- 
bility. The new design also permits 
comfortable wear over personal glasses. 
—Chicago Eye Shield Co., Chicago 
12, Ill—Industrial Distribution, June 
1948. 














Steel Pipe Union 


With Brass Seat, Ground Joint 
It’s An All-Purpose Unit 


A new line of brass seat, ground joint, 
steel unions can be used for steam 
pressure up to 250 Ibs. The 4-in. to 
4-in. unions are made from bar steel; 
the 3-in. union is a combination of 
bar steel and forged steel parts. The 
l-in. union is made of all forged steel 
parts.—Capitol Mfg. & Supply Co., 
Columbus, Ohio.—Industrial Distribu- 
tion, June 1948. 





“WHAT 


SPECIAL SALES TOOLS 
ye 


e 





ANN 


\ 


rage 

Area 

eal FIRST OF ALL, there’s the Acco literature which tells the 
onal rf ee | complete and simple story of ACCO Registered Wire Rope 
joer Z Slings. These sales tools open the door to orders for ACCO 
told. Aegis ™ yond Registered Wire Rope Slings. And ACCO Registered Slings 
from : oder 3 themselves are sales tools that get you into the shop where 
- you can see uses for other items you sell. 

3 on 

yece 


y FC- 
viSi- 
‘mits 


An Ever-Incr easing Demand New uses for slings keep 


developing in any shop. That means new contacts for you 


ses. with shop people. You’ll be offering a complete line, so you can 
cago 
June 


sell the exact Acco Registered Wire Rope Sling for every job. 


Sling Selling Simplified isco of Acco Sling 


literature tells its own complete story .. . plainly . . . and 
simply. You don’t have to be an engineer. Easy-to-under- 
stand drawings and charts do all the work. The ‘*‘SELEcT-A- 
SLING” chart even tells you positively which construction to 
recommend. 


Ask for Literature 


Write the nearest Acco office 
listed below for literature. You’ll be surprised when you see 
how easy it is to take orders for Acco Registered Wire Rope 
Slings . . . and deliver them from your stock. 





Wherever a heavy part must be machined, a SER 
Joint sling will speed the job. There is an exactly @ B® 
Unit right Acco Registered Wire Rope Sling for it iy) MEMOES THE HATIOHAL SAFETY COUNCH 
soli every lifting job in your plant. NOFEY 
“—" Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, 
yee New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
f & 
"The SS WIRE ROPE SLING DEPARTMENT 
- AMERICAN CHAIN & CABLE 
tribu- 


In Business for Your Safety 
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SELL “THE LOW COST OF 
LIFTING” WITH THE RIGHT 


N SIMPLEX FOR EVERY 


SACKING JOB! 
Selector 


Porta-Power Drive 


Weighs Only 100 Ibs. 
For Hand Pipe Cutters, Threaders 


Chart 
JACKs 


A new power drive for operating hand 
pipe cutters, threaders and reamers 
| named the Ridgid Porta-Power Drive, 
| weighs only 100 Ibs. and is the lightest 
machine of the kind ever offered to the 
| plumbing trade. It has a 3-jaw, lathe- 
type scroll chuck in front and a self- 
centering workholder in the rear which 
turns with the pipe. Other features 
include a special chuck wrench ejector 
that safely removes a wrench the oper- 
ator forgets, a bump-proof start and 
stop switch, and permanent sealed-in 
lubrication—no oil to spill, no main- 
tenance problems. The drive plugs 
into any 110 AC light socket and the 
motor is reversible.-—Ridge Tool Co., 
Elyria, Ohio.—Industrial Distribution, 


June 1948. 














Type Capacity Range 

nat 114.15 15-50 50-100 Cap 
of Models and 
Ratchet 


<== 


Max. Lift eee 
pee 


to 8" Over B’’ Min Med 


Fast 











: . . The Complete Simplex line indicates 
More jack sales! More jack profits! You 


get both when you stock, select and sell 
the right Simplex for every jacking job. 
Here’s a SelectorChart to give you quick 
facts—it can help you and here’s why: 


27 additional special purpose types 
of Jacks 











Heavy. Duty Band Saw 


Simplex gives you a complete line—every model job— 
proved to insure “the low cost of lifting” that industry is 
entitled to receive. This chart shows what customers 
went to know first on models most in demand. 

With this complete line there’s no need. for substitu- 
tion, to need to sell something “just as good.” You give 
customers what they really need—you see sales going up! 


Act now to make this best known name in jacks your 
best bet to push up jack profits. Get the benefit of con- 
sistent Simplex advertising in all major markets. Write 
today for copies of this Selector Chart for your salesmen. 


Simplex 


Jacks 


1036 South Central Avenue 
Chicago 44, Illinois 


TEMPLETON, KENLY & CO. 
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Has Automatic Cutting Cycle 
And Electric-Control Blade. 


An automatic cutting cycle and elec- 
trically controlled blade pressure are 


| the outstanding features of a new “No. 


| 12” heavy duty metal cutting band 


saw, with wet cutting system. The sys- 
tem, installed as an integral part of 


| the saw, includes a chip pan, fluid 


tank, centrifugal type pump-motor 
unit, splash guards and_ protective 
screens. The chip pan is mounted 
firmly between bed and base. All work- 
ing parts are readily accessible and a 
convenient valve permits adjustment 
of flow.—Wells Mfg. Corp., Three 
Rivers, Mich.— Industrial Distribu- 
tion, June 1948. 
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BAY STATE TAP & DIE COMPANY 


MANSFIELD - MASSACHUSETTS 
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VICTOR 
wall. 


chart 














FREE WITH YOUR IMPRINT 


ou'll welcome tho now 


ry 


Profits it brings sn \ 


Now you can give blade buyers what they have wanted for a long time — 
a big (17 x 22 inches), clearly printed wall chart in two colors that 
will tell them in an instant what hand, band or power saw blade to 
use with what material, how to use and take care of them and how 
to get the best possible service from every blade. 


You can get the credit for giving them this new, attractive Victor wall chart 
—the good will and extra sales that go with it — ABSOLUTELY 
FREE. Your company name and address will be imprinted — also 
free — when you order charts in quantities of 50 or more. 


This sales-producing promotion piece is just one of the many reasons why 
the complete Victor line is such a money-maker. Buyers know Victor 
blades for their fast, clean cutting on metals, plastics, and on other 
non-metallics ... know that the complete Victor line means a blade 
for every job a hack saw, band saw or power saw can do. With Victor 
behind you, you can’t help making more sales, first and last. 


Don’t put it off —our free supply of these helpful, eye-catching charts is 
limited — get yours today! Write Victor. 


vicT® 


d Power Hack Sa 


3707 


SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 


w Blades, Frames and Band Saw Blade 
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Adjustable Parallels 


Smooth Sliding Action 
With Firm-Locking Screw 


Layout work, gaging, spacing and 
checking work by toolmakers and me- 
chanics is simplified by the use of 
adjustable parallels in sets which may 
readily be adjusted to and locked to 
micrometer measurement. They are 
adjustable in size to any size within 
the range of % to 24-in. The paral- 
lels may be used te determine or check 
the width of slots and openings, or as 
spacers for locating parts for accurate 
assembly. Set to a determined size, 
they serve as precision gages. Sliding 
action in the dovetail slot is smooth 
and the screw gives an extremely firm 
lock. Smaller sizes have one lock 
screw; larger have two screws. Thick- 
ness of all sizes is #2-in—The Lufkin 
Rule Co., Saginaw, Mich.—Industrial 
Distribution, June 1948. 


Power Driven Shear 


For Bench Mounting 
With Motor Drive Underneath 


Designed for mounting flush with the 
top of a work bench, a new powe 
driven shear can be powered by V-belt 
drive and motor or an electric drill 
motor mounted underneath the bench. 
The unit is readily adaptable for slit- 
ting, trimming and contour cutting in 
sheet metals and similar materials; is 
rapid in operation and cuts only as 
materials are fed to it. The operator 
can follow straight or curved lines to a 
radius of about 3-in. in metal of 18 
gauge mild steel capacity, and other 
materials in direct proportion. The 
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ABRASIVE Anti-Slip 


FLOOR COATIN 


CHECK THESE SALES-MAKING FEATURES: 


Provides your customers with im- 
portant safe-footing protection. 


Steady and repeat demand. 

Unlimited potential sales. 

Fast turnover and attractive mark- 
up. 


Factory representatives available 
for direct missionary work. 


 Hard-hitting sales literature yours 
for the asking. 

Sold through wholesalers only. 

Nationally advertised. 








SELL the much-in-demand Gil-Dri 


e Stop Slipping Accidents 
e Stop Fire Hazards 
@ Reduce Maintenance Costs 


Oil-Dri and Oil-Dri — (ALL-PURPOSE) — 
absorb dangerous oil and grease ac- 
cumulations when sprinkled on oily or 
grease covered floors. Recommended by 
leading safety engineers and insurance 
companies throughout the nation, 











Absorbs all types of oils, greases 
and fats from floors. 


and fats, plus water and soluble 
oil solutions, 


Gives safe footing for 
leather or rubber shoes 
on loading platforms, in- 


clines, steps. 


Public platforms, stair- 
ways and walks made 
safe. Also washrooms, 


factory floors and aisles. 


Standard Color 
GRAY. Also Red, 
Black or Yellow. 


Cash in on the big demand for this 
popular all-weather, all-surface Anti- 
Slip Floor Coating. Indoors or oui, 
summer or winter, wet or dry, greasy 
or oily—non-slip Oil-Dri Abrasive Floor 
Coating STAYS NON-SLIP! Painted on 
with a brush. Dries quickly. 





Oil-Dri Corporation ....... 


520 N. MICHIGAN AVE. @ CHICAGO 11, ILL. 
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Weinberg & McKee 


ABRASIVE ous “4 SUPPLY COMPANY 
Newark, New Jers 
IRCRAFT STEEL SUPPLY COMPANY 


L & ABRASIVE COMPANY 
Los Angeles, California 
— BROS. 
geles, California 
ANCHOR) RUBBER COMPANY 
Dayton, O 
THE BALBACH COMPANY 
Omaha, Nebraska 
BALDWIN SUPPLY COMPANY 
Charleston, West Virginia 
eg ~y COMPANY 
Chicago, Illin 


BARRETT HARDWARE COMPANY 

head ——_ 
ALTER R. CARR sont gal 

San Francisco, Califo: 

CENTRAL RUBBER SUPPLY COMPANY 
Indianapolis, Indian 

CHICAGO P yf &é SHAFTING COMPANY 

peels 


one 
WARE COMPANY 
yn tery New York 
CLEVELAND TOOL & SUPPLY COMPANY 
comment. S Ohio 


OWENS COMPANY 
Baltimore, Maryland 
CRAMER HARDWARE COMPANY 
North Tonawanda, New York 
CROSBIE er 
big D. C. 
R. C. DUNCAN COMPANY 
A Dene -oy Minnesota 
ELLFELDT MACHINERY & SUPPLY COMPANY 
Kansas City, Missouri 
THE FAETH COMPANY 
mt Missouri 
CHINERY & SUPPLY COMP. 
Omaha, Nebraska _ 
GALIGHER COMPANY 
Salt Lake City, Utah 
— COMPANY 
Pittsburg, K: 
GLOBE MACHINERY & SUPPLY COMPANY 
Des Moines, Iowa 
ALBERT GUNTHER INC. 
Baltimore, Maryland 
THE F. HALLOCK Company 


ec’ 
HARPER FOUNDRY é MA 
Ta a Sian CHINE COMPANY 
HARRIS IRON & SUPPLY 
Memphis, Tennessee sane 
PUMP & SUPPLY ANY 
Pittsburgh, Pennsy! a 
SAMUEL HARRIS COMPANY 
nag boat 
TRIAL SUPP 
Oklahoma City, Os ll anteeatd 
HAR’ LY COMPANY 
mA York 
VEN &T 
Oakland, Cm COMPANY 
HAYS SUPPLY COMPANY 
mouse WoOeTRIaT 
a 
neremaville Soaien SUPPLY COMPANY 
TRIAL SUPPLY ANY 
DUST SUPE con 
SUPPLY 
Salt Lake City, Utah CosPany 
IOWA MAI 


LEWIS SUPPLY COMPANY 
Memphis, Tennessee 
LINDQUIST HARDWARE COMPANY 
mM -~ by ay 
HINER UPPLY ANY 
Kansas City, Misso —_ 
Y 
Dalla —— & SUPPLY COMPANY 
ISTS TOOL & 
ioe Angeles, es pares COMPANY 
ACTURERS SUPPLY Cc 
Grand Rapids, Michigan —— 


Compiled Catalogs 


yp ty SUPPLY COMPANY 
San Francisco, California 

McCONKEY- a & COMPANY 
Phoenix, Ariz 
McJUNKIN SUPPLY — 
rary West V 
CHANICA i SUPPLIES “COMPANY 
Cincinnati, O) 


METROPOLITAN. SUPPLY CORP. 
Los Angeles, California 
F. bs ing & BROS. COMPANY 
Peoria, Illinois 
MEYER SUPPLY. COMPANY 
Chicago, Illinois 
MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinois 
MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 
MIZE SUPPLY COMPANY 
Waynesboro, Virginia 
MORRIS ABRAMS, INC. 
New York City, New York 
R. C. NEAL Cc. 


Buffalo, New "York 

NEAL & BRINKER COMPANY 
New York City, New York 

W. S. NOTT COMPANY 
Minneapolis, Minnesota 

OLIVER ABRASIVE & TOOL COMPANY 
Buffalo, New York 

PACIFIC TOOL & SUPPLY COMPANY 
Oakiand & San Francisco, Calif. 

PATRON TRANSMISSION COMPANY 
New York City, New York 

PEDERSEN BROS. COMPANY 
Chicago, Illinois 

PERTH AMBOY HARDWARE COMPANY 

Perth Amboy, New Jersey 

PHILLIPS & EASTON SUPPLY COMPANY 
Wichita, Kansas 

ag eo TOOL & SUPPLY COMPANY 

t. Louis, Missouri 

PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 

RAILEY MILAM, INC. 
Miami, Florida 

RICKERT INDUSTRIAL SUPPLY COMPANY 
Milwaukee, Wisconsin 

STACY SUPPLY COMPANY 
Springfield, Massachusetts 

STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 

STANDARD MACHINISTS SUPPLY COMPANY 
Pittsburgh, Pennsylvania 

STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 

STANDARD SUPPLY & EQUIPMENT COMPANY 
Baltimore, Maryland 

STAR MACHINERY COMPANY 
Seattle, Washington 

STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 

STELLHORN COMPANY 
Toledo, Ohio 

WM. H. TAYLOR COMPANY 
Allentown, Pennsylvania 

TAYLOR SUPPLY COMPANY 
Baltimore, Maryland 

TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 

GEO. S. THOMPSON, INC. 
El Paso. Texas 

TOOL SHOP HARDWARE COMPANY 
Detroit, Michiqan 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

TRIPLEX SUPPLY COMPANY 
Milwaukee, Wisconsin 

TRANTER MANUFACTURING COMPANY 
Pittsburagh, Pennsylvania 

WARNER HARDWARE COMPANY 


J. M. WARREN 4 COMPANY 
Troy, New York 

WATKINS, INC. 
Wichita, Kansas 

W. T. \ teers & roo 
Washington, D. 

A. V. WIGGINS COMPANY 
Syracuse, New York 

J. T. WING & COMPANY 
Detroit, Michigan 

YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 

ZONNE ELECTRIC TOOL COMPANY 
Los Angeles, California 





* Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & 


610 W. VAN BUREN ST. 


MCREE,: Ive 


CHICAGO 7, ILL. 
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unit measures 64-in. high, with a bed 
plate of 5 by 6-in. and weighs only 64 
Ibs. Maximum power requirements 
are + hp. 1800 rpm electric motor and 
saves, or a xe-in. chuck electric drill 
motor direct-connected to shaft.— 
Besco Mfg. Co., Cincinnati 2, Ohio.— 
Industrial Distribution, June 1948. 




















Lubricator And Filter 


Precision-Built 
For Unrestricted Air Flow 


A combination lubricator and filter, 
known as the Lubri-Filter and de- 
signed for compressed air lines, pro- 
tects air-driven equipment against 
“dry-running” breakdowns and impuri- 
ties in the air supply. Air is cleaned 
automatically by a permanent type, 
cleanable filter element which never 
requires replacement. Atomized oil is 
automatically injected into the air line 
in proper amounts and the oil level 
can be seen from any angle. The 
unit is precision-built of aluminum and 
brass, and provides ap unrestricted air 
flow of 3-in. IPT. —Jarett Compressor 
& Equipment, Inc., Newark 4, N. J— 
Industrial Distribution, June 1948. 


Vertical Grinder 


Light In Weight; 
Speeds Are 6-8000 rpm 


A new light weight vertical type 
grinder, sander and wire brushing tool, 
called the Master Model M-401, will 
perform a variety of metal removing 
jobs. in foundries and other metal 
finishing plants in speeds of 6000 
rpm and 8000 rpm free speed. Its fea- 
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you can order with 
CONFIDENCE 
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A complete line of Rope, 
Baler Twine, Jute, Hemp 
and Sisal Twines, Packing 
and Oakum to meet both 
regular and specialized 
purposes. 


es. iy, ty, 
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Behind the quality and satisfaction that customers regularly associate 
with H & A products, there is a great deal more than the mere engineering 
specifications. With nearly four score years of manufacturing know-how; 
the reliable functioning of a well organized company and a reputation 
for utmost dependability—the H & A trademark indeed stands as a real 
guarantee to the purchaser. Whether it’s rope, twine, packing or oakum 
— whatever the need — there’s an H & A brand that you can order 


with utmost confidence. 


The Makers of H&A "Blue Heart" Manila Rope 


THE HooveN & ALLISON COMPANY 
“Spinners of Fine Cordage Since 156.9" 


>. S 39.) ©. G0); ake) 
BRANCHES: KANSAS CITY, MO. © OMAHA, NEB. © MINNEAPOLIS, MINN. 
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tures include: industrial hard chrome 
on important wearing parts; weight, 
only 7 lbs.; small dimensions permit 
work in close corners and limited 
space; uses less air to deliver more 
power; and positive governor control 
assures safety with positive “off and 
on” throttle control.—Master Pneu- 
matic Tool Co., Inc., Orwell, Ohio.— 
Industrial Distribution, June 1948. 




















Pipe And Tubing Cutter 


Compact in Design 
It’s Fully Portable 


Power-driven rollers, automatic stop- 
start action, and ball-bearing opera- 
tion throughout, are some of the fea- 
tures of a new high-speed “E-Z Cut” 
pipe and tube cutter. The fully port- 
able machine is compact in design. 
It simplifies and speeds up pipe and 
tube cutting operations in pipe diam- 
eters ranging from @-in. to 4-in. An 
integrally-mounted, 4 hp., 110 volt, 
universal type AC-DC motor furnishes 
direct gear drive to the rollers, rather 
than to the cutter wheel. Gears are 
self-lubricating. An automatic trip- 
switch starts cutting operations when 
the cutter wheel contacts the pipe and 
automatically stops when the cut is 
finished. The machine is furnished 
with 10 ft. of electric cord and with 
twist lock plug to the motor.—Quijada 
Tool Co., Inc., Los Angeles 32, Calif. 
—Industrial Distribution, June 1948. 


Adjustable Bending Bar 


Saves Hours of Time, 
Broken Fingers And Lost Tempers 


Adjustable arms distinguish a patented 
bending bar which eliminates the need 
for the usual assortment of solid bend- 
ing bars and handles many jobs that 
would require a sledge hammer, pry 
bar, vise or press. It saves time and 
tempers, and cuts down barked shins 
and broken fingers. The two adjust- 
able arms can be placed close together 
or far apart, and they can be posi- 
tioned on the hexagon post so the 
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TEAMWORK 


that licks the toughest sanding jobs 
— this SMOOTH COMBINATION 


SIOUX resin Bonp 


Abrasive Discs 


Cut faster with less effort. They're flex- 
ible, tough, long lasting, non-loading, 
give maximum cutting action and 
remain cool. It’s the ideal 

disc for any and all 

sanding operations 


Sold only through 
authorized SIOUX distributors 


STANDARD THE 


SIOUX 
High Speed Sanders 


Ball-bearing construction, heat treated alloy 
steel gears, permanent lubrication. Cyclone 
fan for increased ventilation and patented 
tool spindle lock for changing discs. 3 
Models: No. 1250—9" High Speed 
Heavy Duty; No. 1267—7" High Speed 
Heavy Duty and No. 1265—7” 


No. 1267 SIOUX Heavy Duty Sander (il- 
lustrated) No load speed 4250 R. P. M. 
Universal motor operates on A.C. or D.C. 
Overall length 15’’—weight 13% lbs. A 
very popular model. 


WORLD OVER 
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Larson 
Newton 


Files Bring Repeat Orders 


Only satisfaction to the customer 
completes the first sale and brings 
repeat orders. 


The consistent performance of 
CARSON NEWTON FILES have 
been doing this for 38 years and 
in the face of all the claims made 
for files today they stand on the 
same basis as always which is— 


THERE IS NOTHING BETTER. 


The line is complete in sizes, 
shapes and cuts and in Swiss 
American and Rotary patterns giv- 
ing you a line that can furnish the 
proper file for any filing job that 
your trade may have. 


You will find the CARSON NEW- 
TON line a profitable and a satis- 
factory one to handle. 


Our Sales Policy 


Sold Through 
Distributors 


CARSON-NEWTON CO. 
BELLEVILLE, N. J. 
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handle will project at the desired 
angle. More than 100 different posi- 


| tions of the arms are possible for 
| bending, straightening, _ aligning, 
| spreading and forming various parts 


and materials. Ample leverage may 
be obtained with the 36-in. handle.— 
Plomb Tool Co., Los Angeles 54, 
Calif.—Industrial Distribution, June 














Bench Vise 


Locks Positively 
At Any Degree of Pressure 


| There is no screw to strip or wear out 


| in a new “Push-Lock” bench vise for 


home and shop use. The vise can be 


_ clamped to the bench with the hand- 





wheel screw or permanently bolted. 
Its replaceable jaw faces are hardened 
steel, as are all other vital parts. Width 
of the jaws is 3-in., the maximum 
jaw opening 33-in. Outer jaw slides 
smoothly and instantly to position 
anda flip of the lever compresses the 
piece to be held. Locking lever en- 
gages at therflip of a finger.—Hartmann 
Mfg. Co., Racine, Wis.—Industrial 


| Distribution, June 1948. 


Screw Machine Tools 


Closer, Stock Stops, 
And Turret Tool Adapters 


Several new screw machine tools, in- . 
cluding a closer for operating die hold- 


| ers (No. 200 illustrated); turret tool 


adapters; and revolving stock stops for 
various turrets, will add to the number 
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What can we tell you about Ml ATIONAL 


STEEL PIPE 
that you don’t already know? 


If we say it’s the most widely used pipe in America—that’s 
not news, it’s common knowledge. 


If we point out that it is the most economical pipe for all 
‘round use in any type of building—no one is surprised. Its 
strength and durability and ease of installation are today 
taken for granted, because they’ve been inseparably asso- 
ciated with NATIONAL Pipe for more than sixty years. 


If we talk about the constant improvement that has been 
made in NATIONAL Pipe by the use of better steels and 
better pipe-making processes, pipe users are likely to say, 
“That’s what we expected of NATIONAL.” 


So we'll just say this:—“If you want the most value from 
your pipe dollars—use NATIONAL Steel Pipe.” That’s not 
exactly a new idea, but it’s very sound advice. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 
Columbia Steel Company, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 


UNITED “STATES STEE L 
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BOLTED ASSEMBLIES STAY 


permanently TIGHT 


BEALL helical SPRING WASHERS have “live action” 
and constantly exert tightening pressure over a long 
range. They compensate for ALL causes of looseness 
— including vibration, bolt stretch, rust, wear and 


breakdown of finish. 


IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 


NATIONALLY ADVERTISED TO INDUSTRY 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 
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and kind of operations that may be 


| performed. The closer, which is used 


for closing self-opening die heads, at- 
taches readily to the top front of the 
bed castings of sizes Nos. 00, 0 and 2 
automatic screw machines. It has 
longitudinal adjustment to permit cor- 


| rect positioning for operating the lever 
| of the self-opening die head as the 


turret indexes and the arm on the die 


| head contacts the die closer. The re- 
| volving stock stops for turrets position 


the end of the stock at a specified dis- 
tance from the nose of the collet. The 
heads of the stops are hardened and 
ground. The turret tool adapters per- 


| mit the use of screw machine tools in 
| larger than those for which the tools 


were designed.—Brown & Sharpe Mfg. 


| Co., Providence 1, R. I.—Industrial 
| Distribution, June 1948. 




















_ Cut-Off Grinding Wheel 


Offers Greater Strength 
And Higher Flexibility 


A reinforced, resinoid-bonded cut-off 
wheel, a new development in grinding 
wheels, combines high strength and 
flexibility to provide a margin of safety 
greater than in other wheels of the 
type. Tests indicate, in fact, that forces 
of 250 to 300 Ibs. are necessary to 
break the new wheel; other tests dem- 
onstrate that the wheel will cut faster 


| and may have as much as five times 
| the life of any similar product used 


before. — Norton Co., Worcester, 
Mass.—Industrial Distribution, June 
1948. 
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THROUGH PEAK DRIVE EFFICIENCY 


Here’s plain talk about American Econ-o-Matic Drives that will enable you to save vital 
production dollars for your customers. Amortized over a short period of time, the low initial 
cost of an American Econ-o-Matic Drive can be figured in pennies! Yet where else could 
your customers invest these few pennies and be sure of getting big dollar returns like these: 


75% Less Downtime! Automatic belt tension control means longer belt and 
bearing wear. Actual reports show labor costs and downtime for belt and 
bearing maintenance are reduced at least 75%! 


15% More Production! Because belt slip is eliminated, driven speeds are 
sustained even at peak loads—resulting in production increases up to 15%! 


Double Belt Life! The American Econ-o-Matic Drive is the only Drive that 
instantly, automatically matches belt tension to the load! Belt slip and 
excessive belt tension—the two major causes of belt failure—are positively 
eliminated. Actual job reports from many plants proving that belt life has been 
doubled are available upon request! 





It's easy to sell your customers'‘‘dollar 
savings” instead of ‘penny savings” 
when you handle American Econ-o- 
Matic Drives. For franchise details 
—and complete selling ammuni- 
tion — drop us a line, today. 


4216 WISSAHICKON AVE., PHILADELPHIA 29, PA. 
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' Power Hack Saw 


For Home, Farm, Plant 
With 4 by 4-in. Capacity: 


A new bench model power hack saw, 
with a capacity 4 by 4 in. straight 
cuts, is especially designed for farms 
and home work shops, factories and 
similar industrial uses. The “Saw- 
master” is sturdily constructed on a 
cast-iron base easily bolted to the work 
bench. All important parts are ac- 
curately machined and fitted. Oilless 
bearings are provided on the drive 
| shaft and pitman and oilers, and on 
| all other moving parts. ‘To control 
| and time pressure on the cutting 
| stroke, a cam is provided on the gear. 
| All models are push cut saws with 
| positive pressure relief on the back 
stroke, and automatic shut-off. The 
power recommended is a + hp motor, 
1725 rpm. ‘The machine is shipped 
with or without electric motor.—Mil- 
ler-Knuth Mfg. Co., Omaha, Neb.— 
Industrial Distribution, June 1948. 








You and Your 


Customers 
Wil Want 


To Know 
About... 


The nearest thing to indestructibility ever 


AN ENTIRELY NEW 
AND FINER 
6” HEAVY DUTY 
CASTER 


Milling Attachment 


Converts A Single Machine 
Into a Tool Shop 





A new, auxiliary, precision, horizontal 
| milling attachment greatly increases 
the scope of vertical milling machines 
and other machine tools. Produc- 


engineered into caster construction tivity of such machines is increased 
by eliminating costly set-up changes. 


clusky is the word for the new Bassick six-incher, made of all forged Adjustable to nearly any position, the 

: Se , attachment handles precision milling, 
steel — plate, frame and wheel — with unit Aetna precision direct drilling and boring at any angle, mak- 
load bearing and Timken thrust bearing. Built to carry any load that ing it possible to do all the necessary 
can be moved on a 6’ wheel, it creates important new sales possi- 
bilities by broadening the field of caster usefulness. For complete 
details on this outstanding newcomer to the world’s largest line, write 
to THE BASSICK COMPANY, Bridgeport 2, Connecticut. Division 
of Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, Ontario. 





of Casters: 


Bassick ::" 
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ROLLER CHAIN DELIVERIES Liv 





AS NEAR AS 





If deliveries of roller chain are slowing your sales here’s how you can speed them 
along right now! Just reach for your telephone and call Atlas for quick deliveries on 
roller chain designed to meet all American Standard Chain specifications. 


Some of this "precision-made" Atlas Roller Chain can be taken right out of stock and 
shipped to you immediately. All of it has been scientifically engineered to transfer 
power or motion without slip or loss of efficiency and with positive control. Atlas 
Chain drives are quiet because they consist of precision-made bearings rolling at 
every point of contact. These bearings—pins, bushings and rollers —are of specially 
selected steels, hardened and finished to Nth degree tolerances. 


The skill, experience and precision that goes into every link of Atlas Roller Chain is 
your assurance of satisfied customers and repeat sales. The quick deliveries now 
available on Atlas Roller Chain offer you the opportunity to capitalize on these sales 
right now. Start now ... wire or phone for full details. 


CHAIN AND “47 
MV NIU Tate li remmorey 
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Not the Saturday-Night type of bath, of course! The WITT Can's 
“lifetime-bath"” is an extra-heavy coating of purest zinc that protects 


the Can through its lifetime . . . 


up to five times that of ordinary Cans. 


Each WITT Can is galvanized after assembly, filling up all cracks and 
crevices where rust might start. 


And that special hand process concludes a long series of design, 
material and manufacturing ‘‘extras’’ which make WITT Cans a symbol 


"eet : CER. 
iS SO ipl AEES Bk Si te a bith pettee 


of quality. Heavy gauge steel is formed 
into deep, rolling corrugations to give 
maximum strength... reinforced with 
shock-absorbing steel bands which bounce 


off the roughest treatment. 


The result? WITT Cans are weather- 
resistant, wear-resistant and dent-resistant 

. offer greatest value to your quality- 
conscious customers. They are the kind of 
merchandise buyers want...and the 
kind you can turn over faster with greater 
profit. 


THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“Originators of the Corrugated Can" 


Yer Cow 


INDUSTRIAL DISTRIBUTION © JUNE, 1948. 





machining with the original set-up. 
It accommodates one or more cutters 
up to 4-in. in dia. and also will take 
a standard chuck of 4-in. capacity for 
drilling, boring and reaming at a 90- 
deg. angle to the shaft. Gear ratio 
is one to three.—Bemis & Call Co., 
Springfield, Mass.—Industrial Distribu- 
tion, June 1948. 











Electric Grinder 


Balanced And Streamlined 
To Cut Down Work Fatigue 


Smooth, vibrationless operation in a 
new electric grinder, coupled with bal- 


| ance and streamlining to fit the tool 


to the user’s hand, permits precision 


| work without fatigue. The new tool’s 
| features include: armature and field 


coils of weather-resistant wire; power 


| by a 1/20 hp. Fairchild universal type 


motor; all electrical components 


| checked at 1500 V. breakdown for 


grounds; motor dynamically balanced 
to insure smooth operation at 20,000 
rpm; chuck and shaft are fabricated 


| in one piece for accuracy of alignment. 
| —Fairchild Industries, Burlington, Vt. 


—Industrial Distribution, June 1948. 


Crane Control 


Offers Magnetic Braking 
And Nothing To Wear 


| A new principle of crane control, 


called ‘“‘Magnetorque”, eliminates me- 


| chanical load brake and provides un- 
| usual hoisting smoothness and accu- 


racy. The Magnetorque is a simple 


| unit through which braking forces are 


exerted magnetically. There are no 
rotating electrical parts in the unit, 
and, since braking forces are exerted 
magnetically, without friction and 
metal-to-metal contact, there is noth- 
ing to wear. There are no friction lin- 
ings to replace; no adjustments to be 
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® Shelving 
© Lockers 


ij 
jy?! 
LYON 
Wat pRODUCT 


fy 


Regular delivery of Lyon products 
—either standard or special — is 
geared to the available supply of 
sheet steel. But... 

If you or your customers can 
supply us with 12 to 24 gauge 
sheet steel, we will buy it from 
you and promptly ship the 
pound-for-pound equivalent at 


regular published prices. . . 

EITHER... Lyon standard 
products now in production (see 
partial list below)... 

OR ... assemblies, subassem- 
blies, parts, etc., for your custo- 
mers’ product. These would be 
made to their specifications in 
gauges from 8 to 30. 





LY © Nimerat propucts, incorporate 


General Offices: 653 Monroe Avenue, Aurora, Illinois 


Branches and Dealers 


in All Principal Cities 


A PARTIAL LIST OF LYON PRODUCTS 


® Kitchen Cabinets © Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands 


@ Display Equipment 


Drawing Tables @ Drawer Units 


e Bor Racks © Hopper Bins ¢ Desks 
@ Bin Units © Parts Cases © Stools 
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¢ Flat Drawer Files 

© Cabinet Benches © Bench Drawers © Shop Boxes @ Service Carts © Tool Trays ¢ Tool Boxes 
© Wood Working Benches © Hanging Cabinets © Folding Chairs © Work Benches 
® Economy Locker Racks © Welding Benches ® 


© Sorting Files 
@ Ironing Tables 
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For work on metals, 

alloys, wood, plastics, 

stone, horn, bone, etc. Plugs in 
any AC or DC socket. 





A good production tool. Has every- 
thing—speed, power, versatility and 
pencil-point precision. Constantly 
cooled by forced air, the 44 runs cool 
and smooth all day long. Weighs 2 
pounds, 842” long, 20,000 

rp.m. $31.50. In wood 

carrying case with acces- 

sories $42.50 


. Hi-Power 


A big fellow. Fast, powerful, 
sturdy, for continuous work. 
Has ample power to drive a 
242" diameter wheel. Weighs 
3 pounds. 10” long, 

17,000 r.p.m. In case 

with assortment of ac- 
cessories $42.50 


HANDEE | 


First tool of this type and today’s finest. { ! 
For precision work. Also gets into hard- ” 
to-reach places to make repairs on ma- 

chinery. Weighs 12 oz. 6%” long. 

25,000 r.p.m. With 7 accessories $20.50. 

Handee with 40 accessories in carrying case $27.50. 


CHICAGO ACCESSORIES 


Grinding and mounted wheels, sanders, steel cutters, etc.—the most 
complete line to fit any power tool—over 500 of finest quality—all made 
in our own plant. 


Write for literature and attractive franchise open on all 
nationally advertised Chicago Wheel products 


CHICAGO WHEEL & MFG. CO. 


Est. 1895 
1101 W. Monroe St., Dept. MB Chicago 7, Ill. 
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made. The device is said to be good 
for the life of the crane. The new 
AC crane control governs the action of 
the hoist motor, which is connected 
directly through the crane gear train 
to the hoist drum.—Harnischfeger 
Corp., Crane Division, Milwaukee 14, 
Wis.—Industrial Distribution, June 
1948. 














Platform Truck 


Hauls More Per Trip; 
Easily Handles Rods, Pipes 


A 20 sq. ft. deck loading area makes 
possible the hauling of more material 
per trip with a new and improved 
“Chore Boy” 2,000 Ib. platform truck. 
Engine and body are of extra heavy 


| construction for L.C.L. freight, car 
| shop and stores work. Power is supplied 


by a gasoline engine, which develops 10 
hp. and truck speeds up to 12 mph. 
The engine is air-cooled, and an offset 
driver's seat makes easy the handling 
of steel rods, pipes and other long 
material. The weight of Model FH 
is 1,100 Ibs.; the length 96-in.; width, 
40-in. and wheelbase 59-in.—Buda 
Co., Harvey, Il].—Industrial Distribu- 
tion, June 1948. 


Drive And Clutch Unit 


Developed For Twin V-Belts 
And Rated At 5 To 10 HP 


An assembly designed for twin-V- 
belts incorporates a new drive and 
clutch unit in the “Ball-Lok” line. 
When the clutch is set for idling 
position, the belts ride on free-turning 
bearings of double slip-ring design. 
When the clutch is engaged for driv- 
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NOWE Cet Faster, Safer Production 
From Your Power Presses |lp-s../.. 
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SCHRADER AIR EJECTION SETS PUT 
NEW LIFE INTO OLD PRESSES 


Give your old power presses a new lease on life with 
Schrader Air Ejection Sets and see how much greater pro- 
duction you'll get immediately. Let compressed air blow the 
finished parts from your presses and free your operators 
from the hazards of doing this job manually. The Schrader 
Air Ejection Set installed on the machine shown, ejects 
work produced in compound dies utilizing the intermittent 
principle which saves air by eliminating a steady air blast. 
Full air blast at line pressure velocity can be kept flowing 
from 1/10 of a second to as many seconds as required— 
controlled by a timer on the pilot valve which can be ad- 
justed with a screw driver. Act now and streamline your 
shop with air power. Write for complete information today. 
Department sm 6133 


Quick-acting Air Couplers tha 
plug in for air supply 


od = este at 


1001 INDUSTRIAL PRODUCTS ian 3, Blow Guns—Staj 
FOR EFFICIENT AIR CONTROL 


Please send me your FREE BULLETIN and more informa- 


: tion about the products | have checked in circles below. 
a ey wane 


RIC. Patoee, COMPANY. 


ie PRODUCTS ADDRESS. any STATE 
CONTROL THE AIR Air Valver © ir Hove & Ping 
Press Controls ~~ Hose Reels 
Air Ejection Sets \) Hydraulic Gauges 
Biow Guns \) Ale Pressure Regulators 
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STAR biades 


“make more money for you 








ing position, the belts are gripped by 
and ride up on axially-moved pulley 
sidewalls. No parts other than shift- 
ing elements are subject to rotating 
wear, which cuts usual lubrication 
needs. The twin-belt model (2DC) 
rates at 5 to 10 hp. Pulley diameter 
is 33-in.; length 44-in.; weight, 3 lbs. 
6 oz. shaft size range: l-in., 14-in., 
and 1}-in. The unit is suitable for 
application to varied gas engine 
mountings and industrial drive re- 
quirements.—V-Belt Clutch Co., Los 
| Angeles 5, Calif—Industrial Distribu- 
tion, June 1948. 


Star blades are money makers on every count. 
The Star reputation paves your way to purchas- 
ing agents and operating men. The Star line is 
complete, with the right blade for every job — 
so you can fill the order no matter what blades 
they need. And Star performance... you’ll learn 
about that when you get a steady flow or repeat 
orders for a clean- 
cutting Star blades. Yes, Star ° P 

blades are star performers—they METH (mu Nail pu ller 
make MORE money for you. 
































“Metal Cutting” — handy recom- It's Small Enough 

mendations on back saw and band To Carry In Your Pocket 

saw selection and use — complete , : 

specifications and prices. -Order | Only 12-in. long and used where ordi- 

your free supply now. | nary bar pullers are too big and awk- 

- ward to manage, a new kind of nail- 

puller is quick and simple to operate. 

Ruggedly constructed, with hardened 

tool steel counter-acting jaws and rust- 

| proof finish, the new puller can be 

carried in the pocket.—K-D Mfg. Co., 

| Lancaster, Pa.—JIndustrial Distribu- 
| tion, June 1948. 











Sold only through recogni: 





Portable Power Hack Saw 


Its New Sawing Action 
Eliminates Use of Weight 


A new light-weight portable power 

hack saw, named Hand-I-Hack, can 

easily be carried to the job with one 

hand. It is operated from any 110 

5 volt AC outlet, and is designed to do 

CLEMSON BROS, Inc., Middletown, N.Y. | the many fatiguing metal sawing jobs 
Motors OF ONE EET Pert a | usually done manually with a hand 
ye ee ee hack saw frame. Its patented sawing 

Escapade pees: rng: action eliminates the use of weight 

| and the tool is fully adjustable for 
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DON’T OVERLOOK THEM! 


You'll find it pays to keep your eyes open for sprocket 
sales. When you're visiting a customer, check over 

his sprockets. Chances are you'll find some that need 
replacing ... that are so worn that they cause excess wear on 
the chains. You'll not only be helping yourself... 
you'll be helping your customer to better service 

at lower maintenance costs. 

Rex Sprockets are available for quick delivery in all 
standard sizes. They are engineered with a tooth 
formation designed for smoothest chain operation... 
built of highest quality materials to give longer life 

to both chains and sprockets. Start your Rex Sprocket 
selling program today. We'll be glad to give you 

any sales data you want. Chain Belt Company, 

1622 West Bruce Street, Milwaukee 4, Wis. 


Crain BEL> 


‘4 REX CHAINS AND SPROCKETS 


INDUSTRIAL DISTRIBUTION ¢. JUNE, 1948 





_A VINCENT DRESSER 


| 





C THAT MEANS 


MORE SALES 
FOR YOU... 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your custo- 
mers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardness, these cutters stand up on the tough- 
est applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 


customers . . . and for sure repeat sales. 














cutting in a range from solid tough 
materials to very thin wall tubing, 
etc. The work-holding vise capacity 
is 3 by 3-in. and will hold 24-in. iron 
ipe. The vise is swivel mounted, 
calibrated for cutting accurate mitres, 
and sawing can be done in any posi- 
tion.—Lipe-Rollway Corp., Syracuse, 
N. Y.—Industrial Distribution, Junc 


an GY 


\ 
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Magnetic Tool 


Saves Time Lost 
In Retrieving Small Parts 


A new tool, a magnetic finder called 
the “Magimmick”, can be used by 
harried machinists and other shop men 
for retrieving nuts, bolts, screws, wash- 
ers and other ferrous metal parts that 
get lost on the job in out-of-the-way 
crevices. The new tools are of the all 
angle ball joint type. The magnetic 
section will stay put at any angle and 
retrieve lost parts in a quick hurry. 
“Magimmick” Sr. is of the telescopic 
type, 4-in. in diameter and will open 
to 26-in. “Magimmick” Jr. has a ¥s-in. 
diameter by 88-in. long—Ullman 
Products Corp., Brooklyn 15, N. Y.— 
Industrial Distribution, June 1948. 


Screwdriver Handles 
Plastic, And Handfitting 





STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
— Producers of GRINDING WHEEL DRESSERS AND CUTTERS ¢ HSS TOOL BITS 
vada ned re sooner tinenamn CUTTERS mer designs for plastic-handle screw- 
. drivers have been made which re-shape 


Detroit 7, Michigan | them to fit the hand better, and in- 


They Add To Tool’s Utility 
Two interesting departures from for- 











2424 Bellevue Avenue 
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-CUNBRAKO 


REG, U.S, PAT. OFF. 





FLE}{Loc 


Yes, these Products sell fost and stay sold... make friends for 
you... assure a steady, repeat business to make your sales 
effort easier. Complete plant facilities, effective sales promotion 
activities, consistent business paper advertising ond prompt, 
courteous service to you and your customers ... all a part of 
“STANDARD” advantages. 

“Unbrako" Socket Screw Products—manufactured from high- 
grade alloy steel, to close tolerances—have these outstanding 
advantages: INTERNAL WRENCHING ... that promotes com- 

“Unbrako” Socket Set Screw with pact designs ... saves space, weight, materials and costs; 
Knurled Cup Point. KNURLING . .. an exclusive “Unbrako” feature—which on the 
“Unbrako” Socket Head Cap Screw head of the “Unbrako” Cap Screw speeds assembly—and on 
with.Knurled Head. the threads or points of the “Unbrako” Set Screw assures posi- 
f tive Self-Locking; SELF-LOCKING ,.. all of our patented 
“Unbrako” Socket Set Screw with “Unbrako” Set Screws, regardless of point, are excellent Self- 
Knurled Threads. Lockers . . . sizes available in a full range of diameters, lengths, 
thread series and types of points. 
"Hallowell" Shop Equipment of Steel—welded or hydrauli- 
cally riveted—and this fine, neat, ready-made line wears and 
Knurling of Socket , ' ' Th etenticbuntens’ hich 
Screws originated with asts as only steel can. There are hundreds of styles from whic 
“Unbrako” in 1934. to choose, making it possible to meet the most exacting needs 
of your customers. 

"Flexloc’’ Self-Locking One-Piece Nuts—of all-metal con- 
struction, available in N.F. or N.C. thread series. The “Flexloc” 
can be used over again and again without changing its torque, 
which is controlled. Sizes from #6 to 2" in diameter. Inquire 
about our "Flexloc” proposition. 

Ask for your copies of the “Unbrako,” “Hallowell,” and “Flex- 
loc” Catalogs ... keep them handy for ready reference. 

* PAT. & PATS. PENDING 
THIN HEICHT 
“Flexloc’ One-Piece Self-Locking 
Nuts. . . convince yourself with a few 
free samples! 


REGULAR HEIGHT 


FIG. 1855 FIG. 2197 


“Hallowell” Steel Tool Stands. “Hallowell” Steel Desks. “Hallowell” Steel Work Benches. 
Drawer is extra. 


“STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. BOX 519 
BRANCHES BOSTON CHICAGO DETROIT INDIANAPOLIS ST. Louis SAN FRANCISCO 
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ACKSON 


The Line of Distributor Preference 





Always in step with users’ needs 


Jackson’s ‘know-how’ in its specialized field has resulted 


in an ability to appreciate the requirements of users of 
wheelbarrows and kindred equipment, and design, de- 
velop and produce products which satisfy the most exact- 
ing needs. Recognition and acceptance of ‘Jackmanco’ 
products have followed naturally and logically. 


Jackson Distributors have built a substantial and profit- 
able business on the strength of ‘Jackson’ reputation for 
high quality and for completeness of the line that bears 


its name. 


_ Est. 1876. 


-INCKSON MANUFACTURING CO, 


NARBISSERE: Joe 


FEG.U.S. PAT 
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corporate an entirely different kind of 
plastic. ‘The handles are rounded 
and larger through the palm section 
and ‘smaller in diameter at the end 
where the little finger grips. Length- 
wise ridges, or flutes, prevent hand 
slippage. ‘The handle end is crowned 
to fit the palm when used for hard 
pushing. ‘The plastic selected, both 
non-inflammable and non-explosive, is 
a good insulator. It has great tough- 
ness and high impact strength, even 
at low temperatures.— Plomb ‘Tool 
Co., Los Angeles 54, Calif—Indus- 
trial Distribution, June 1948. 














Masonry Drill 


Has Long Shank 
And Is Carbide-Tipped 


A new long shank, carbide-tipped ma 
sonry drill is designed for deep hole 
drilling as well as shorter depths. It is 
suitable for drilling through wall par- 
titions, concrete floors and all types 
of masonry construction, and its dia- 
mond shape provides ample clearance 
to allow the hole to clean as it is 
drilled. ‘Treated to prevent rust, the 
drills are available in sizes from }-in. 
to l4-in. dia. and 6-in. to 18-in. 
lengths—Wendt-Sonis Co., Hanni- 
bal, Mo.—Industrial Distribution, 
June, 1948. 


Clevis Grab Hook 


Quickly Attached; 
No Other Fittings Needed 


Merely slipping the clevis pin into 
place and spreading the cotter will 
attach or detach a new clevis grab 
hook from the chain for easy switch- 
ing from job to job. No. additional 
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How to solve aci 


Strong, flexible Hewitt Acid Hose resists most acids 
and alkalies up to 50% concentration! 


Inside and out, Hewitt Acid Hose 
is designed to do a better job of 
carrying acids and alkalies. 

One reason is its inner tube of 
specially compounded rubber. This 
tube effectively carries arsenic, cit- 
ric, gallic, hydrochloric, phosphoric, 
and tannic acids in any concentra- 
tions . . . most other acids and 
alkalies up to half strength. 


No wonder Hewitt Acid Hose stays 
on the job longer . . . gives your cus- 
tomers the kind of service they like. 


In addition to Monarch brand acid 
hose for carrying acids and alkalies, 
you can also offer your customers 
Monarch Acid Suction Hose. This 
is for use with concentrations of 
alkalies and all acids up to 50%, 
except sulphuric, tannic, and phos- 
phoric acid. And where pinch valves 
are required on acid discharge lines, 


HEWITT RUBBER DIVISION, HEWITT-ROBINS INCORPORATED 


your customers can be sure of out- 
standing service from Monarch Acid 
Pinch Valve Hose. 


No matter what your customers’ 
requirements there is a Hewitt Acid 
Hose to fit the job. For details about 
your profit opportunities with this 
and other Hewitt hose, write Hewitt 
Rubber Division, 240 Kensington 
Ave., Buffalo 5, New York. 


HEWITT 
ACID HOSE 


« 
z 
t 


Ly 4 
Capo” 
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d-handling problems 








CHECK THESE OUTSTANDING 
ADVANTAGES OF 
HEWITT ACID HOSE 


@ ACID-RESISTANT inside 

and out, thanks to specially 
compounded rubber tube and 
cover.* 


t4 BURST-RESISTANT to a 

high degree because of extra- 
strong carcass made of multiple 
plies of high-tensile duck. 


& ABRASION-RESISTANT, 
due to tough, rubber-com- 
pounded cover. 


4) SATURATION-RESIST- 
ANT, since ends of hose are 
capped with rubber-compounded 
cover to prevent acids and alka- 
lies from seeping into carcass and 
deteriorating duck plies. 


*Withstands most acids and alkalies up to 
50% concentration. 


, MANUFACTURERS OF INDUSTRIAL HOSE * BELTING * PACKING 














Continuous Advertising 
Creates Continuous Sales 


Large and small Factories, Machine Shops, Institutions, Contractors, Builders fittings of any kind are needed. All 
: : 5 ) 

and Mechanics of all kinds go for these powerful, time-saving Mall Tools that parts are drop-forged and heat treated 
take the work out of production, maintenance and construction. for maximum strength and safety. A 
Thousands of Mall Portable Power Tools are now in service, thousands more will further safety feature is the special 
be sold in 1948, the market is unlimited. Our national advertising in Farm; Trade housing which covers the end of the 
and Business Publications is creating a continuous demand for this complete clevis pin, preventing the cotter from 
line of Mall Tools. catching in the workers’ clothing or 
scratching their hands. The hooks are 
available in sizes from 4-in. to %-in.— 
The Thomas Laughlin Co., Portland, 
Me.—Industrial Distribution, June 
1948. 














Plan NOW to get your share of this quick-profit business. Ride a live one in 
1948. Mail coupon below for literature, prices and discount. 





Cut everything 

from wood to 

steel. Model 60 

can be equipped 

as table saw, 

shaper or bench 

grinder. Excellent 

for crating, ship- b\ 
ping, mainte- — £.. drilling metal, plastics | 
nance. .Capacities and wood. Penetrate faster, 


‘ from 2” to 412”. leave clean, accurate holes 
mee 68 . . will not stall under hand 


pressure... ggg oe 
MALL GRINDERS =r, Or ue os Va" cad 


ties. 


MALL SCREWDRIVERS 














Backstop 


Compact, lightweight, Prevents Reverse Rotation; 


streamlined tool with pistol grip. “ 3 Cuts Production Delays 


Geared . _ ae Slip clutch releases screw when i re x ; , 
Head predetermined tightness is Back-run” or reverse rotation, which 


Grinder reached. can cause serious damage to machinery 


and the material being handled in 
MAIL THIS COUPON TODAY! some operations, is prevented by a new 
, | itive method backstop. It is for 

Mall Flexible Shaft Mall Toot C a8 a 
Grinders put more power te meals pel edie aed use on conveyor drives, elevator head 
—-. ae. waist in the Chicago 19, Illinois | shafts, windlasses, winches and on all 
‘ands of the operator. vi ; applications where reverse rotation 

Please send me Catalog giving full information about Mall Pp ee 2 

an, com gowetel, Portable Power Tools. should not occur. The gripping action 


totall losed t 
is ened - ose of the backstop takes place at the 


stand. Lightweight, in- precise moment forward rotation 
terchangeable working Name of Company | ceases. It reduces to a minimum the 
gp vege Pa = Address | possibility of shock or strain.—The 
ma Selee, eaten 7 | Falk Corp., Milwaukee 8, Wis.—In- 
and many other uses. dustrial Distribution, June 1948. 
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FUTURE ——— TIME io 
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CHIPS FALL FAST 
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June aS Note how perfectly they start... . how they bite in 


ind 
how quickly they cut smooth, occurate threads. The reason? 
Spong CW is exceptionally true-to-round and it's mode 





from easy-cutting steel. 
Hurry your jobs along with Spong CW ... the pipe thot's 


famous for the following qualities 
@ Easy to Cut, Bend, Thread or Weld @ Uniform 
Lengths © Smooth Inside Surface @ Sound Weld 
from End-to-End of Pipe @ Accurate Threaded 


Ends @ Accurate Size @ High Concentricity 


This is one of a series: of di sone 00 tibiae vied Sinead Sone Cates 

ads which are appearing ~ FT TS 
regularly in: .' ae FE SPANG-CHALFANT 

DOMESTIC ENGINEERING}: =: “t os Sener tee Cee eee eee 


GENERAL SALES OFFICES: PITTSBURGH, PA. 


FACTORY MANAGEMENT. 35 seteesee someeccrmeo QUALITY 
AND MAINTENANCE; *.: par ee that 18 
HEATING, PIPING AND>=<.s0 oes pecognteel wros 
AIR CONDITIONING; © oe q F ¥ . RR y/erore( LP? 
MILL AND FACTORY; and>*:\= dia 
PURCHASING. Copies are "= 
available on request. 











Perhaps you've wondered why we continue to advertise Spang CW 





Pipe during these days of great demand. Keeping this famous name 


tation; fe: 3 before buyers constantly reminds them that Spang means a quality 
Delays oak product ... and quality distribution. In this way, we are winning 
— their acceptance and helping to save your future selling time. 
led it . ‘ , 

eviews But Spang is doing something about the present too. Steps have 
8, Bo s been taken... and more are being planned . . . to maintain maxi- 
on all ot mum shipments to you. 

otation bf 

action ‘ 

at the 

onion | SPANG-CHALFANT 

Im me 


_The Division of The National Supply Company 


a GENERAL SALES OFFICES: PITTSBURGH, PA. 


8. . District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los 
7 Angeles; New York; Philadelphia; Pittsburgh; St. Louis; San Francisco; Tulsa 
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FOR SAFETY PLUS 


opRENS 


For better rubberized Work Gloves, look for the HOOD 
Trade Mark —a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


HOOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 


2 


-HeoP 








FLEXIBLE SHAFT MACHINES 


Whatever the requirement 
for a Flexible Shaft machine. 





There is a complete range of Wyco Equipment to 
meet every production or maintenance need. 

Today the Wyco Line leads all others with modern 
design models . . . infinitely variable speeds . . . 
streamlined enclosed cabinets ...new safefy features 

. all welded-steel construction. The only line of 
Flexible Shaft Equipment and accessories that en- 
tirely satisfies today's demand for a wide variety of 
high speed, long life, heavy or light duty production 
machines. Also available separately—Wyco Flexible 
Shafts with the Patented Non-metallic innerliner for 
replacement on older models of machines or for 
attachment to any motor. 

Wyco sets the pace, not only with new, exclu- 
sive features, but with models priced for quick and 
ready sale to customers who will appreciate Wyco 
superior engineering. 

Compare prices—we guarantee quality. Send now 
for complete Wyco catalog and samples of sales helps. 


WYZENBEEK & STAFF, INC. 


844 WEST HUBBARD STREET © CHICAGO 22, ILLINOIS 
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Carbide Reamers 


In Sizes %4-in. to %-in. 
They‘re Wear Resistant 


The “Ream-Rite’, a new line of car- 
bide tipped reamers priced almost 
down to high speed steel prices, offers 
superior finish and long wear. ‘lhe 
new line is available in sizes }-in. to 
g-in. and though they are not designed 
for line reaming setups, they are ideal 
for automatic and hand screw ma- 
chines, and for work that does not 
require a long flute to operate through 
bushings.—Super Tool Co., Detroit, 
Mich.—Industrial Distribution, June 
1948. 

















Nozzle Extinguisher 


Fog-Foam Type And Safe 
It's Applied Directly To Fires 


The extinguishing of flammable liq- 
uid fires is simplified considerably 
by the introduction of a new fog-foam 
nozzle available for use by fire de- 
partments, industrial plants, oil re- 
fineries, etc. ‘The nozzle comes in 
three sizes for service on 14-in., 24-in. 
and 34-in. hose. It is equipped with 
a fog-foam screen that discharges a 
wide protective pattern of fog-foam 
applied directly to flammable liquid 
fires. The screen easily can be te 
moved and replaced with a foam 
shaper which will allow the nozzle to 
discharge a long range of solid foam 
stream — Rockwood Sprinkler Co., 
Worcester 5, Mass.--Industrial Dis- 
tribution, June 1948. 
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An affiliate of The Fansteel Metallurgical Corporation and The Vanadium Alloys Steel Company 
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FOR AGGRESSIVE DISTRIBUTORS LIKE 
HERRICK COMPANY OF SOUTH BOSTON, | 


MASSACHUSETTS. 


“Experience proves that it's profitable to be a | 


Herman Nelson Distributor," says William H. 
Rigby, Manager, Heating and Ventilating Division 
of the Herrick Company. “For in addition to 
supplying quality heating and ventilating prod- 
ucts, Herman Nelson offers prompt service and 

. valuable merchandising assistance. Yes, the 
friendly and close cooperation of The Herman 
Nelson Corporation helps us increase profits 
through more sales." 


ji aality noducts — Successful distributors 


know that the Herman Nelson nameplate appears only on quality 
heating and ventilating equipment. Herman Nelson products 
have proved their superiority in thousands of installations all over 
America. All Herman Nelson products are rated in accordance 
with standard test codes. 


@ 
Cc } — Effective sales literature and compre- 


hensive engineering data help you explain and sell each product 
to your dealers. In addition, special sales promotion campaigns 
provided by Herman Nelson make it easier for you to do a profit- 
able business. 


Sewcee 
— Herman Nelson's nation-wide organization of 


Branch Offices and experienced Product Application Engineers 
assures prompt service — valuable sales assistance — personal 
attention to help you increase your business. 


William H. Rigby, Manager 
Heating & Ventilating Division 
Herrick Company 


Herman Nelson 
Belt Drive 
Propeller Fans 


Herman Nelson 
Direct Drive 
Propeller Fans 


Part of Herman Nelson's 


QUALITY LINE 


of Heating and 
Ventilating Equipment 


Herman Nelson 
Model CA 


THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment 


MOLINE, ILLINOIS 
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You Can Find 
New Customers 
Everywhere 


(Continued from page 111) 





some part of my instrument and 
he knows what tool I need for the 


job, just like that.” 


The first Dr. Wills Surveying 
Instrument to come out of the 
doctor’s machine shop was a little 
crude in design, yet it was a good 
working model which did prove 
his point. By working the horizon- 
tal and vertical planes of the model 
in unison, surveying each case for 
the best individual design, this in- 
strument would be the start in 
standardizing the design procedure 
for all partial denture cases. Its 
application in the treatment of 
orthodontic cases was especially 
helpful. 

Dr. Wills took his surveying in- 
strument and traveled over most of 
the country giving clinics before 
numerous dentists and technicians. 
The widespread acceptance of this 
surveying technique by members 
of the dental profession brought 
in orders by the hundreds for the 
Dr. Wills Surveying Instrument. 
The Army and Navy wanted large 
quantities for shipment to all parts 
of the world. It was then that the 
Wills Engineering Co. of Conners- 
ville took form and made ready to 
manufacture this instrument in 
quantity. 

Not being too familiar with the 
tools needed for production, Dr. 
Wills needed help in setting up a 
shop large enough to handle his 
orders. ‘There again the industrial 
distributor stepped in. He needed 
a real production set-up now. Ma- 
chine tools and industrial supplies 
went into a good sized machine 


| shop which he had erected to the 
| rear of his dental office and pro- 
| duction had started. 


| Tried Direct Buying 


Dr. Wills did try direct buying 


| for a time when he was asked to 
| manufacture, in addition to his 


surveying instrument, a gun part 


| for a large manufacturer needing 


greater production of this particular 
item. But as he says, “the manu- 
facturer’s man was only a figure- 
head acting for his employer in 
selling one product, after it was 
sold that was as far as he went. 
“In comparison,” he continued, 
“the distributor’s salesman takes a 
keen interest in his customers prob- 
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lems, a service so necessary to the 
small fellow like myself. I like to 
do business where there is a closer 
relation between buyer and seller.” 

So that explains why Charley 
Eichman calls on a dentist and gets 
orders for quarter inch twist drills 
and other industrial supplies. And 
it proves Charley’s point too: 

“There’s a market for industrial 
supplies in every trade and profes- 
sion if the salesman will only seek 
them out.” 











Know the Answers 
to quiz on page 132 





1. (a) top plate; (b) yoke or horn; 
(c) dust cap; (d) retainer; (e) 
top cap; (g) axle and nut; (f) 
string guards, axle bushing. 


2. Steel wheels, where floors are not 
of the best; plastic wheels, wherc 
floors are fair and shock is at a 
minimum; rubber, for noiseless 
operation. 


3. True. 


4.The all molded rubber or special 
metal wheel is best under these 
conditions. 


5. Soft rubber tread wheels may be 
recommended for all three kinds 
of service. 


6. Not often, but very, very seldom. 
Usually soft tread wheels will carry 
less than half the load carried by 
hard rubber or metal. 


7.Wheels may be made of semi- 
steel, aluminum alloy, soft rubber, 
along with plastic, hard rubber, 
cast iron and steel; not with bronze 
or magnesium. 


8. Wide-faced wheels are most suit- 
able for rough or “soft” floors. 


. False; bearings are .of four types, 
plain, roller, ball and oilless. Okay, 
so we're reaching. 





On equipment, on pipe lines, on 
bearings .. . wherever temperatures 
are critical, the WESTON Ther- 
mometer is now widely used because 
of its readability, its all-metal rug- 
edness, and its proved, long-time 
dependability. Available for general 
requirements, including a Max-Min 


Model which indicates high or low 
temperature reached since last set- 
ting. If your jobber cannot supply 
you, ask your local WESTON rep- 
resentative, or write , . . Weston 
Electrical Instrument Corporation, 
682 Frelinghuysen Avenue, Newark 
5, New Jersey. 


WESTON eckiconewit 
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.It is called “offset”—or “lead”’ or 


“throw.” 


. There most certainly is a direct 


relation. 


. Load rating describes the casters 


practical working load limitations. 


. The “king pin” is the steel bolt or 


stem protruding downward from 
the top plate to engage the yoke 
or horn, directly or through the 
swivel bearings, and usually is 
anchored to the plate. 
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Circle ® Bolts and Nuts... both standard and 
suit- special . . . are used in large volume by leading 
manufacturers of quality products. The depend- 
pes, ability of these bolts has been tested time after 
me , time and in thousands of applicati 

* proven in thousands of applications, 


BUFFALO BOLT COMPANY 


North Tonawanda, N.Y. 


These Heads and Threads are true SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 


50 Church Street, New York City 


pe -s»cxe(Q)BOLTS 
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Keep a 
irm grip 


on a lasting market! 


Only Desmond Simplex vises 
have the solid steel slide that 
makes them far stronger and 
more serviceable than ordinary 
iron slide vises. That’s just 
one of many good reasons for 
pushing the Desmond Simplex 
line consistently. Besides, from 
this line you can fill prac- 
tically all vise requirements — 
machinists’, combination pipe, 
welders’, filers’, drill press 


and milling machine, utility or 
garage, and woodworkers’ vises. 
There’s profit, too, in Desmond 
grinding wheel dressers and cut- 
ters—the only complete line of 
such tools available. And don’t 
forget Desmond’s long-standing 
dealer protection policy. Write 
for complete catalog today. 

The Desmond-Stephan Mfg. Co. 

Urbana. Ohio 
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. Lateral thrust on the bearings is 
set up when the load is moved 
forward. 


.The best lubricant to use on 
casters is grease, applied with a 
pressure gun. 


.In ordering casters specify all five. 
They all are necessary factors, and 
when specified will facilitate move- 
ment of your order. 


.Roller bearings are included in 
wheels to make for easier rolling 
of the load, reduce friction. 


. Wheels of large diameter may be 
recommended for all three condi- 
tions. 

. “Trailer casters” describes a type 
specially designed for use on trucks 
pulled by power transmission 
units. 


. True. That is the sturdiest design 
for those conditions. 





Stepping Stones 
to Successful Selling 





Reflections of a veteran sales 
manager, culled from bulletins 
to his salesmen 


Are salesmen born or made?—I’ve 
been prodding that thought around in 
my head for some years now. 

I’m not the only one, either. Scien- 
tists and students have mulled it over 
almost as long. Psychologists have 
argued for years the relative importance 
in final results between inheritance 
and environment—and they argue still. 
But let’s apply the same argument to 
salesmen: Are they born with the 
qualities necessary for salesmanship, 
or do they acquire them by good sense 
and practice in the field? 

I suppose the answer lies somewhere 
about halfway between. In salesman- 
ship as in many other occupations, 
natural qualifications and practice both 
are important. I’ve known some clergy- 
men who could climb into a pair of 
overalls and pass as plumbers, judging 
by the way they fixed that leaking pipe 
in the kitchen. And some lawyers I’ve 
known would have succeeded as well 
as salesmen—and some salesmen could 
have detoured into other occupations 
as lucrative, and perhaps as interesting, 
but for some accident of time or cir- 
cumstance. 

What I’m driving at is that we are 
all set down on Mother Earth with 
more abilities than we suspect, or ever 
are able to realize in this life—and for 
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OPERATING NUT 
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Ona 
STUFFING BOX 


‘an 
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FACE TO FACE DIMENSION 


FACE TO FACE DIMENSION 


Meet American standards B-16-10-1939 en- 
abling the replacement of valve in a tine 
without cutting or disturbing that line. 


DISC UNIT 

Adjusts itself to the seats in the valve body 
regardless of angle. Positive sealing insured 
on the upstream or downstream sides of the 
discs. 


STUFFING BOX 


More adequate in depth to insure tightness 
and maximum packing life. 


\ 


LUBRICATING 
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BONNETS 


FITTING 
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BONNETS 

Have the exclusive Cooper “Valves That 
Breathe” feature which compensates for ex- 
pansion and contraction due to temperature 
changes without damaging the stem or oper= 
ating nuts. 


OPERATING NUT 


“Replaceable Operating Nut" eliminates line 
shut down or breaking of Bonnet Joints. 


LUBRICATING FITTING 


Feeds lubricant to operating nut insuring ease 
of operation. 


Sold thru Leading Stainless Steel Distributors 


@ THE COOPER ALLOY FOUNDRY CO. 


HILLSIDE, NEW JERSEY 


Specialists in Corrosion Resisting Stainless Steel... for a Quarter of a Century 
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...the tools good workmen 


poh For 


To men who know and appreciate good tools there is only one make 
of pliers—Kleins. 

There’s sound reason for this preference among linemen and elec- 
tricians, mechanics and radio repairmen, good workmen in every 
field. They know that the quality of Klein Pliers is reflected in the 
quality of work performed. 

The complete Klein line includes husky side-cutters, long-nosed 
pliers, oblique-cutters—pliers for every purpose. Keep Kleins on 
order—your requirements will be filled as soon as possible. 


The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. 


Since 1857 


WRG omit L EIN: & Sons 


AVENUE CHICAG(C 18 | Oe ie 
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every salesman born, there are three 
salesmen made. And I’m not sure but 
what I’d give an extra vote to the 
three, for building careers the hard 
way. 





Sales Tips 
For Salesmen 


(Continued from page 112) 





| dust conditions prevail. In such cases, 


it certainly would be wise for the 
salesman to recommend a bearing with 
prov isions for greasing. 

“The salesman who does not pay 
particular attention to the particular 
job, and recommend the bearing that 
will make the customer’s product work 
most satisfactorily, is taking more than 
the line of least resistance. Actually, 
he is taking hand-out business—and 
he'll lose out in the end. 

“Speaking of paying attention to 
the particular job, there is one kind 
of business that often goes begging 
through the short-sightedness of some 
salesman. It’s no trade secret that 
the bearing manufacturers have a 
policy that they will sell bearings di- 
rect to manufacturers of a product for 
use in that product. Usually it isn’t 
very long before a manufacturer will 
grow big enough to be included in that 
class, and a ball-bearing supplier will 
take over a salesman’s account. 

“So some salesmen say: “What's the 
use of paying particular attention to 
the manufacturing trade, or spending 
time on it. We'll lose that business 
eventually, anyway.’” 

“But that’s not wholly true. There 
always is some emergency business 
coming through to you after the man- 


, ufacturer has taken over the account, 


and the volume of that business can 
be considerable. One of the distribu- 
tor’s main selling points is ‘service’.” 

















“Please gentlemen—no politics” 
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rugged drives 


The new RAY-MAN V-BELTS, developed by Man- 
hattan engineers, are an outstanding contribution to 
industry. Here are the distinctive features of new 
RAY-MAN V-BELTS: 


OIL-PROOF ... NON-SPARK .. . HEAT-RESISTANT 


Special-Engineered Strength Members absorb shock 
better. They are protected against Moisture, Shrinkage 
and Oxidation. 


Ria 





MANTATTAR | 


ee 


MANHATTAN RUBBER DIVISION 


If you have a particularly troublesome drive that has 
been hard on belts and expensive to maintain, call your 
Manhattan representative to tell you about RAY-MAN 
V-BELTS. 


Manhattan’s research-inspired leadership has brought 
you great benefits—will bring you more . 
Ahead with Manhattan” 


.. Keep 


RAYBESTOS - MANHATTAN nc. 
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DARNELL 
MANUAL 


Darnell Casters 
& E-Z ROLL WHEELS 


DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 


@ Save Money, 
Floors, Equipment 
and Time by using 
DY-N 4) | ot Wn @F-19 0 -V a3 
and Wheels... Al- 
ways dependable, 
these low-cost 
AoXo) amo) doh a-Yot aT ed | 
products have 
been made to give 
you a long life of 
efficient, trouble- 
free service. 


60 WALKER ST. NEW YORK 13 NY 
36 N CLINTON CHICAGO 6 ILL 
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May 31-June 12—Canadian Interna- 
tional Trade Fair, Canadian Na- 
tional Exhibition Park, Toronto. 





June 1-3—Petroleum Industrial Elec- 
trical Association and Petroleum 
Electrical Supply Association Adol- 
phus Hotel, Dallas. 


| June 7-12—International Exposition 


of Textiles, Trimmings and Factory 
Equipment, Grand Central Palace, 
New York. 


| June 26-Sept. 11—International In- 


dustrial Exposition, Million Dolla 
Pier, Atlantic City. 


June 28-July 2 — American Electro- 
platers’ Society Industrial Finishing 
Exposition, Convention Hall, At- 
lantic City. 

July 1-—International Trade Mart, 

New Orleans. 


July 6-10—2nd International Store 
Modernization Show, Grand Cen- 
tral Palace, New York. 


July 16-24—American Road Builders’ 
Association Show, Soldiers Field, 
Chicago. 

Aug. 27-Sept. 11—Canadian National 
Exhibition, Exhibition Park, To- 
tonto, 


| Sept. 13-17—Instrument Conference 


and Exhibit, Instrument Society of 
America, Philadelphia. 


| Sept. 27-Oct. 1—Third National Plas- 
tic Exposition, Grand Central Pal- 
lace, New York. 


Sept. 28-Oct. 1—Iron & Stee] Engi- 
neers Exposition, Cleveland. 


Oct. 4-9—Fifteenth Southern Textile 
Exposition, Textile Hall, Green- 
ville, S. C. 


Oct. 12-16—Fifth National Chemical 
Exposition, Coliseum, Chicago. 
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tern- fo ; LONG ANGLE LATHE FILE VS. MILL FILE. The problem in lathe filing 
1 Na- is to get the job done quickly and still secure the fine finish required. 
a. : In the years past, a regular Mill Bastard file was used frequently for 
Elec- rs this work; and it is still recommended if the filer is not thoroughly 
oleum experienced, for the Mill file is a little easier to use than the Long 
Adol- Angle Lathe file. The teeth of the Mill file, however, have a tendency to 
fill up with chips and consequently scratch the surface of the metal 
sition being filed. In the Long Angle Lathe file this difficulty has been reduced 
ae by increasing the angle of the teeth from 25° to 45°. The chips slide down 
; me iia | the longer angle and are forced out at the edges by the forward motion 
Long Angle Lathe File of the file. Virtually self-clearing, the Long Angle Lathe file does the 

car | work rapidly and leaves a beautifully smooth finish. 
ectro- HOW TO USE. In holding the file against work revolving in a lathe, it 
shing should not be held rigid or stationary, but should be stroked constantly 
» At : to distribute the cutting action throughout the file. Operator should 


stand at right angle to his work and be sure his arms and hands are 
Mart, placed so there is no danger of their coming in contact with any 
moving part of lathe or piece. Pressure should be applied gently at 
first and increased gradually. 








Store 
Cen- pa eo en a naa aia an aeons ence 

Mill Bastard File CONSTRUCTION AND APPLICATIONS. Every Nicholson and Black Dia- 
om mond Long Angle Lathe File is rigidly tested to see that its surface is 
BT . 


level and free from hollows that would cause scratches or grooves in the 

| work. Made in Flat type, with “Long Angle” stamped on shoulder. 

— Suggested for use on shafts, dowel pins, hubs, gears, rolls—in fact, 
anything that can be set up and spun in a lathe. 





ence 


y of 
in Nicholson makes special-purpose files for Brass, Lead, Aluminum, Stainless 


Steel, Foundry Castings, Die Castings, Die Making, Curved 


of and Shear Tooth filing—and Swiss Pattern files of all shapes and sizes. 
wf ' 


Lathe Filing eMOtg NICHOLSON FILE CO., 42 Acorn St., Providence 1, Rhode Island _~xag@ieeso., 
 >=_° 


ngi- 2 is.a.* (In Canada, Port Hope, Ont.) cd 
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Caught by the camera at the Atlantic City convention 


WITH GESTURES, R. F. Rode, Williamson Supply, tells 
a story to George W. Bishop, Jr., Buchanan-Williamson. 


LOOKING AHEAD but J. F. Shackleford and J. Lloyd 
Mason of Wimberly & Thomas, don’t seem worried. 


EARLY RISERS George Frye, Russell, Burdsall & Ward, 
and Stanley Sheldon, Chase, Parker & Co., have a lobby chat. 


A DISTRIBUTOR, W. A. Mars, Mars & Co., is between J. 
O. Glenn, Worthington, & P. E. Floyd, Allegheny-Ludlum. 


REGISTERING was an important step at the convention— 
only those with badges could get into the auditorium. 


BOARDWALKERS Milton F. Hilbert and G. O. Rasch of 
Woodward, Wight & Co., get a breath of fresh night air. 


SERIOUS for the moment, J. E. Ellis, Sr. and Jr., of Ellis 
& Lowe Co., Tampa, meet the photographer head-on. 


MEETING TIME finds M. G. Stewart, Pelican Well Tool 
& Supply, and Lloyd Mize, Industrial Supply, ready to go. 
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USG HELPS YOU SELECT GAUGES 


From the World’s Largest Family of Instruments 


SUPERGAUGE 


An instrument of test gauge accu- 
racy, designed for many years of 
service in heavy-duty indus- 
trial installations. Withstands 
excessive vibration and 
pulsation and provides 

a safe positive check 

on process control. 


* ‘ 
ALL-PURPOSE PRESSURE GAUGE > 


An economically priced pressure gauge 
manufactured to commercial accuracy. 
It has a phosphor bronze bourdon 
tube and a corrosion-resistant move- 
ment, It’s smart in appearance and 
dependable in performance. 


é 


i U.S: INSTRUMENTS Tell The Truth 
BRASS SHS HK SSSSeBee Besser eeae ae 


CHEMICAL GAUGE 
Clean-Out Type 


Designed for service in chem- 
ical and processing plants for 

use on heavy viscous fluids 

that tend to clog. Supplied with 
precious metal Saslieamcend 
assemblies for highly corro- 
sive chemical application, 
Diaphragm is easily re- 
moved for cleaning. 


BOILER GAUGE 


For use on hot water heat- 

ing systems. Indicates on 

one dial: water temperature, 

head of water above gauge and 
pressure in system. Rugged con- 
struction with easy-to-read dial, 
Available in round or square case, 





6 out of 10 Manufacturers 
Buy US Gauges 


ULTRAGAUGE 


A superior quality gauge of top-most ac- 
curacy and durability, designed espe- 
cially for chemical and oil refinery 
applications. Furnished in 4%”, 


6”, 8%", 12” and 16” dial sizes ,* 
. .. from vacuum up to ,” 
100,000 pounds per square ¢ 


¢ 
inch pressures. ¢ 


REFRIGERATION GAUGE 


Important features include: adjustable 
hub pointer, broad easy-to-read lu- 
minous dial, removable screw check. 

Low side gauge has 1” and 1 |b. 
graduation and is protected to 200 
Ibs. overpressure. Also available 
with external calibrator and re- 
tarded movement. 


oo 


ht hoe a esa 


Pee meee CMe HORSES EMER memame: 


HYDRAULIC GAUGE 


A gauge built to give continuing 
and accurate measurement of 
hydraulic pressures. The ex- 
tra heavy-duty movement is 
designed to withstand the 
severe shocks and rugged 
. Service required of gauges 
*, when installed on hy- 
*. draulic presses and 
*, Diesel engines. 
. 


y* 


. 
>. 


. 
x 


WELDING GAUGE ‘s 


This well designed gauge 
incorporates the safety blow- 

out features in the low as 

well as the high pressures. It is 
especially designed to withstand 
rugged handling. It is a tough 
gauge for a tough job. 


Get your copy of our 
New Folder describing 
many USG Products. 


Cu and. Mund ‘es Cou mn Today! 


UNITED STATES GAUGE 


DIVISION OF AMERICAN MACHINE AND METALS, INC. 
SELLERSVILLE 26, PA. 


Without obligation or cost please send me a copy 
of your new helpful folder. 


Lille 
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Conventioneers, as seen by the photographer in Atlantic City 


J. J. DeMario (right), Raybestos, AFTER-DINNER CIGAR is enjoy 
talks to an editor; Barry Koss (seated), Worthington, distributes copies of speeches. by A. S. Jorgensen, A. pe eg 


FIVE STRONG were the Boyd Supply Co., Philadelphia, representatives. They FROM GEORGIA are Mr. and Mrs. 
are Sam Hough, Bob Parsons, Vance Boyd, Dick Conway and Ray Bruton. T. H. Humphreys, C. W. Farmer Co. 


. " be tia . 
PARTY GUESTS: J. R. Hewitt, C. A. Lynch, Roy A. Sipf, of Joseph Woodwell, SMILING WIVES: Mrs. F. L. Bishop, 
and Frank Delaney, Mills & Lupton, J. C. Hogan, Cleveland Twist Drill, is seated. Armstrong Bray; Mrs. B. R.Riraskie. 


HERE’S HOW: E. A. Booth, N’tl. Supply; H. A. Tuck, Pittsburgh Gage; J. E. A HOSTESS, Mrs. Dan Northup, 
Madsen, Madsen & Howell; C. H. Carroll, Worthington, and E. A. Olson, Pitts- Thompson Co., greets George Halpin, 
burgh Gage. Minnesota Mining. 
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Boost your band saw profits with 


Easy to sell because their distinctive features 
are quickly recognized by band saw users. And 
Disston Flexible Back Metal Cutting Band Saws 
bring in repeat sales because they do top quality 
work at a saving of time and money. Explain the 


following features to your customers and see how 
favorably they react 


@ Saws are hardened on tooth edge only .. . 
flexibility ... reducing chance of breakage... adding to 
service life of blade 


increasing 
@ Teeth are milled (not punched) and uniformly set 
to very close tolerances 


@ Designed for general metal cutting—from soft metals 
and plastics to cast iron, steel, and tough alloys 


@ Two types of teeth: Regular, for normal cutting; 
Buttress — specially recommended for cutting aluminum 
and magnesium at speeds of 3,000 f.p.m. or more 


@ Supplied cut to machine length and joined ready for 
use, and in coil lengths—100 ft. coils, 4%’ to 4%’ wide, 
pactosd in the handy Disston Safety Reel, shown above. 


Write for further particulars 


Toronto 1, On-. 


Safest... Easiest to Use 
THE DISSTON SAFETY REEL 


1 
‘ 
‘ 





Clip prevents coil from unwinding — makes dis- 
‘ 
‘ 


pensing as simple as pulling out a length of 
metal tape rule. Packed in strong, salable con- 


tainer which protects saw and makes storage 
\ 
1 


and identification easy. 


1. Grip clip between thumb and forefinger of 
left hand. 

2. Pull out band saw with right hand 

3. Cut off length desired 

4, Push clip back to end of saw 


The entire operation takes but a fraction 
of a minute . 


1 
\ 
\ 
\ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
1 
' 
‘ 
1 
‘ 
‘ 
‘ 
1 
1 
‘ 
‘ 
1 
‘ 
‘ 
‘ 
1 
1 
1 
‘ 
‘ 


and it is safe because 
the saw is under control at all times and 


there are no jagged edges 








IT PAYS TO SELL d_ 
DISSTON PRODUCTS ; SELL 
BAND SAWS... CIRCULAR \ DISSTON 
SAWS (solid we ‘eeeuel tooth) \ STEEL 
..HACK SAW BLADES...FILES \ §KILL 
Sahinliens and Swiss Patterns) 


ion \ and 
CARBOLOY FITTED CIRCU- SERVICE 
LAR SAWS... TOOL BITS. \ 


Branches: Chicago, Seattle, Portland, Ore., San Francisco, Vancouver, B.C. 
Canadian Factory: 


/ HENRY DISS TON & SONS, INC., 623 Tacony, Philadelphia 35, Pa., U.S.A. 


Australian Factory: Sydney, 
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Atlantic City conventioneers — in off moments 


HORSE-PLAY by the Cleveland Chain “twins.” Art 
Reimer sings “Rock-a-Bye Baby” to R. Bruce Vascy while 
Mrs. D. J. Gemmell looks on. 


THE STORY HOUR finds V. A. Vail (right), Noland Co., 
Roanoke, recounting a tale that seems to strike the fancy 
of Kenneth J. Pettigrew, Sheldon Machine Co. 


COCKTAIL HOUR is observed by L. C. Barkley; Stewart 
Monroe, M. G. Kimball, Barker, Rose &. Kimball; W. T. 
Parr, Thos. H. Bradley, Inc.; A. A. Ringland, in Raybestos- 
Manhattan rooms. 


GOOD FOR A LAUGH is the story Ben S. Barker, Pye- 
Barker Supply, is telling C. R. Dent, Blue Ridge Hardware 
& Supply, and A. R. Nicolas, Kester Machinery. 


A LUCKY MAN, John J. Dugan, Arro Expansion Bolt, is 
about to receive a desk pen from H. E. “Pete” Thayer, 
INDUSTRIAL DISTRIBUTION, in the magazine’s suite. 


A SONG’S BREWING. Seated: J. F. Beecher, Globe 
Woven Belting; Mrs. H. H. Lawson & Gene Robers, Weath- 
erhead. Standing: G. E. Bestick, -Elwood Adams; G. P. 
Rapp & M. J. Wagner, Globe Woven. 
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ARO 
BALANCER 


SUSPENDS. PORTABLE TOOLS 








MODEL 7072 


INCREASES PRODUCTION... 
CUTS MAINTENANCE COSTS! 


Now—save time on your production lines... 
reduce maintenance costs... by suspending porte 
able tools from Aro Balancers! 


Designed to increase workers’ efficiency by 
keeping working space clear of hose or cords— 
yet keeps the tool in easy reach for instant use. 
Eliminates accidental dropping, mishandling, 
needless repair costs. Easily and quickly adjusted 
for correct balance on all types of portable tools 
weighing up to 10 lbs. Light weight... all steel 
stamped housing and drum. Provides in-line sus- 
pension of tools—no twisting or turning. High- 
temper spring insures long life and trouble-free 
service. See your Aro Jobber. The Aro Equip- 
ment Corporation, Bryan, Ohio. 


SEND FOR CATALOG SHEET No. 1161 
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HUSBANDS AND WIVES pause for 
refreshment. They are Mr. and Mrs. 
W. L. Page and Mr. and Mrs. George 
H. Booth, Carolina Machy & Supply. 


= 


DRIFTING AND DREAMING 
while the music plays are Mrs. Paul 
Rickman, Bard Steel & Supply, and 
J. R. Clark, White Star Machinery. 


AWAY FROM IT ALL for a few min- 
utes are Mrs. Lloyd Stivers, Vulcan 
Copper & Supply, and Mrs. Wilton 
Husing, Wm. Powell Co. 
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FATHER AND SON go calling and 
drop in on INDUSTRIAL DISTRI- 
BUTION. They are Bill and Cliff 
Cecil of Joseph F. Gleason & Co. 


al 
AT THE SNACK BAR just before the 
conference booths opened are C. F. 
Duff and I. F. Grainard of Morse 
Twist Drill & Machine Co. 


REWARD FOR SERVICE. Bud 
Hanson, general manager of the Ameri- 
can Association, receives a token of 
appreciation for his 20 years of service. 


OUT FOR A STROLL. Mrs. Ken- 
neth L. Miller, Mechanical Supplies, 
Cincinnati, joins E. M. Tiller, S. B. 
Hubbard, Jacksonville. 


4 


DETROIT MEETS PHILADELPHIA. Four representatives of J. T. Wing Co., 
Detroit, chat in the hotel lobby with three Quaker Rubber men. Left to right, they 
are: G. C. Johnson, Quaker; Grant Piggott, and H. F. Skibee, Wing; H. C. Heine 
and A. H. Smith, Quaker; and Albert and David Piggott, Wing Co. 
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ADDITIONAL REASONS 
Why it Pays to be a 
Dayton V-Belt Distributor 


@ Dayton is the complete 
V-Belt line. 

@ Dayton V-Belt quality is 
unsurpassed. 

@ DaytonV-Belts are pack- 
aged for low-cost handling. 
@The Dayton catalogs 
are the most complete in 
the field. 

@ There are factory trained 
Dayton engineers in every 
Distributor's territory. 

@ Dayton supplies adver- 
tising and sales promotion 
materials to fit your par- 
ticular needs. 

@ Strategically-located 
warehouses back you up. 


Behind all the above is 
Dayton's hard-hitting na- 
tional advertising and 
sales promotion program 
and Dayton’s reputation 
as World's Largest Manu- 
facturer of V-Belts. 


From a one-man business in a 10 by 
10-foot building in 1927 toa 50-man 
business occupying a three-story 
building utilizing 36,000 sq. ft. of 
floor space in 1948 is the story of 
T.W. Patton and his Machinery Sales 
& Supply Co., Dallas, Texas. Hard 
work and taking advantage of all 
available help outside have been 
two important ingredients in Mr. 
Patton’s success. It means something, 
therefore, when Mr. Patton says: 
“The Dayton Rubber Company’s 
Information Program is the most 
complete and helpful program that 
has been presented to us in our 20 
years in the mill supply business. 
We know, from increased V-Belt 


sales, that it has given our men: 


power transmission drive knowl- 





“The Most Complete Manufacturer’s 


e J Ml 
Information Program We've Ever Seen 
... says Tom Patton, President, Machinery Sales & Supply Co. 


edge that most of them never had 
before. Equally important to us, it 
has opened the eyes of our men to 
the sales possibilities of many prod- 
ucts in addition to V-Belts.” 

The Dayton Rubber Information 
Program was designed to help mill 
supply salesmen sell more... and 
better ... power transmission drives. 
The program includes moving pic- 
tures, chart talks, slides and other 
change-of-pace materials that hold 
the salesmen’s interest. If you have 
not already scheduled this program 
for your sales personnel, call your 
Dayton district office today. 

If youare not a Dayton Distributor, 
write for the address of your nearest 
Dayton office to The Dayton Rubber 
Company, Dayton 1, Ohio. 


Dayton hubber 


THE MARK GF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 


INDUSTRIAL DISTRIBUTION © JUNE, 1948 





———— 
— 


eras} AIMED TO SELL 
AND SATISFY 


ge Mey 


® 


Anvil Tools 
Awls 

Bit Braces 
Breast Drills 
Chisels, Cold 
Chisels, Wood 
Hammers 
Hand Drills 
Levels 
Marking Gauges 
Mitre Boxes 
Nail Sets 
Planes 
Punches 
Rules 

Saw Sets 
Scrapers 
Screw Drivers 


Sledges 
STANLEY TOOLS Soldering Irons (Electric) 


New Britain, Connecticut Spoke Shaves 


; Squares 
"The Tool Box of the World’”’ Vises 
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. 
~ 7 See 


Increasing demands and new-procedure 
requirements of your customers who do 
light metals finishing are being met every 
day by cost-cutting, profit-building, 
product-improving Brightboy. 


You can build your business NOW by point- 
ing out how results are obtained through 
Brightboy’s one-operation precision action, 
which burrs, finishes and polishes to close 
tolerances, and at the same time achieves 
unusual surface effects where required. ne ee ean 





Weldon Roberts 


Bring your complete abrasives service : nw 
right up to date by featuring increasingly- 

popular Brightboy. Write NOW for details 

of Brightboy’s Selective-Distributor Sales 

Franchise which offers inviting sales oppor- 

tunities based on today’s requirements in 

modern products finishing. 


WHEELS e@ BLOCKS e@ STICKS @ RODS 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO., 
Newark 7, N. J. 





The SOFT RUBBER binder CUSHIONS the abrasive 
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ANOTHER 
DONNELLEY 
CATALOG 
CUSTOMER 


BEAUMONT 


BLUE BOOK 8 





Norveui:-Witper 


FOR DEPENDABLE SERVI THE 


NORVELL-WILDER wax 





ww 
The Norvell-Wilder 
Supply Company, 
Beaumont, Texas, has 
found that 


Leadership prospers with Leadership 


The Lakeside Press | 


R. R. DONNELLEY 
& SONS COMPANY 


350 EAST TWENTY SECOND 


STREET + CHICAGO « ILLINOIS 
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FROM 
MANUFACTURERS 


TAPS—A 112-page catalog contains 
engineering data on standard and spe- 
cial taps for use on various materials 
and includes information on sizes, 
class of fit, lubrication, tables, etc.— 
Hy-Pro Tool Co., New Bedford, Mass, 





MAGNETORQUE —A new bulletin, 
No. C-39, fully explains Magnetorque 
crane control, available with drum 
type or full magnetic control, and with 
all-position dynamic braking—Har- 
nischfeger Corp., Crane Division, Mil- 
waukee 14, Wis. 


VALVES & STRAINERS—A icw 
film strip available for showings to vari- 
ous wholesalers, describes the manu- 
facturer’s pressure reducing valves, re- 
lief valves and strainers—A. W. Cash 
Valve Mfg. Corp., Decatur, Ill. 


SILENT CHAIN DRIVES — Book 
No. 2125, a new 48 page volume, 
covers industrial-standard silent chain 
drives, complete stock drives in sizes 
from 4 to 50 hp, tabulated in easy-to- 
use selection tables——Link Belt Co., 
Chicago 1, Ill. 


SOCKET SET SCREWS — And 
keys, in a handy working assortment, 
are packaged in an attractive transpar- 
ent plastic box. The assortment, No. 
15, contains 20 pieces each of 12 sizes 
of socket set screws and 5 pieces each 
of corresponding keys. The one-piece 
box of clear plastic with molded par- 
titions has an easy-to-read decal on the 
inside cover listing contents according 
to location in the box. The assortment 
refills in standard packages of 25 pieces 
are carried in stock.—Chicago Screw 


Co., Chicago 24, IIl. 


CONVEYOR BELTS — A guide to 
the proper selection of conveyor belt 
grades explains the different grades, 
pictures and describes the conveyor 
belts in the company line, cites the 
common application for each and de- 
votes a page to special construction ob- 
tainable in the various grades.—The 
B. F. Goodrich Co., Akron, Ohio. 


FORGED STEEL VALVES—in two 
colors and 16 pages long, a new catalog 
describes the mariufacturer’s full line 
of forged steel valves in gates, globes, 
angles and checks with various types of 
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Are Your 


Customers 


Let Besly’s “HELPING HAND” Help You 
Push Tap Sales Up in All Those Fields 





laniu- 
S, TC- . . . . 
Cash Problems involved in the threading at the lowest possible cost to you. 
of materials which are highly abra- Let Besly put your profits ahead 
ok sive or have a tendency to “close in” | with these taps to handle such “hard- 
ook cy P 
he after tapping require more than or- _—to-conquer jobs.” Check the chart 
chain 
sizes dinary tap engineering. Through in- | below—See how many more impor- 
— tensive research on these jobs, Besly tant advantages Besly gives you for 
can now provide specially treated increased sales in these markets. 
eal taps that assure clean, accurate Then make it a point to check with 
nent, threading of materials of this type your Besly representative—today! 
\Spal- 
, No. - 
phen BESLY’S SPECIALLY TREATED TAPS FOR 
each THREADING PLASTICS, ABRASIVE MATERIALS, 
Besly’s “Helping Hand" 
piece DIE CASTINGS, ETC. GIVE: y ping 
- par- has 5 Strong Fingers 
n the ; istance Free Cutting — / : 
Abrasive Res! agai 4 
rding a a 


ment 
ieces 
screw 


For automatic screw 
machine work. 


Special Surface treat- 
ment to increase tap 
life. 














de to 

belt 

sie Free Fit — 

veyor Faster Delivery 

; the To accept Expert Engineering Counsel 

d de- Gauge after i Besly Inventory Control 

n ob- plating. drivers. A Well Balanced Line 

-The Top Quality Taps 

0. 

s two BESLY TAPS © BEStLY TITAN ASRASIVE WHEELS 
talog BESLY GRIN DOR S AND Bee ESS ORT SS 
line 

obes, CHARLES H. BESLY & COMPANY © 118-124 North Clinton Street, Chicago 6, Illinois 

yes of . Factory: Beloit, Wisconsin 
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trim.—Ohio Injector Co., Wads- 


worth, Ohio. 

HOOKS, TONGS, ETC. — A wide 

variety of hooks, tongs, grips and slings 

are described and illustrated in a new 
G bulletin, No. 200, which includes data 


| on construction features, capacity rat- 
i @ ings, safety factors and specifications. 
| —Downs Crane & Hoist Co., Los An- 

geles 37, Calif. 





INSERT TOOLS — With mechani- 
| cally held solid cemented carbide bits, 
| are described in a new 6-page supple- 

ment (No. 3) to the manufacturer’s 

general tool catalog—Carboloy Co., 

Inc., Detroit 32, Mich. 





nai is 





scREWS 


Any threaded fastener doing the 


cAP 


job of holding parts together, 


should always be engineered for 


De ge Me ag 


surplus performance. 







Whether cap screw, machine bolt 
or carriage bolt, it should stand 
up under the strains of unex- 
pected emergencies. That is the 
TRIPLEX Creed. And, that’s why 


we say, “‘A turn to TRIPLEX is a 
turn for the better’’. Write for NEW RULE MARKING — Vertical 
marking of the manufacturer's “Zig 
Zag” rules has been adapted to the 
7506 “Pull Push” rule. The new num- 
THE TRIPLEX SCREW COMPANY bering makes vertical as well as 
5307 GRANT AVENUE _ horizontal measurements easier, and 
CLEVELAND 5, OHIO | accurate reading on overhead meas- 
urements are assured. The blade can 
be completely removed from the case 
for taking end to end measurements. 
—Stanley Tools, New Britain, Conn. 


your copy of complete catalog. 


a 
x 


FLEXIBLE COUPLING—The new 
Morflex flexible coupling line is illus- 
trated and described in a new 32-page 
catalog and includes data on the de- 
velopment construction and working 
principle-—Morse Chain Co., Detroit 
8, Mich. 





SPEED REDUCERS — Thirty-two 
pages of a new catalog are devoted to 
the 13 styles and 29 different sizes of 
motorized speed reducers manufac- 
tured by—Janette Mfg. Co., Chicago 
All TRIPLEX semi-finished 6, Ili. 

nuts are milled from the bar. 
You’ll like their free-running MASONRY DRILLS — With spiral 
threads and snug-fitting heads. flutes, are listed and illustrated in the 
manufacturer’s catalog-circular “Car- 


» THREADED | bide Tipped Masonry Drills”. —Whit- 


man & Barnes, Detroit 16, Mich. 
‘ FASTENERS 


CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS DIAL SNAP GAGE—The manufac- 
turer’s large dial bore gage and small 
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MONDS 


Exclusive Sales Features: Simonds process of Crescent 
Grinding does uniform job on both sides at once 
—gives even taper. Large raker gullets prevent 
“choking up.” These, plus Simonds special methods 
of tempering and testing, guarantee the finest 
cross-cut saw that can be made. 


Quality Name: Simonds is most experienced U. S. 
saw-maker ... makes only first quality lines ... 
no secondary grades. 


Simonds Tie-In Sales: Special “Red Tang” Cross- 

cut Files, saw handles, setting hammers and blocks, 
frames, and other crosscut saw tools. Also Simonds 
Abrasive Company’s Borolon Saw-Gumming Wheels. 


That’s why Simonds Crescent-Ground Crosscuts give 
you the fop cut in profits! Get in touch with the 
nearest Simonds office. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, me 127 S. 
Green St., Chica » 7, IL; 416 W. Eighth +" i Angel es 14, 
Calif.; 228 First fan Francisco 5, Calif.; 311 S. W. First 
Avenue, Recteet 4, Ore.; 31 W. Trent dy 

Spokane 8, Washington. Canadian Factory: 

595 St. Remi St., Montreal 30, Que. 


SIMONDS 
SAW AND STEEL CO. 
FITCHBURG, MASS. 8 j ae o a D S$ 
Other Divisions of SIMONDS SAW AND STEEL CO, 
making Quality Products for Industry 


PHLADELP MIA, PA 


$T ’ * ca MONI 10. 
as Saw ano sfaee ma Grinding — roonre scout 
Locnpont, ~~. wh Is si see 10m Pr 
Furnace Steels end Greins for Canada 
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C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 





diya sn esl Chine Rawhide banner a 


CHICAGO Rawhide wr Nizenae) 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; 
gears, pinions and gear blanks; aprons and hand leathers ; hydraulic packings. 
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dial bore gage; all three are described 
3 in a new booklet.—Nilsson Gage Co., 
| Inc.—Poughkeepsie, N. Y. 


| BRANDING IRONS — Catalog No. 


; 300 describes seven new types of elec- 


tric branding irons with instructions 
for ordering, a list of materials which 

| may be branded, etc.—Hexacon Elec 
tric Co., Roselle Park, N. J. 


STOCK DRIVES — in silent chain 
and sprocket standardization program 
are described in a catalog complete 
| with specifications, service factors and 
classifications and installation data— 
Morse Chain Co., Detroit 8, Mich. 


CARBIDE TIPPED TOOLS — The 
manufacturer’s line of drills and ream- 
ers are described in a 26-page handy, 

| pocket-size book which details, also 
the care and set-up of carbide tipped 
tools and applications—Chicago-La 
trobe Twist Drill Works, Chicago 10 
Ill. 








NEW LINES 
taken on by 
DISTRIBUTORS 





Fulton Supply Co., Atlanta, Ga., has 
been made Georgia distributor for 
air control equipment of A. Schra- 
der’s Sons. 


Clark Equipment Co., Los Angeles, 
Calif., has been made distributor 
for three lines; Comet radial arm 
saws, Davis & Wells woodworking 
tools, and Ingersoll-Rand impact 
tools. 


| L. B. Smith, Inc., Camp Hill, Pa., 
has been named an authorized dis- 
tributor of Worthington Multi-V- 
Drives. 


The Enderle Hardware Co., Los An- 
geles, has added to its lines power 
tools manufactured by Duro and 
the line of Star Expansion Bolt Co. 


| Lignite Combustion Eng. Corp., Bis- 
marck, N. D., has been made 
authorized dealers of industrial 
machinery equipment manufac- 
tured by Worthington Pump & 
Machinery Corp. 


Fulton Supply Co., Atlanta, Ga., has 
been made Georgia distributor for 
products of Carpenter Tool Stee! 

| Co. 








ined CLE*FORGE “44, DRILLS PRODUCE 


1,469 MORE HOLES PER GRIND 
: Selmiee 


anc 
a— S i 
ch. ‘alae eZ on Stock Drills 
-am- \ : 

ndy. / < C <> 
also , \ “8 

pec 








»-La 
10 ae | a ie Cs Drilling cast iron burners can be a problem—unless 
> \\\\M 3 you use CLE-FORGE High Speed Drills. <> On 
=— TDR omnes Nt a_s the production job shown here, four makes of stove 
burner drills were carefully tested. CLE-FORGE 
High Speed Drills gave 3,466 holes per grind, 
or 1,469 more than the next best! xo This is not 
an unusual record. It is typical of many tests, and 
clearly demonstrates the superior performance of 
_— CLE-FORGE High Speed Drills. For information 
regarding a survey of drilling operations in your 
0 plant, write or call our nearest Stockroom to send 
hra- AIS \\ Zz a Service Representative, or .. . 
— Telephone Your Industrial Supply Distributor. 
eles, 
utor 
arm 
king 
pact 
ra. 
dis- 
i-V- 
THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 
An- Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 1 * San Francisco 5 
ywer ‘ Los Angeles 11 * London W. 3, England 
and 
Co. 
Bis- 
1ade 
trial 
ifac- j 
. ¢ # “CLEVELAND” DISTRIBUTORS EVERYWHERE 
are ready to serve you! 
has 
for 
steel 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Out on 4 limb because of shortages ? 


Call on Air Express. It’s the best—and fastest—way to 
get supplies, parts and equipment. This super-speedy 
service is a round-the-clock proposition, speeding 
your shipment via Scheduled Airlines—offering you 
pick-up and delivery at no extra cost. 

Air Express rates are surprisingly low. Use its speed 
regularly to clip whole days off shipping time, and keep 
your business running in high gear. 


Specify Air Express-Worlds fastest Shipping Service 
eLow rates—special pick-up and delivery in principal U.S. 
towns and cities at no extra cost. 


e Moves on all flights of all Scheduled Airlines. 
e Air-rail between 22,000 off-airline offices. 


True case history: Tulsa, Oklahoma, factory regularly gets ma- 
chine replacement parts by Air Express. Keeps production 
moving. Typical shipment (25 lbs.) left Milwaukee at 10:10 
A.M., delivered Tulsa 6:40 P.M. same day. 655 miles, Air 
Express charge $5.37. Any distance similarly inexpensive. 
Phone local Air Express Division, Railway Express Agency, 
for fast shipping action. 








Rates include pick-up and delivery door 
to door in all principal towns and cities 


oan 





| E. C. Blackstone Co., Memphis, 


Tenn., have added to their lines the 
following: Medart Co., Smith 
Welding Equipment Co., Carve 
Pump Co., Temco Electric Heat. 
ing Furnace Co., and the Behr-Man. 
ning Co. 


| Hall & Co., Spartanburg, S. C., has 


taken on the power tool line of 
DeWalt, Inc.; air compressors and 
lamps of Westinghouse Electric 
Co.; and power tools of Walker 
Turner. 


Penn Central Equipment Co., of 
Altoona, Pa., has been appointed 
distributor of the entire Hewitt 
Rubber division’s line of industrial 
hose, conveyor and transmission 


belting, and packing. 


Geo. F. Motter’s Sons, of York, Pa,, 
has been appointed an authorized 
distributor of Worthington All. 
speed Selectors. 


The Hopper Machine Works, Bakers- 
field, Calif., has been made dis- 
tributor for Walker-Turner light 
machine tools and the Armstrong 


Bros. Tool Co. 


Pacific Mill & Mine Supply Co, 
Fresno, Calif., has added Miller 
Falls Co. tools and hardware; Da. 
mascus Steel Products Corp. prod. 
ucts; and Aro Equipment Corp. air 
tools. 


Among the distributors now stocking 
du Mont Minute Man _ keyway 
broach kits are the following: 


¢ Cleveland Tool & Supply Co., 
Cleveland, Ohio 


¢ Stacy Supply Co., 
Springfield, Mass. 


e Oliver H. Van Horn & Son, 
Inc., 
New Orleans, La. 


e General Tool Co., 
Portland, Ore. 


¢ J. Russell & Co., Inc., 
Holyoke, Mass. 


¢ Marshall Tool & Supply Co., 
Los Angeles, Calif. 


Nine new distributorships have been 
made by the Rust-Oleum Corp. 
makers of rust preventive products 
for industrial and other uses. ‘They 
include: 


e Darrow & Comstock Co.. 
New London, Conn. 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 
e L. O. Shaw Co., 


SCHEDULED AIRLINES oF THEU.S. | Belvidere, TL 
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Mane p> here is one of the greatest innovations 
ors and to add efficiency and ease of operation: 
Electric 
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NEW MODEL 110 


DOUBLE SPINDLE HEAVY Oa 
BUFFER and POLISHER 








Combination Switch and Brake Automatically Stops 
the Wheel Spindle When Switch is in “Stop” Position 


Model 110 eliminates cycle changing equipment and waste in power transmission. TWO 
CHROME MANGANESE STEEL SPINDLES mounted on heavy duty ball bearings driven by 
separate motors in base. Operated together or separately. 

















y Co., 
PROFIT BY THE U. S. SIX-POINT DISTRIBUTORS’ PLAN: 
ve been 1. Full line 3. Economical prices 5. Good profits 
—— 2. Super-quality 4. Protection 6. Sales aids 
yroduc 


. ‘They WRITE FOR DETAILS ABOUT AVAILABLE TERRITORIES 


UNITED STATES ELECTRICAL TOOL G. 


CINCINNATI, OHIO 
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DART LEADERSHIP 


is based on these 


Loven Mbantaes 


SPHERICAL 
CONTACT 


The two seats in each Dart 
Union are spherical- 
ground to form a true 
ball joint that’s drop- 
tight and leak- 
proof. 


PROPER 
ALLOYS 


Both seats are made of 
bronze—which means 
they’re yon-corroding 
... longer lasting. 


TROUBLE- 
FREE DESIGN 


Darts close without damage, 
jamming, or excessive 
wrenching. Body and nut 
are made of high-test, 
air-refined malleable 
iron ... practically 
indestructible. 


Shoot for better profits 
by stocking DART UNIONS. 


My 

l, 
Cd 

\” 


oO \\\ 


lll 


E. M. DART MANUFACTURING CO. 


PROVIDENCE 5, RHODE ISLAND 


UNIONS 
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¢ Barker Barge Line. 
Lockport, La. 


e Assumption Farmers Supplies, 
Napoleonville, La. 


e A. C. Brauer Supply Co., 
St. Louis, Mo. 


¢ Washington 
Inc., 
Jersey City, N. J. 


e Welles Supply Co., 
Elmira, 'N. Y. 


¢ John Weekes & Son Co., 
Watertown, N. Y. 


¢ Clymar Eng. & Sales, Inc. 
Milwaukee, Wis. 


Hardware Co,, 





FROM THE 


FILES = 





| 25 YEARS AGO 


The city of Cincinnati, during the 
week of May 14, 1923. witnessed one 
of the greatest gatherings in the his- 
tory of the mill supply business when 
the ‘Triple Convention, along with the 
National Pipe & Supplies Association; 
met there simultaneously. 

The joint session of the National 
and American associations was pre- 
sided over by President Irving Lemaux, 
of the American association. Paul Arm- 
strong discussed “Standardization”; 
M. B. Skinner talked on “Cash Dis- 
counts” and Farnham Yardley read a 
paper on “Closer Co-operation Be- 
tween Manufacturer and Distributor.” 

The first executive session of the 
Southern Supply & Machinery Deal- 
ers Association was called to order by 
President Thomas G. Hyman. Mr. 
Hyman strongly endorsed the recom- 
mendation of manufacturers for stand- 
ardization and simplification in their 
various lines, to the greater benefit 
of distributors who carried odd sizes. 

Four hundred manufacturers and 
jobbers registered and helped to make 
the 14th Annual gathering of the Na- 
tional Pipe & Supplies Association 
Convention a “grand success.” There 
was general agreement that the busi- 
ness outlook was bright. 

Charles S$. Farquhar, treasurer of 
Chandler & Farquhar Co., Boston, 
missed the triple convention in Cin- 
cinnati, still abed but recovering rap- 
idly from his recent illness. 

George Puchta, president of the 
Queen City Supply Co., Cincinnati, 
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They all want 
AMERICAN BLOCKS +»> SHEAVES 


You’ll be a “wanted” man, when the news gets out that 
you’re offering genuine AMERICAN BLOCKS and SHEAVES. 
So why not let those buyers trail you, and trap you, and 
take some of this profitable merchandise away from you? 
Just talk up the famous AMERICAN line on one trip out 
...and the response will convince you that these great 
blocks and sheaves—made solely for wire rope—are in 
a class by themselves. 


INSTANT ACCEPTANCE is assured . . . because men who 
use wire rope have knowr: the name “‘AMERICAN HOIST” 
for sixty years and more. 


PRICES ARE RIGHT... and profits are generous. 
PROMPT SHIPMENT from our plants at all times. 


Seeing is believing. So just expose yourself to some of 
this nice business . . . and “‘surrender” gracefully! 
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... BECAUSE THEY'VE 
ALL BEEN READING ABOUT 


“ARMORED 
CONSTRUCTION” 


National advertising in 38 
leading trade papers is 
telling your buyers about 
these ‘armored construction” 
features: 


Precision-grooved sheaves 
Oversize pins and axles 


Heavy steel side plates and 
side straps 


Forged steel hooks and 
shackles 


A Wide Variety of Types and 
Sizes . . . Block Capacities 
1¥% to 250 Tons 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 


Plant No. 2: So. Kearny, N.J. ¢ Sales Offices: NEW YORK *¢ PITTSBURGH * CHICAGO * NEW ORLEANS * SAN FRANCISCO 





THE AMERICAN HANDIWINCH 


Enables one man to lift or pull any load up to 10,000 Ibs. 
Weighs only 95 Ibs. Easily carried, set up and operated 
anywhere. Two gear ratios... efficient hand brake . .. many 
“big hoist” features. Ask for literature that helps you sell. 


Genuine CROSBY CLIPS 


World's largest selling drop-forged wire rope 
fasteners. National advertising, good profit, 
prompt shipment make sales sweet and easy. 
Sizes for all wire rope— Ye to 3 inches. 





INDUSTRIAL DISTRIBUTION © JUNE, 1948 





WELDING 

and 
CUTTING 

OUTFIT 
‘eo: No.1 
Cyaa 

<0 
PLUS 3 WELDING 
TORCH COMBINATIONS 


en 
(> 
OUTFIT 


No. 2 


PLUS 2CUTTING 
ASSEMBLIES 


AIRCRAFT 
WELDING 
OUTFIT 
No. 6 


PLUS 2 AIRCRAFT 
TORCH COMBINATIONS 


4S 
2. 








WELDING, 





WELD-CUT BRAZE 


SOLDER-HEAT 


SEGISTERED US. OAR OFFTEES 


Torch 


FOR THE JOB 


HAVE YOUR CUSTOMER take hold of the Marquette Torch... 
have him notice how firmly, yet lightly the handle rests in the 
hand. With the hose attached, the torch is so evenly balanced 
that it may be operated at all angles for long periods of time 
without strain or discomfort. 


MIXING SECTIONS are of the latest advanced design to assure 
thorough mixture and uniform flow of gases. Mixing Sections 
provide perfect combustion through the complete range of torch 
tips and gas pressures. 


EASY TIP ALIGNMENT . . . Square socket in handle automati- 
cally lines-up tips in perfect alignment. 


CUTTING ASSEMBLIES fit torch handles same as tips . . . shift 
easily from welding to cutting with the speed of tip changing. 
Enables customers to handle all welding and cutting jobs 
quickly and efficiently. 


FOUR COMPLETE OUTFITS to meet every need. Four 
additional “starter” Welding Torch Combinations. Model 
D Cutting Assembly fits standard torch handle. Model 
E Cutting A bly is desi d for use with Marquette 
Aircraft Torch. 


OUTFIT No. 1 Takes all Welding, Cutting, Brazing and Soldering 
jobs in stride efficiently and speedily. This outfit is complete 
in every detail—Welding Torch, Cutting Assembly, Torch Tips 
and Mixing Assemblies, Cutting Tips, Acetylene and Oxygen 
Regulators, Torch Lighter, Oxygen and Acetylene Hose. 


OUTFIT No. 2 A smaller outfit to which additional tips and cut- 
ting assembly may be added later to make a complete welding 
and cutting outfit. 


OUTFIT No. 6 Aircraft Welding Outfit . . . for welding sheet 
metal, aluminum and all light gauge metals. This Marquette 
Aircraft Welding Torch is pecially designed for light, fast 
welding yet its rugged construction and cool efficient operation 
make it adaptable to fairly heavy welding. This outfit contains 
all necessary equipment. 


OUTFIT No. 9 A heavy-duty Cutting Outfit designed to stand 
up under hard, continuous service. Cuts metal up to 12” in 
thickness. Tips for natural or refinery gas are available. 








MARQUETTE IS 
100% DISTRIBUTOR MINDED 


" MEGISTERTO US SAT OFFFCE 


‘EQUIPMENT 


) ACARC WELDERS ELECTRODES 





returned from a tour of Europe, on 
pleasure bent. 


10 YEARS AGO 


They talked turkey at Pittsburgh, 
and set an all-time high in attendance 
there at the Triple Mill Supply con- 
vention. Industry problems were 
thrashed out, often constructively, and 
the meeting ended on a note of joint 
cooperation. 

A. J. Sparks of F. Raniville Co., out- 
lined the points investigated by his 
company in “Selecting Lines That 
Can Be Sold Successfully.” 

J. B. Crimmins of Mills & Lupton, 
discussed “Pipe Prices” and how a sat- 
isfactory market on pipe, valves and 
fittings could be secured, with the 
help of manufacturers. 

“Mounting Costs” were brought 
out by members of the Southern Asso- 
ciation in an open discussion on ris- 
ing overhead. R. D. King, purchasing 
agent for Koppers Co., Pittsburgh, 
gave “The Buyer’s Viewpoint,” or 
what the P. A. expects from the dis- 
tributor and his salesmen. 

Convention delegates were guests 
at the New Jones & Laughlin contin- 
uous strip mill and the U.S. Govern- 
ment experimental mine. 

Machine Tool & Supply Co., Tulsa, 
Okla., received an interesting write- 
up of its history and personnel in the 
Claremore Daily Progress (Okla.). 

F. B. Holleman became a member 
of the sales force of the Corbin Sup- 
ply Co., Macon, Ga. 
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Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee. 

If you discount the retarding effects 
of the coal strike, purchasing agents 
find a slight improvement in general 
business for April. Production has 
nearly regained its losses of March, 
though still below the January level. 
Backlogs of orders, too, have reversed 
the February and March trend and 
show a tendency to increase. 

Apparently, many buyers found in- 


aw «6S ia.” —, — — nx 


Tn Tmt 


“ACETYLENE GENERATORS ACCESSORIES ~ 
OXVACETYLENE WELDING & CUTTING EQUIP. 





ventory positions falling below reason- 





MARQUETTE MFG. CO., Inc., Minneapolis 14, Minn. 
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TAKE A PEEK 
at FERRY CAP 


ontin- 
Overn- 


Tulsa, 

write- 

in the 

). 

ember 

1 Sup- ERE’S a place where quality really pays dividends. =~ 
Because quality is so important, many engine and a “i 


‘N 


eae other manufacturers have enhanced the value of their eS 
blies with Shin . 
assem yland studs — 
Shinylands of the usual Ferry Cap high quality are fur- eS 
nished to regular milled stud standards with this addi- = 
tional feature—the land between threads a shiny, bright = 
mirror-finish. 


Shinylands are carried in stock in standard catalog Semply y Speelfy 


sizes in bulk and in attractively labeled packages; sizes, | SHINYLANDS for studs with land between 
" dia. and under. threads, shiny, bright mirror-finish. 
; : : : SHINYTHREADS for studs with aircraft quality, 
See this achievement in Ferry Cap stud production. _ bright, shiny threads. 
Send for samples of Shinylands. SHINYHEADS for hexagon head cap screws 


of high carbon C-1038 steel, full-finished, 
bright, shiny heads. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD « -« e e CLEVELAND 13, OHIO 
Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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The built-in action features of Parker Vises, pointed out to cus- 
tomers, mean action sales for you! 

Tell them about that quick, firm grip without slack—the 360° 
swivel base, brake-type-locking at any desired point—the renew- 
able steel jaws covering entire top of vise—solid-cast underportion 
for massive strength—and the non-pinch tension spring handle. 


There’s a size to suit every job—big and tough or small and 


precise. A line of pipe vises and woodworking vises are new 


additions to the Parker line coming up! Parker Vises are sold 
100% through distributors. The Charles Parker Co., Meriden, Conn. 


Parkers are now unit packaged—factory new to you 
—kept new in stock—delivered new to the customer. 


PARKER VISES 


America’s First Vise Maker 
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able operating requirements, because 


| of the generally supercautious commit- 
| ment policy following the February 


commodity market break; also, a feel- 


| ing of more confidence in demand 


| from 








| has been generated by tax reduction, 


European aid and National Defense 
programs. 

While little new contracting can be 
traced to these factors, there are much 
inquiry and planning, which are ex- 
pected to result in substantial new 
business. 

A brake on the new note of confi- 
dence is the realization that full im- 
pact of the coal strike has not yet 
been felt and another drop in over- 
all production must be anticipated 
shutdowns for summer _ vaca- 
tions. Caution is still very advisable. 


Prices 


The April price situation can be 
called “spotty.” In number, the items 
advanced are about balanced by those 
showing declines. In the latter cate- 


| gory are materials running to easier 


supply and some fabricated items now 
seeking buyers on a competitive basis. 
On the whole, prices appear to be 
firming up over March. 


Inventories 


Industrial inventories continue to 


| decline in April. Some of this is due 
| to deferred deliveries of materials 


caused by the coal strike. Others are 
letting stocks run down to correct im- 
balance with other materials, such as 
steel, where shortages and delayed 
deliveries are anticipated. 

In general, inventories are reported 
to be about as low as possible to main- 


| tain present production schedules. 


Some purchasing executives report 
that, in view of high prices and threats 


| of government control of critical ma- 


terials, they would prefer to take a 


| chance on being short, rather than 
| overbought. 


| Buying Policy 


In line with the new confidence ex- 


| pressed in general business, the slight 
| uptrend in backlogs and the low in- 


| 


ventory position, buying policy has ex- 


| panded a little this month. 91% te- 


port being within a 90-day commit- 
ment limitation, compared to 95% 
holding to that position in March. 


| A very small amount of additional 


future coverage is reported because of 


| fear of government controls or alloca- 





tions for the Marshall Plan and Na- 


| tional Defense. Buying policy appears 


to be geared to definite production 
requirements. 


Commodity Changes 


The most important price advance 
this month is the 24¢ increase in 
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air 
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Dasis, 
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e to 
due 
erials 
S are 
t im- All 17 strands in CenterFit 
h are laid up ina single clos- jal CENTERFIT 
as ing operation. Note all 
ayed strands run in the same di- 
rection. Outside strands fit 
snugly into valleys between 
rted inside strands and eliminate 
Aain- crossing of strands as in 
: conventional design. This a 
ules. . prevents internal nicking— passes me 
port gives longer wear. Eight CONVENTIONAL 
, outside strands, CenterFit 
reats design, give more steel, 
ma- less void space, greater 
he s ... Sets performance record of 15 weeks flexibility, easier handling. 
e J . 
than continuous service on this fast shovel 
When a CenterFit wire rope hoisting line SERVICE LIFE OF HOISTING LINE—15 weeks, Your local J&L distributor or J& L ware- 
_ on one of the fastest power shovels in the compared to usual 8 or 9 weeks—or 66% house is now stocked with most sizes of this 
f ht industry recently completed 15 weeks of longer. new and better wire rope, that gives longer 
igh continuous service, it set a performance — ith - atisfs . service at lower cost. 
bail record that will interest every wire rope user. f cannons alk tena — rear: foe steal Send for descriptive literature giving com- 
S €X- Here are the facts: esienageiing J&L re epg ng plete technical information about CenterFit 
Jacts: now uses . CenterFit on a variety o ta Geer 5 
> Te- ‘ : ‘ ? e Wire Rope Service Record 
anit, OPERATION—Removing overburden at strip equipment, from bulldozers to drag lines, Cisnie tn cxnmnaiions statis ay eae 
5 % coal mine near McDonald, Pa. throughout its widespread mining and exca- Jones & Laughlin Steel Corporation, Room 
(4) ° a : r . ers at . . sy ’ 
rch CONTRACTOR—Allegheny Contracting Com- i ie om, _ re aps ons mene 420, 311 Ross Street, Pittsburgh, Pa. 
: Be terFit, an exclusive product devel- 
pany, Pittsburgh, Pa. _ . a 
onal Ha nt ‘ oped by Jones & Laughlin, is a 17-strand 
oof SHOVEL—Manitowoc Speedshovel, making . oii nai i 
vies three one-quarter turn passes per minute aye GE eee San A ae 
loca- Rites q : “4,5 why he full ceptional performance characteristics. 
Na- een eee yee CenterFit with new Bronz-Lube wire rope 
hoist and “‘rack-out”’ of the shovel. lubri aa 0% f. -~ 
ears . ubricant, permits 20% faster operating 
: DAILY PERFORMANCE—5000 cubic yards of speeds, shows a 25% saving on sheave and 
tion rock, shale and dirt each 24 hours. drum maintenance, and gives up to % 
TOTAL PERFORMANCE—236,000 tons of shot- longer service life! Yet CenterFit costs no more 
blasted overburden. than ordinary wire rope! 
ra. & LA S C 
in ONES UGHLIN STEEL GLORPORATION 
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ORM GEA 
WEED REDUCER 


RATIOS 
3% :1 
TO 
60:1 


CAPACITY 


Production with 


700 STANDARD WORM HOBS! 


In Stock Ready for Use send List 


Get our 12 page Bulletin Worm 9 
No. 9 showing all dimen- No. 
sions in detail. These hobs 

are not for sale, being solely 

for customer use. 


Jobbers! 
Please Write 
for 
Prices, Details 
etc. 


BRAD Foote GEAR Works 


\ 
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lead, carrying with it increases in most 
lead products. Otherwise, markets re- 
main generally firm. 

Increases reported: Ammonia, bot- 
tle caps, brass and bronze castings, 
calcium carbide, coal, coal-tar chemi- 
cals, die blocks, glass, glue, hides, 
leather, edible oils, phosphates, plat- 
inum, rubber, salt cake, steel wire, 
zinc oxide. 

Decreases noted: Cornstarch, cor- 
rugated cartons, gloves, some lumber, 
menthol, mercury, nutmeg, waste- 
paper, paint thinner, pulleys, rosins, 
soap, steel wool, sugar, textiles, truck 
tires. 

In more plentiful supply: Building 
supplies, fractional H.P. motors, fatty 
acids, fuel oil, many grades of paper 
and paperboard, wastepaper, paints, 
polystrene, soda ash, screw products, 
thermoplastic materials. 

Still hard to get: Aluminum, cop- 
per, lead, zinc, steel. Also burlap bags, 
malleable iron castings, chain, chromic 
acid, coal, coaltar products, steel 
drums, good grades of lumber, nails, 
nickel salts, pipe, tin, titanium diox- 
ide. 

Employment 

The down trend in employment 
continued in April, though the decline 
is not as sharp as in March. Much 
of the unemployment is attributed to 
the coal strike. Further layoffs and 
shorter running time are anticipated 
from the same cause. Unskilled labor 
is reported available in several areas. 
Turnover is lower; production effi- 
ciency is higher. A man with a good 
job is trying to protect it. 


Canada 


General business in Canada is hold- 
ing steady, becoming more competi- 
tive, buyers resisting high prices, prices 
and inventories static. Employment 
trend continues down. Buying policy 
“hand-te-mouth” to 90 days. 








By 





— 











| “I’m hoping it won’t be necessary to 
| pound some sense into your head.” 














WELDISKS grind better because they lie flat . .. do not 
soften up... do not curl or warp. 


WELDISKS last longer, thereby reducing costs, because 
unlike ordinary disks, their amazing cold-setting cement 
(a scientific formul: , glue or resin) actually im- 
proves with age! 


WELDISKS are better disks. Prove it to yourself! Write 
for a free sample. State size of disk, grade of grit, and 
brief description of work to be done. A WELDISK will 
be sent promptly without obligation to you. Abrasive 
Products, 517 Pearl St., South Braintree 85, Mass. 


YS WLLL 


eri wise a 4 


3, 
PaNTREC SOUTH BRAINTREE 85, MASSACHUSETTS + MAKERS OF JEWEL COATED ABRASIVES 
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JOHNSON 
APPLIANCE 


e done 
“lt can b ¢ soldering 


SON’ 
JOHN Fluid 


@ Help your customers with their industrial heating 
problems by recommending JOHNSON gas burning 
equipment. 334,929 industrial buyers see JOHNSON 
advertisements in 12 leading trade papers monthly. They 
need JOHNSON'S time saving, fuel saving features. 
You'll find it pays to push JOHNSON—the Hot Profit Line. 


JOHNSON GAS APPLIANCE COMPANY 


588 E Avenue N.W. Cedar Rapids, lowa 


ESTABLISHED I1901 
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OBITUARIES 


John E. Core 


John E. Core, 
Jackson Mfg. President 


John E. Core, president of the 
Jackson Mfg. Co., Harrisburg, Pa., 
died May 4 at his home. Mr. Core 
was widely known in the industrial 
supply field, having traveled through- 
out the country during his more than 
40 years of service with the Jackson 
Co. 

Mr. Core attended the Triple Sup- 
ply Conventions regularly, and, as a 
matter of fact, had planned and hoped 
to attend the Atlantic City meeting 
in April. 

Mr. Core was elected president of 
Jackson Mfg. Co., seven vears ago. 
Previously he had been a vice-president 
of the company. 


Edward N. Greenleaf, 
Allis-Chalmers Manager 


Edward N. Greenleaf, former Los 
Angeles district ofice manager for the 
Allis‘-Chalmers Mfg. Co.. died on 
April 10 at the age of 73. 

Mr. Greenleaf joined Allis-Chalmers 
in April, 1912, as a sales representative 
in the company’s Salt Lake City office. 
In November 1921, he was transferred 
to the Los Angeles office as manager, 


a post he held for 14 vears. 


He retired from the company in 
January, 1947. 


| Leon H. Marsh, 


Kennedy Valve Mfg. Co. 


Leon H. Marsh, vice-president and 
secretary of the Kennedy Valve Mfg. 





44ers’ PUMPS for the 


INDUSTRIAL MARKET 


RE ADY Goulds Pumps, Inc. will announce shortly a group of NEW puamps— 
NEW in principle—NEW in design—NEW in application . . . to be 


ON 1 distributed through supply houses. These NEW pumps will fill a need 
sO a long existent in the industrial market and will move rapidly. Here’s a 


quick preview! 











Industrial Jet Pumps 


Many applications calling for rel- 
atively small capacities and high 
pressures are now of necessity 
being handled by expensive close- 
clearance pumps where rapid wear 
is a serious problem. GOULDS 
“INDUSTRI-JET’? PUMP—a com- 
bined centrifugal and ejector pump 
built in one compact unit—will 
provide an ideal unit for such in- 
stallations, for it has no close 
clearance and provides greater 
economy both in first cost and in 
maintenance expense. 
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Cellar Drainer or Sump Pump 


A new type of cellar drainer or 
sump pump now going into pro- 
duction which overcomes the many 
disadvantages of the conventional 
vertical submerged type. Pump is 
not in bottom of sump where it is 
subject to accumulated silt, dirt, 
etec., but is mounted in floor or 
wall bracket beside sump. Many 
other features will make this a 
fast moving unit for supply houses 
to handle. 


abet Other New Lines Coming 
+ Los AVAILABLE Watch for Future Announcements 
d on 


> Sup- 
, asa 
hoped 
eeting 


nt of 
} ago. 
sident 











These new products of the world’s largest manufacturer of pumps 

exclusively will be made available to the industrial market through 
industrial distributors. If you would like to have us send you complete 

mers information when available, address your letter to: 

tative 

fice GOULDS PUMPS, INC. 

ferred SENECA FALLS, NEW YORK 


nager, 





ny in 
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CHAIN 


for every need 


e Industrial 

e Marine 

e Farm 

e Automotive 


CAMPBELL 
~, Lime 


INTERNATIONAL 
CHAIN & MFG. CO. 


YORK, PENNA. 
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| Co., Elmira, N. Y., died on March 1] 
| following a heart attack. 


Mr. Marsh-joined the company as 
trafic manager in 1918 and was ap. 


| pointed assistant sales manager one 


year later. He was named sales mana- 
ger in 1941. 

Elected vice-president in 1945, he 
was made a director of the company 
in 1947. Recently, Mr. Marsh also 
became secretary of the company. 

Mr. Marsh has been a member of 
the Valve Manufacturers’ Association 
since 1938 and was a director of the 
association in 1946 and 1947. 


David Findlay, 
L. S. Starrett Co. 


David Findlay, former president of 
The L. S. Starrett Co., Athol, Mass, 
died on April 3rd. Mr. Findlay was | 
actively associated with his company 
for 55 years. 

He started on the road in 1891 as- 
sisting the founder, Laroy S. Starrett, 
in pioneering Starrett tools with both 
the trade and the shops. At the turn 
of the century he was appointed gen- 
eral sales manager and later became a 
director, vice-president and, eventu- 
ally, president of his company. 

Mr. Findlay retired early in 1946 
and was succeeded by the present pres- 
ident, Arthur H. Starrett. 


NEWS 








Julian Gatiglio 


Gatiglio Named Manager 
By C. J. Hendry Co. 


After a service record of 20 years 
with the C. J. Hendry Co., San Pedro, 
Calif., Julian Gatiglio has been made 
sales manager of the branch. 

Mr. Gatiglio’s last position, prior to 
his recent appointment, was that of 
local purchasing agent. 

John A. Logan is manager of the 
San Pedro branch, with Edward Koer- 
ber as assistant manager. 





FIGURE THE TIME AND MOTION THIS WILL 


SAVE IN YOUR ASSEMBLY OPERATIONS 


crews and bolts have definite advantages 
tted head type, but ONLY REED & PRINCE 

en in any size — from the smallest 
with ONE driver. The mor 


nore drivers, the— 
ess speed. Why waste time 
91 as 


arrett, 


hanging drivers 2 


THIS ONE REED & PRINCE SCREW DRIVER 
DROVE ALL THESE SCREWS..... 


REED & PRINCE | 
MANUFACTURING 
WORCESTER, MASS. CHICAGO, IL 


A HEAD of the times” 
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Walter W. Kemphert 





Walter Kemphert 
| Joins Skilsaw 


The appointment of Walter W. 


Packaged shim stock is easy to sell. And con- Kemphert as head of the Market Re- 
: — search Department at Skilsaw, Inc. has 
venient for you and your customers to handle been announced by Bolton Sullivan, 


and stock. Inventory is simplified... just count president. Mr. Kemphert oon the 
. | Chicago portable tool manufacturer 

the boxes. And larger units of sale for you! ae a ok Welle 
Sales points of packaged brass and steel Pump & Machinery Corp., Harrison, 
shim stock: Convenient to stock. Easy to use. N. J. Mr. Kemphert’s career with 


: i Worthington started in 1928 and in- 
Cartons and envelopes plainly marked to te cluded service in various soles, sales 


gauge and material. Precision gauges. Elimi- promotion and advertising activities of 


: ; : : the company. In 1940, he was made 
nation of waste: thinner gauge shim stock is manager of the Meschendling Divi. 


pulled through slit in carton and snipped; sion at Harrison, later serving in other 
. : : sales executive positions. 

heavier gauges in convenient lengths. Excess i oth hin lt tai: tad 
material remains in package, ready to use. trial distribution, Mr. Kemphert has 
No handling ...no damage to paper thin long been active in the American Sup- 
. ply and Machinery Manufacturers’ As- 
material. sociation. He has served on the Sales 
Write for catalog and price sheets, and explanation Promotion, Sales Methods and Mar- 
of dealer cooperation policy. keting Committees, and was chairman 
_ of the latter two prior to his election 
to the Executive Committee in 1945. 
At present, Mr. Kemphert is treasurer 

| of the association. 


| 
Brass and steel in 6 x 100 inch units. | : 

Packed in cartons in gauges to .012. | Allis-Chalmers Names 
Heavier gauges to .032 packed flat | John R. Queen Supervisor 


(four 6 x 25 inch sheets) in plainly | John R. Queen, for the last two 
marked heavy-duty envelopes. Handy years Texrope sales representative in 
kits are available containing most used the Allis-Chalmers New York district 
office, has been named dealer super- 
visor at New York for the company’s 
Empire region. 

Mr. Queen became Texrope sales 
representative in New York in 1946 
and is chairman of the program com- 
mittee of the Power Transmission 


LAMINATED SHIM COMPANY |iganecacomnemts 


INCORPORATED Chalmers Empire region is covered by 
UNION STREET ° esAA\t:} ele) Golo) fri xenuleltny district offices in New York, Buffalo, 
‘Newark, Rochester and Syracuse. 


gauges of brass and steel. 
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Selling welding electrodes or rods in 
volume is a matter of knowing—or 
knowing where to find—the answers 
to welding questions. PAGE distributors 
and their salesmen have—in PAGE 
Field Service Men—a good, reliable 
source of up-to-date information. 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AGE /,//7 ELECTRODES 
ow 


to welding rod sales 


Another PAGE advantage is the com- 
pleteness of the line. Specializing in 
PacE-Allegheny stainless steel, PACE 
offers an electrode or gas rod for prac- 
tically any welding job. 

For electrodes, rods or information 
about their use... 


Get in touch with PAGE 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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The dictionary says O.K. is probably derived from the 
Choctaw oke meaning “yes” or “it is.” But that ain't 
the way we heerd it. They say a fellow used O.K. as 
the abbreviation of “Oll Kerrect.”' 


While the “K” on our fittings stands for Kuhns, it 
could aptly stand for “Kerrect” . . . because that’s 
what “KK” Fittings are! They’re precision-cast, 
precision-machined, precision-inspected. 

Every “K” fitting is guaranteed to be correct in 


wall thickness, tapping, and for drilling—free from 
sand holes, cold checks, and other blemishes. 


“K” fittings are profitable and satisfactory for 
mill supply houses to handle. 


The line includes: 


@ Standard and Extra Heavy @ Standard and Extra Heavy 
Cast-Iron Screwed Fittings Companion Flanges 


@ Standard Flanged Fittings @ Drainage Fittings 











THE KUHNS BROS. CO. 


DAYTON 1, OHIO 


Combined Sales Facilities at Malle- 

able Iron Fittings Company, Bran- 

ford, Conn., and Kubns Bros. Co., 
Dayton, Ohio 


TK" PRECISEON FItTrtinegs 
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E. F. Klingelberg 


Enderle Hardware 
Expands Facilities 


The Enderle Hardware Co., Los 
Angeles, with 85 percent or more of 
its wholesale operations in the indus- 
trial supply field, recently has increased 
its facilities. A lease has been taken on 
the building adjoining the present 
quarters at 264 So. Main St., which 
more than doubles their previous 
space. Exclusive of office area, the 
firm now will have available to them 
about 7,000 sq. ft. 

The outside sales force of the com- 
pany has been augmented by the addi- 
tion of Leon Van Laere, who will 
specialize on machine shops and the 
furnace trade. 

Active partners in the growing com- 
pany are Frank C. and Arthur Enderle. 
W. G. Rinker is general manager and 
E. F. Klingelberg has charge of pur- 
chases of industrial supplies. Mr. 
Klingelberg has been in the industrial 
supply business for a number of years 
and was, at one time, with the Warren 
& Bailey Co. of Los Angeles. 





Charles G. Redhead, recently appointed 
sales manager of The Black Mfg. Co., 
Baltimore, Md., has represented the 
company in the Cleveland area for the 
past two years. Prior to that he was 
with Victor Saw Works for five years. 
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NORTHERN 


ELECTRIC 


HI-LIFT 
HOISTS 


SAVE EXPENSIVE 
SET-UP TIME 


Machine time—only the time 
in which the machine is actually 
producing—is dependent 
upon set-up time. Northern 
Hi-Lift Hoists are at least as 
important as good cutting 
tools, jigs and fixtures, —be- 
cause they can help reduce 
set-up time. 

Capacities range from 500 
Ibs. to 15 tons. Hi-Lift design 
permits use in low headroom 
locations, —or adds 12” to 
36” to the effective height of 
your building. 
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NORTHERN 
ENGINEERING WORKS 
2615 ATWATER ST. 
DETROIT 7, MICHIGAN 
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Fore and aft, the new quarters of Jonathan Handy Co., one-time ship chandlery, 


(1840) are smart and trim. 


Handy Firm Occupies Quarters At New Address 


The new building and modern facil- 
ities of the Jonathan Handy Co., Inc., 
recently were thrown open for busi- 
ness at the firm’s new address, 38 
Bethel Street, New Bedford, Mass. 

The new establishment is a brick 
building which extends through the 
block and has a frontage on North 
Water Street, as well as on Bethel 
Street. A new front has been con- 
structed on the Bethel Street side, pri- 
marily of glass. The Water Street side 
has been fitted for the handling of 
steel, iron and other heavy metal ma- 
terials dealt in by the company. 

Showroom floor space takes up the 
entire entrance frontage, with large 
windows lighting up a 25 by 50-ft. 
floor area where power tools and metal- 
working equipment can be set up and 
demonstrated in operation. Back of 
the showroom space is the service 


counter, which extends the full width 
of the building. Beyond, are rows of 
storage bins and racks for the distribu- 
tor’s various lines. Delivery platforms 
and loading decks, with steel and iron 
storage space and an overhead crane 
for easy handling, complete the lower 
floor. 

The offices, conference room and 
similar facilities occupy the west half 
of the second floor; the eastern half 
provides a large storage space for 
equipment and supplies. Fluorescent 
lighting throughout, and heating and 
air conditioning are provided. 

The Handy company dates back 
more than a century, having been es- 
tablished in 1840 as a ship chandlery 
under the firm name of Watkins and 
Handy. Some years later, Mr. Wat- 
kins retired and the firm continued un- 
der Jonathan Handy. 


Roem to swing a cat, or a universal joint, adds “see-ability” to the new display room. 
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UNITED STATES 
RUBBER COMPANY 





21' 








RAPID TURNOVER 
with 
MINIMUM INVENTORY. 


with one 


INTERCHANGEABLE 
BUSHING 


@This one bushing fits all three. 


This new development and application in pulleys was 
designed by Maurey engineers to give pulley users the 
finest in Fractional Horse Power transmission. 


With Maurey V Pulleys and the new Maurey Interchange- 

able Bushing, you can serve more pulley users while 

maintaining a much smaller but more complete stock. 
CONSIDER THESE FEATURES 

@ Minimum Inventories—Less @ Nine (9) Bore Sizes 14" to 114” 





Cost @ Bushings and Pulleys Individ- 
@ Faster Turnover of Stock ually Boxed 
@ Simple to Assemble @ Pulley Diameters 3” to 19” 


Write for “= and Prices 


MAUREY: PULLEYS 


MAUREY MFG. CORP. + 2900 S. Wabash Ave., Chicago 16 
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The pleasant voice of Mrs. Reba 
Vaughn greets telephone callers to Ful- 
ton Supply Co., of Atlanta, Ga. 





Chicago Metal Hose 
Purchases Wheelock Mfg. 


Wheelock Mfg. Co., St. Johnsbury, 
Vermont, has been purchased by Chi- 
cago Metal Hose Corp. and is being 
operated as the Wheelock Mfg. Di- 
vision. 

The trade name of “Stay-Put” for 
coolant hose and flexible lamp arm 
tubing, which has identified the 
Wheelock Mfg. Co.’s products for 
years, is being retained by Chicago 
Metal Hose Corp. 

The Wheelock Mfg. Division is be- 
ing continued at St. Johnsbury, Vt., 
with an assimilation of administra- 
tive and manufacturing personnel into 
Chicago Metal Hose Corp. 


Adams Switches To Sales 
At Pyrene Mfg. Co. 


Robert W. Adams, assistant adver- 
tising manager of Pyrene Mfg. Co., 
makers of fire extinguishers at Newark, 
N. J. has joined the company’s sales 
staff. 

George H. Boucher, vice-president 
in charge of sales at Pyrene, who has 
been with Pyrene for nine years, will 
cover the territory in the Oakland- 
Fresno section of California. 
































W. E. Smith has recently been ap- 
pointed assistant secretary for the Stowe 
Hardware & Supply Co. of Kansas City, 
Missouri. 

































ONLY P-K DISTRIBUTORS can offer their 
customers a complete line of Self- 
tapping Screws — an advantage that 
means every user can fit the fastening 
to the job . . . not the job to the fasten- 
ing. The P-K Distributor not only 
can offer the right screw, but he also 
can tell users which screw is right — 
because he is backed by P-K’s un- 
paralleled experience in all types of 
fastening applications. 











THAT'S AN EXTRA no competitor can match 
... one of many extras that make P-K 
a leader in the fastening industry, 
and help P-K Distributors keep Self- 
tapping Screw sales soaring. Is it any 
wonder P-K is the preferred line? 


THERE IS ONLY one Original and Genuine 
line of Self-tapping Screws and that 
is Parker-Kalon. Parker-Kalon Corp., 
200 Varick St., New York 14, N. Y. 


yours O*K win P-K sno wes EX T RAS THAT PAY owe eer b as ‘te neeaies 


@ ONLY COMPLETE LINE. 

@ UNPARALLELED APPLICATION EXPERIENCE, 
@ EXPERT ASSEMBLY ENGINEERING. 

@ UNEQUALED QUALITY CONTROL LABORATORY. 
@ STRONGEST SALES PROMOTION. 

@ UNVARYING JOBBER PROTECTION POLICY. 

@ PRODUCT DESIGN LEADERSHIP. 


PAR 


SELF-T 


R-KALON 
Wha scrtus 


FOR EVERY METAL AND PLASTIC ASSEMBLY 
OTHER PARKER-KALON PRODUCTS: Cold-forged Socket Screws 


Hardened Screwnails and Masonry Nails - Shurgrip File and Solder iron Handles 
Metal Punches - Damper Regulators and Accessories 
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___...makes better valves! 


Confidence in K & M steam plant equipment is 
founded partly on K & M experience that dates 
back 68 years. And partly on the many K& M 
‘firsts’ of yesterday. But the chief reason for the 
acceptance of K & M products today is the K& M 
approach—the policy of continued pioneering 
that has kept K & M ‘“‘first for dependability" for 


sO many years. 


@ PRESSURE REDUCING VALVES 
@ BACK PRESSURE VALVES 
@ STRAINERS 
ATMOSPHERIC RELIEF VALVES 
STOP AND CHECK VALVES 
STEAM SEPARATORS 
GREASE EXTRACTORS 


Write for latest catalog. 


Dealers coast-to-coast. 


NORTH BERGEN, N.S. 
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The new president of the Minneapolis 
Chamber of Commerce is Russell C. 
Duncan, president of R. C. Duncan 
Co. 


| Jute Growers Apathy 


Heightens Rope Shortage 


The refusal of Pakistan (India) 
growers to send jute to market at this 
time is partly responsible for the cur- 
rent scarcity and high cost of the fiber 
on the world market. Such is the con- 


| clusion reached by Merle Robie, 


assistant manager of the Columbian 


| Rope Company’s Philippine branch, 
| following his return from a recent 


business tour of India and Pakistan. 
“There is jute up-country in Pakis- 


_ tan and other growing areas that grow- 
ers are not selling because they don’t 


need the money,” Mr. Robie said in 


| a report received in Auburn by F. R. 
| Metcalf, assistant treasurer and fiber 


buyer of Columbian. “Consequently 
prices remain high and jute somewhat 


| scarce,” Mr. Robie stated. “Even- 


tually, the jute will have to come on 
to the market,” he added, “but the 
current dispute between Pakistan and 


| India is disrupting normal channels 
| of distribution.” 


The outlook for planting of acreage 


| to jute in March is clouded by this 
| political strife and the supplies of 
| fiber now held back in the up-country 


areas, Mr. Robie asserted. 
Mr. Robie, whose headquarters are 


| in Davao, P.I., left Manila for Bang- 
| kok on November 14. 1947, From 
| there he went on to Calcutta, Chit- 


tagong and parts of Northeastern Ben- 


| gal, center of the world’s jute produc- 


tion. Following conferences in the 
Indian capital of New Delhi with 
Indian and United States Government 
officials, Mr. Robie returned to Cal- 
cutta, and from there on December 
13 left by plane for Manila. The 
tour took over a month and was made 
by boat, plane and train. 





DELIVERY. 
WITHIN 24 HOURS 


from Coast to Coast 


Sewice 


THE REAL SOURCE OF PROFIT 


Progressive distributors have learned that there are more 
ways than one to determine the real profit on a line of products. 
For instance, it makes little difference what the mark-up is if 
they can’t make prompt delivery. Also, they have learned 
that once a product is sold it must remain sold. Rejections 
are costly items both in volume sales and customer good will. 


It makes little difference how you figure profit on bearing 
CATALOGUE bronze you will do ‘better with Johnson UNIVERSAL Bars. 
80 pages, lists and de- Your margin between cost and selling price is both wide 
scribes the most com- and constant. You offer your customers the widest range of 
plete bearing service in ‘ 
in we ite, tn a sizes on the market .. . over 350. From our well stocked, 
FREE copy. strategically located warehouses you can get immediate 

service on any size. Rejections because of flaws or poor 


quality are unknown. 


No matter how you compare it, the Johnson franchise is your 


best bet in bearing bronze. Write for details TODAY. 


JOHNSON @m® BRONZE 


SLEEVE 


SLEEVE BEARING BEARING HEADQUARTERS 


SERVICE 


“535 $, MILL STREET Wp NEW CASTLE, PA. 
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“BROWNIE os, eater 
Note How 


all internal parts are 
attached to cover. 


Simple to install, effective in 
operation, low in cost—that is 
the “Brownie” story in plain 
language. 








Performance records indicate that 
a “Brownie” seldom needs atten- 
tion aside from periodic blow-offs. 
Removal of cover, with all oper- 
ating parts attached to it, permits 
Bottom to top of cover... . complete inspection without re- 
Bottom to top of Whistle. 18” moving the “Brownie” from the 
line. Convenient? Well, our cus- 


Weight as 
tomers say it is. 


Size of connections 
Distributors and Agents Get them at your supply store 
in all Principal Cities or send for Bulletin 570-B. 


WRIGHT-AUSTIN COMPANY 
“We 302 W. Woodbridge St, Detroit 26, Michigan 


1112 


, WRIGHT. NUKY I 


SERVING INDUSTRY FOR MORE THAN 50 YEARS 














with the New 


DI-ACRO 
@ ROK-LOK—new sensitive material clamp increases accuracy 34 R A 4 E 


® DOUBLE-EDGED FORMING BLADE allows close reverse bends 
@ NEW PRECISION STOPS accurately control angularity of bends 


This versatile metal forming machine was developed 

for use in model shops, experimental laboratories and production depart- 
ments where it often replaces dies for all types of precision forming opera- 
tions. Di-Acro Brakes will form a great variety of materials including 
bronze, stainless steel, aluminum and bi-metals. 


WRITE FOR CATALOG. New edition of 40-page Di-Acro Catalog con- 
tains detailed information on all Di-Acro 
Brakes, Shears, and Benders and illustrates how 
these precision machines can be used individu- 
ally or cooperatively for “DIE-LESS DUPLI- 


CATIN G". € DI-ACRO is Pronounced “Die-Ack-Ro” 


Aas ONEIL-IRWIN me6 ey 


= 
“Lesspyruc™ 312 8TH AVE., LAKE CITY, MINNESOTA 
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Sturdy BUFFALO solid-woven cotton 
belting impregnated with neoprene syn- 
thetic or natural latex has a snap and wear- 
resistance that make it the ideal belting for 
cannery service. 


This fine-quality BUFFALO belt is 
especially designed for conveying vege- 
tables, fruits and other food products where 
moisture is prevalent. Acids which attack 
ordinary cotton belting have no destructive 
effect on BUFFALO Latex Canner’s Con- 
veyor Belting. 


Other BUFFALO Latex features are: 

1) No seams to split 
—no plies to sepa- 
rate 2) Maximum 
pliability 3) High 
tensile strength 4) 
Odorless 5) Low 
operating cost. 


Other Buffalo Weaving and Belting Com- 
pany products including: Plastex Belting 
e RF & C (rubber-covered) Belting ¢ 
Solid Woven Cotton Belting e Glazed 
(nitro-cellulose coated) Belting. 


— BUFFALO 


WEAVING & BELTING CO. 
209 Chandler Street 

Chicago * Buffalo 7, N.Y. * New York 

Detroit e Philadelphia e San Francisco 





Edward A. Smith 


Manheim Mfg. & Belting 
Names E. A. Smith 


Edward A. Smith, a resident of 
Royal Oak, Mich. since 1929, has 
been appointed new district manager 
in Detroit for the Manheim Mfg. & 
Belting Co. of Manheim, Pa. 

Previously, Mr. Smith was con- 
nected with Micromatic Hone Corp., 
Detroit and with the Buhl Mfg. Co., 
also of Detroit. 


Yale & Towne Consolidates 
Chicago Facilities 


The Yale & Towne Mfg. Co., Phila- 
delphia, Pa. producer of material han- 
dling equipment, recently announced 
the unification of all sales and service 
facilities in its electric truck, hand-lift 
truck and dial scale divisions at the 
Railway Exchange Bldg., 80 E. Jack- 
son Blvd., Chicago 4, Ill. Arthur H. 
Dobler is regional manager. S. A. 
March, hand-lift truck specialist in 
Chicago, will continue in advisory 
and consulting capacities. In associa- 
tion with Mr. Dobler will be such 
material handling specialists as C. M. 
Barteleme, regional sales manager; 
T. J. Brunswick, E. E. Johnson, H. L. 
Marquard, Fred P. Mignin, R. A. 
Rieger, W. R. Saunders and Roy L. 
Wolter. 


California Wire Cloth 
Advances R. G. Huntress 


R. G. Huntress has been appointed 
manager of Wire Rope Sales for The 
California Wire Cloth Corp., a sub- 
sidiary of The Colorado Fuel & Iron 
Corp. He will operate out of the 
Oakland, California office to serve the 
Pacific Coast area. 

Mr. Huntress joined Wickwire 
Spencer Steel division in 1937 and has 
held the positions of assistant to the 
superintendent of the wire rope mill 
at Palmer, Mass. and later wire rope 
sales engineer. During World War II 








SELL SAFETY:-- 


and you sell more 
Western Socket Screws 























Get your customers to build safety into 
their products. Where moving parts are 
bolted together, where specifications call 
for set screws on exposed shafts, get them 
to do away with the hazards of protruding 
heads and for safety’s sake, to specify 
Western Socket Cap and Set Screws. 


And don’t forget to remind them that they get these other 
advantages as well... 


( @ STRENGTH... because Western Socket 

Screws are made of alloy steel, heat-treated 

\ for greater tensile strength — greater hold- 
@ECONOMY...stronger screws mean 


ing power. 
fewer screws and faster assembly, a saving 
of both time and money. 


You gain, too, because Western Socket Screws are a profitable, 
fast-turnover item you can build up into big sales volume 
with little extra effort. 


A few distributor territories are open. 
You’ll like Western products and policy. 
Write for catalogs and full details today. 





Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O: 





he served with the U. S. Navy. Precision Screw Products, Parts and Assemblies Since 1873 
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Every plant 
needs the “5000” 
general marker. 
For use in 


MILL 

FACTORY 

_ SHIPPING ROOM 
PLANT 

and OFFICE 


The “5000” 


marks easily 


thiul 


PAT OFF 


and clearly 
on surfaces 
rough or smooth. 
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BOXES 
BARRELS 
CASES 
CARTONS 
PACKAGES 
BAGS 

TINS 
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Write for 
FREE Catalog. 
Dept. ML-35 
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There’s an OLD FAITHFUL Marker for 
the exacting needs of every industry. 
Sell the full OLD FAITHFUL line. 
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Back in 1908, the Marshall-Wells Co. of Spokane, Wash., opened for business in 


this building at 131 E. Main St. 


In 1930, they moved to Howard St. so that 


work could be gotten under way on plans for the complete remodelling of the build- 
ing, plus a new steel warehouse. They moved back last year. What can be done 
with modern layout and lighting is demonstrated by the long shot (below) of the 
firm’s new general offices, in its 200,000 sq. ft. of floor space. H. L. George is man- 
ager; Early F. Hughes sales manager and Harry B. Hall manages the industrial 
equipment, tools and supplies department of the firm. 





| Teeling Will Head 
| Jersey Branch 


R. F. Teeling of Raybestos, Man- 
hattan, Inc., Manhattan Rubber Divi- 
sion, Passaic, N. J., recently was ap- 
pointed manager of the local sales 
branch formerly known as “New Jer- 
sey Sales” and which now will function 
as “North Jersey Branch,” to better 
signify the area of activity of this 
unit. 

Mr. Teeling was assistant manager 
under Grannell E. Knox. He has been 
with the company for 36 years. 
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Hodell Chain Merges 
With National Screw 


The National Screw & Mfg. Co. of 
Cleveland, Ohio, recently acquired 
The Hodell Chain Co., also of Cleve- 
land. 

National Screw is a manufacturer of 
bolts, nuts, screws and other industrial 
fasteners. Hodell makes a complete 
line of both welded and weldless chain. 

Fred G. Hodell, president of Hodell 
Chain will remain with the organiza- 
tion and be in charge of Division oper- 
ations. 

















Drill Process 


Abrasive Belt Finishing Machines 


YOU CAN SELL Delta-Milwaukee® Machine Tools and Supplies to 


MANUFACTURERS of MOTOR VEHICLE and AIRCRAFT PARTS 


It costs you money fo pass them by 


IRST-CLASS PROSPECTS for Delta-Milwaukee Machine 

Tools — that’s how to classify manufacturers of motor 
vehicle and aircraft parts and accessories in your territory. 
Here’s a list of the basic tools that meet their requirements 
— and of the supplies these machines regularly use and 
often use up: 

For Delta-Milwaukee Single- and Multiple-Spindle Drill 
Presses, you sell chucks, taps, twist drills, reamers, tapping 
attachments, coolant equipment, production vises, V-belts, etc. 

For Delta-Milwaukee Standard Tool Grinders, Carbide 
Tool Grinders, and Toolmaker* Tool and Cutter Grinders, 
you sell abrasive wheels, dressers, buffers, brushes, dust 
collectors, drill-grinding attachments, lamp bulbs, V-belts, 
Uniheads*, Unihead attachments: index collars, adapters, etc. 

For Delta-Milwaukee 14-inch Metal-Cutting Band Saws, 
you sell blades, V-belts, lamp attachments, lamp bulbs, etc. 

For Delta-Milwaukee Cut-Off Machines, you sell abrasive 


wheels, high-speed saw blades, oiler attachments, coolant 
pumps and tanks, coolant pans, coolant, pneumatic clamp- 
ing fixtures, dust collectors, V-belts, etc. 

For Delta-Milwaukee Abrasive Belt and Disk Finishing 
Machines, you sell abrasive belts and abrasive disks, V-belts, 
dust collectors, etc. 

It costs you money every time you pass by a manufacturer 
of motor vehicle and aircraft parts without stopping. So 
put all of them in your territory on your schedule of regu- 
lar calls — and write more Delta-Milwaukee orders. 


ELTA MANUFACTURING DIVISION 
ROCKWELL MANUFACTURING COMPANY 


MILWAUKEE 1, WISCONSIN 
General Soles Office * 6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 








*Trade Mark Reg. U.S. Pat Off. 


There’s always a chance 


to 


The natural market for the diversified 

Delta-Milwaukee line is as broad as 

your classified telephone directory. 

It extends into almost every department of large 
plants: parts production . . . assembly . . . tool shop 
+ » maintenance shop ... foundry .. . pattern shop 
. .. shipping department . . . research or experimental. 


make a Delta sale! 


Thanks to their low initial cost, low amortization 
charge, portability, and compactness, Delta tools also 
meet the requirements of small establishments — sign 
shops, pattern shops, repair shops, cabinet makers, die- 
casting shops, and other service shops. 

To make more money, sell all! the Delta-Milwaukee 
Machine Tools to all the prospects! 


Every sale of a Delta-Milwaukee tool is a “‘self-starter’” of 
continuous orders for accessories and perishable supplies. 
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Hers +4-ucther. 
ole JOBBERS 


PROFIT 
BOOSTER fz 


Revoluing 
PEDESTAL DISPLAYS 


They pack a powerful selling 
wallop! They attract attention 
and actually make many sales 
“on their own and unassisted.” 


They display a great variety 
of OTC Tools in a very small 
floor space. 


3 -WAY PEDESTAL 


carries 12 standard 16” panels 


2 -WAY PEDESTAL 


carries 8 standard 16” panels 


24 PANELS AVAILABLE 


each a carefully selected and 
neatly arranged assortment 
of related tools, making it 
easy to pick YOUR best-selling 
lines. 


Ask your OTC Factory Representative 


or write us. 
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The best way to learn the mill supply busi- 
ness, say Robert Harper and David West 
of Mills & Lupton Supply Co., Chatta- 
nooga, Tenn., is to learn about the stock 
in inventory. 





Steel Warehouse Group 
Elects Chapter Officers 


The following chapters of the 
American Steel Warehouse Associa- 
tion, Inc., have elected officers for the 
coming year, Walter S. Doxsey, Presi- 
dent of the Association, 442 Terminal 
Tower, Cleveland, has announced: 


Intermountain chapter 


President—Morris Rosenblatt, Struc- 
tural Steel & Forge Co., Salt Lake City, 
Utah 

Vice-President—Gordon Evans, The 
Galigher Co., Salt Lake City, Utah 
Secretary-Treasurer—Eugene Lund- 
strom, The Mine & Smelter Supply 
Co., Salt Lake City, Utah 

Chapter Director—H. P. Lambrecht, 
The Salt Lake Hardware Co., Salt 
Lake City Utah. 


Kansas City chapter 


President—kK. P. Sexton, Consolidated 
Supply Co., Picher, Okla. 

Vice President—G. E. Spencer, the 
Faeth Co., Kansas City, Mo. 
Secretary-Treasurer—R.. D. Sanders, 
Kansas City Structural Steel Co., Kan- 
sas City, Mo. 

Chapter Director—P. W. Patterson, 
Patterson Steel Co., Tulsa, Okla. 


New England chapter 


President—Verdie A. Dodds, 
Wales Co., Boston, Mass. 
Vice President—James A. Parsons, 
Ward Steel Co., Boston, Mass. 
Vice-President—Charles D. Surette, 
Jr., United States Steel Supply Co., 
Boston, Mass. 
Secretary-Treasurer—Carrol S. Harvey, 
Arthur C. Harvey Co., Boston, Mass. 
Chapter Director—F. H. Lovejoy, 
Wheelock-Lovejoy & Co., Inc., Cam- 
bridge, Mass. 


Brown- 


Northern California chapter 


President—James D. Taylor, Taylor 
& Spotswood Co., San Francisco, Calif. 





R/M makes a complete line of rubber sheet packings, 
designed to meet operating conditions in chemical and 
oil processing plants where high temperatures prevail, as 
well as general purpose rubber sheet packings for cold- 
water service at low pressures. 


R/M Red Rubber Sheet Packing, No. 625, is one of 
the most popular sheets. It is made of long-lasting, tough 
red compound that conforms to rough surfaces. Recom- 
mended for air, cold or hot water, and steam up to 
150 pounds. 


Resilient Flexlastic Sheets for cold water, low pressures, 
general service and for pipeline gaskets are supplied in 
three different styles .. . “C. I.” Sheet, No. 635, with one 
ply of cloth for each 1/16” of thickness .. . “C. O. S.” 
Sheet, No. 638, same as No. 635 but reinforced with an 
additional ply of fabric on one side .. . and “C. B. S.” 
Sheet, No. 641, same as No. 635 but reinforced on both 
surfaces. 


R/M Diaphragm Sheet, No. 645, for damper regulators, 
is a high-tensile, square-woven duck covered with Flexlastic, 
compounded to resist air, water, steam and oil. 


These specialized sheet packings are typical of the 
many packings of all types which the authorized R/M 
distributor can supply to meet his customers’ needs. All 
R/M packings for maintenance and replacement are sold 
through authorized distributors only. 











packing 








RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 


MANHEIM, PA. » BRIDGEPORT, CONN. + NORTH CHARLESTON, S. C. + PASSAIC, WN. J. 


We also manufacture a complete line of Asbestos Tex- 
tiles, Friction Materials, and Industrial Rubber Products. 
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MADESCO 
BLOCKS 


stand the gaff 


manila 
rope 
blocks 


a block for 
every purpose 
. . . designed to fit 


your needs . . . with prompt, 
efficient service. 


Send for complete catalog... 


MADESCO 


TACKLE BLOCK COMPANY 


EASTON, 
PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION © JUNE, 1948 





| Vice President—Paul Childs, Earle 


M. Jorgensen Co., Oakland, Calif. 


| Vice President—George W. Boole, 


A. M. Castle & Co., San Francisco, 
Calif. 
Secretary-Treasurer — Harry _ Levitt, 


| Dunham, Carrigan & Hayden Co., San 


Francisco, Calif. 

Chapter Director—James D. Tayler, 
Tayler & Spotswood Co., San Fran- 
cisco, Calif. 


Northern Ohio chapter 


President—Edwin J. Heffner, United 
States Steel Supply Co., Cleveland, 


| Ohio 
| Vice President—Thomas H. Paterson, 
| Paterson-Leitch Co., Cleveland, Ohio 


Secretary-Treasurer—George Kuhnle, 
The Peninsular Steel Co., Cleveland, 
Ohio 


| Chapter Director—F. W. Krebs, 
| Super Steels, Inc., Cleveland, Ohio 


| Pacific Northwest chapter 
| President—H. Ernstrom, J. E. Hasel- 


tine Co., Portland, Oregon 


| Vice President—Norton Peck, Pacific 
| Metal Co., Portland, Oregon 

| Secretary-Treasurer—H. S. Barde, Pa- 
| cific Steel Warehouse Co., Portland, 
| Oregon 

| Chapter Director—Harry Arntzen, 


Marshall-Wells Co., Portland, Oregon 


| Philadelphia chapter 


| President—Arthur L. Collins, Horace 
| T. Potts Co., Philadelphia, Pa. 

| Vice President—C. L. Hardy, Joseph 
_ T. Ryerson & Son, Inc., Philadelphia, 


Pa 


| Vice President—C. H. Stoeckle, Cru- 
| cible Steel Co. of America, Philadel- 
| phia, Pa. 

| Vice President—J. E. Muller, Potts- 


Farrington Co., Philadelphia, Pa. 
Vice President—W. H._ Franklin, 
Edgcomb Steel Co., Philadelphia, Pa. 
Secretary-Treasurer—John D. Drum- 
mond, Peter A. Frasse & Co., Phila- 
delphia, Pa. 

Chapter Director—J. J. Hill, Jr., Hill- 
Chase & Co., Inc., Philadelphia, Pa. 


Pittsburgh chapter 


President—K. P. Rindfleisch, United 
States Steel Supply Co., Pittsburgh, 
Pa. 

Vice President—F. B. Lorenz, Edgar 
T. Ward’s Sons Co., Pittsburgh, Pa. 
Vice President—J. M. Malone, C. A. 
Turner, Inc., Pittsburgh, Pa. 
Secretary—Donald C. Lott, Fort 
Duquesne Steel Co., Pittsburgh, Pa. 
Treasurer—A. P. Levinson, Levinson 
Steel Sales Co., Pittsburgh, Pa. 
Chapter Director—H. E. Williams, 
Williams & Co., Inc., Pittsburgh, Pa. 


Southern California chapter 
President—Wayne Rising, Ducom- 





. ,* story of the development * me a 

stem alloys, which have cepeanpene 
prior conceptions of stem maa eet is 
being told far and wide aye lea 
business and industrial publications throug 
advertisements like this one. 


ESTABLISHED 1862 


co. 
THE LUNKENHEIMER &. 


— QUALITY’ 
CINCINNATI 14, OHIO. U.S. A. 


NEW YORK 13. CHICAGO cos 
BOSTON 10 PHILADELPHIA 


YORK 13.N.¥ 
EXPORT DEPT. 318-322 HUDSON ST.. NEW 


One of oa series of of 
appearing monthly in leading 
technical popers reaching over 
o half million readers. 


t 
\\ MILLIONS o 


F LUNKENHEIMER VALVES 
IN SERVICE | | - WITHOUT 4 SINGLE 
_ REPORT of STEM-THREAD FAILURE. 


Un-retouched photo showing result of one 
of mony * wear tests, Lunkenheimer--—Fig, i For 

73 “Reoewo" Globe Vaive test stopped many years 
Ot 305,000 cycies {open and close}. Stem 


Major source 
still working well although Portially worn, 





mitting this revolutionary de- 
e trade, laboratory tests of 


Possible Materials, tn every test by wide 
Margins, LUNKENHEIMER alloy stems out 
lasted Others, 


@ Today, out of millions of LUNKENHEIMER 
Valves equipped with thes 

stems, not One has been returned because 
of stem-thread failures, Serviceability in 


Other. respects has had comparable jm. 
Provement, 


© exclusive Glloy 


[Ssures yoy f, 


; @r greater Service life 
with even le 


ss Maintenance cost. 
Esta (SHED ‘862 
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for" Dealers Everywhere 





because—H & A Tools are consistently advertised every month to over 225,000 
users of woodworking equipment—including many of your customers. 

@ Every H & A Tool is backed by over 27 years of highly specialized experience in 
designing, engineering and manufacturing woodworking equipment. 

@ H & A Tools are dependable in every detail and are offered at. the lowest price, 


consistent with quality. 


@ A liberal supply of effective dealer helps plus a continuous stream of hot leads from 


our magazine a 
turn inventory into profits. 


vertising ties your store directly with H & A Equipment and helps you 


@ Our STRICT DEALERSHIP POLICY leaves nothing to be 


HESTON & 


Established 1921 


desired. 


@ H & A is a live line for live distributors, write us TODAY. 


NEW H & A Model 
5 SWING CUT-OFF 
SAW—crosscuts di- 
mension stock quickly 

. accurately ... 
easily. Blade pulls 
through wood and 
is automatically re- 
turned to resting 
position by weight of 
motor. Model 5 (3” 
x 12” capacity) is 
now equipped with 
new _ pancake-type 
Fairbanks Morse 1 
H.P. Motor. Two 
Larger models avail- 
able. 


636 W. 


H & A WOODMASTER—A woodworking 
tool whose versatility is limited only by the 
imagination of the user. All types of simple, 
compound, angle and miter cross-cutting, 
ripping, dadoing, rabbeting, grooving and 
tenoning are within its scope. Large 51” x 
3912” table . . . simplified exterior adjusting 
apparatus . . . ten or twelve inch blade for 
234" or 334” capacity. 


H & A 6-INCH JOINTER—Sturdy cast iron 
construction permits vibrationless operation. 
Large 42 or 60 inch table is stress relieved 
to remain level for life—and in perfect align- 
ment with solid steel cutter head. Does 
precision planing, edging straight or angular, 
rabbeting relieving and chamfering. 


H & A 14” Band Saw and H & A Shaper also 
available. 


ANDERSON 


Kirkwood St. Fairfield, lowa 
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mun Metals & Supply Co., Los Ange. 
les, Calif. 

Vice President—J. Thomas Mahl, 
Mahl Steel & Supply Co., Huntington 
Park, Calif. 

Vice President—T. L. Kishbaugh, Jo. 
seph T. Ryerson & Son, Inc., Los 
Angeles, Calif. 

Secretary—W. H. Lindberg, Earle M. 
Jorgensen Co., Los Angeles, Calif. 
Treasurer—G. C, Holly, Service Steel 
Co., Los Angeles, Calif. 

Chapter Director—E. Jungquist, Per- 
cival Steel & Supply Co., Los Angeles, 
Calif. 


Texas chapter 


President—A. S. Bennett, Alamo Iron 
Works, San Antonio, Texas 

Vice President—R. L. Philips, Peden 
Iron & Steel Co., Houston, Texas 
Vice President—A. G. Nauert, Max- 
well Steel Co., Fort Worth, Texas 
Vice President—C. M. Finley, Mon- 
crief-Lenoir Mfg. Co., Dallas, Texas 
Vice President—Heino Staffel, San 
Antonio Machine & Supply Co., San 
Antonio, Texas 

Vice President—M. S. Darbyshire, 
Darbyshire-Harvie Iron & Machine 
Co., El Paso, ‘Texas 
Secretary—W. B. Hartshorn, 
Worth Structural Steel Co., 
Worth, Texas 

Treasurer—R. E. Elam, Jr., Markle 
Steel Co., Houston, Texas 

Chapter Director—A. S. Bennett, 
Alamo Iron Works, San Antonio, 
Texas 


Washington chapter 


President—Jesse Schoenfeld, Schwab- 
acher Hardware Co., Seattle, Wash. 
Vice President—R. W. Raport, Barde 
Steel Co., Seattle, Wash. 
Secretary-Treasurer—Grant H. Ryer, 
Crucible Steel Co. of America, Seattle, 
Wash. 

Chapter Director—C. C. Mueller, 
A. M. Castle & Co., Seattle, Wash. 


Fort 
Fort 





ashes 


W. C. Graves and C. G. Amold check 
through a customer’s order at the sales 
counter of Alabama Machinery & Supply 
Co., Montgomery, Ala. 











UTICA 


FOR MORE TOOL MILEAGE 


Ryer, 


eattle, Designed to do their jobs well... precision made of 


finest alloy steels ... with cutting edges electronically 
hardened. When you sell UTICA TOOLS, 


you keep your customers satisfied! 


Sold Through Recognized Jobbers 
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WHEN YOU NEED 
CAST IRON PULLEYS 


With a record of more than 50 years service to some of the 
largest manufacturers in the United States, 
Pyott Foundry & Machine Co. can be relied upon to fill your 

cast iron pulley requirements promptly. Pulley range 

is from 3” up to 102” in diameter. Both solid and split 

iron pulleys for ordinary double belt service are 
machine molded up to 72” in diameter and up to 
24” in face width. Larger sizes or unusual designs 
are swept or floor molded requiring no 
patterns from customers. 


Pulleys may be had with solid rim and hub, 
solid rim and split hub, or split rim and hub 
and in single or multiple arm types from 
Pyott’s standard patterns. Wide faced 

conveyor pulleys are standard products 
of Pyott. All pulleys are accurately machined 
and bored to meet shaft size requirements. 


Advantages of Cast Iron Pulleys 


Accurately machined and balanced, they are 
smooth running and distortion-proof under 
heavy loads. They may be operated at speeds 
up to 6,000 FPM and can be made to 
produce flywheel effect when desired. 


Write for catalog and discount sheet. 


PYOTT FOUNDRY & MACHINE CO. 


328 N. Sangamon Street ¢ Chicago 7, Illinois 


CALL ON 


YOTT 


SPROCKETS - GEARS «© PUSEEYS © SHEAVES 


You can bet that when D. B. Jones 
and M. P. Thicm, assistant sales man- 
agers of Dillon Supply Co., Raleigh, 
N. C. get together, there's a good pot 
of orders cooking. 





T. B. Moore Celebrates 
Birthday And New Office 


Mr. T. B. Moore, president and 
founder of the Detroit Ball Bearing 
Co. of Michigan, recently celebrated 
not only his own birthday but also 
the opening of his firm’s eighth branch 
office and warehouse. 

The newest company branch is lo- 
cated at 461 South Saginaw St., Pon- 
tiac 19, Mich. Complete stocks of ball 
and roller bearings will be available 
for the greater Pontiac area and the 
branch is under the management of 
John S. Carr, a graduate engineer. 


Credit Men’s Association 
Elects Edward K. Hirsch 


Edward K. Hirsch, treasurer of 





Beals, McCarthy & Rogers, Buffalo, 
N. Y., distributors of industrial equip- 
ment, tools and supplies, has been 


| elected first vice-president of the 
| Credit Men‘s Association of Western 
New York. 








INDUSTRIAL DISTRIBUTION © JUNE, 1948 


Records of salesmen’s calls are kept 
by Mrs. Antoinette McCarrick at 
R. C. Neal Co., Buffalo, N. Y. dis- 
tributors. 
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VALDURA R 
for Xxtra Hea Zs 
in its history. Take 


stations, bottling, 


Perfect for garage and gas 
, food processing plants, petroleum and 
promotion. Push 


This rugged and tough enamel will stand 
+ mulls, sews 


endure and gicam with colorful brilliance wm all canning, 
Cc the places where you normally wouldn't expect chemical plants, textile mills, pape 
ot any paint or enamel to last! = dis} plants, brewenes, dairies and sumilar 
industries. 
It is unaffected haste ive application costs with Valdure= 
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WHY USE A POWER SHOVEL 


TO DIG A POST HOLE 


y LIMIT YOUR 
SALES TO BIG . 
SHAPERS WHEN TH 


MNCO 


WILL GIVE TOP 


WH 


NCE UP 10 
PERFORMANYE 


? 


The finest precision work with the very minimum of set-up 
time and results that are amazing—that’s what users of the 
AMMCO 7” Shaper report the world over. The AMMCO 
is not a “light weight” shaper, it’s tough enough for the 
heaviest production schedule and perfect for all-around 
tool and die or shaping operations—it’s the precision 
machine of a thousand uses. : 


Add volume to your sales by adding the AMMCO to your 
line. It is available in bench or portable cabinet models. 
Write today for new increased dealer discount and a copy 
of our illustrated catalog MS-648. 


iA : 


| 


| 


W. O. Tarpley, sales and general man- 
ager of Battey Machinery Co., Inc., Rome, 
Ga., makes one last point to J. F. Cum- 
ming, busy checking stock on an order, 


Gilmore Makes Changes 
In Oregon and Los Angeles 


The Gilmore Steel & Supply Co., 
San Francisco, has opened a new 
branch and warehouse in Portland, 
Ore., on Swan Island, and has added 
three new men to its forces in Los 
Angeles. 

The new branch is under the man- 
agership of Bob Cremere. Previously, 
Mr. Cremere had been Portland repre- 
sentative, but without stock in that 
territory. 

Branch Manager Joseph A. Abel- 
ing’s recent additions to the staff at 
Los Angeles include two outside sales- 
men, Ed Fisher, an ex-Navy man and 
formerly with a welding supply house; 
and William Benson, who has had ten 
years experience with The Crane Co, 

Clair De Pew, formerly with Garrett 
Supply, now is on the shipping desk. 


Lincoln Supply Co. 
Moves To New Quarters 


An open house for the trade and a 
number of pneumatic and hydraulic 
machine demonstrations featured the 
recent removal of Lincoln Supply Co. 
to its new and larger quarters at 129 
Dyer St., Providence, R. I. 

A large number of factory repre- 
sentatives were in attendance and ma- 
chines were set up “in motion” which 
allowed customers to observe actual 
operations. 


A Correction 


Through a typographical error, Ed- 
ward P. Welles’ name was misspelled 
in a caption published in the April 
issue. Mr. Welles is president of 
Charles H. Besly & Co., Inc., Ch’- 
cago. The picture was one taken while 


he was enroute to the Biloxi regional 


AMMCO TOOLS, INC. - COMMONWEALTH AVE.» NORTH CHICAGO, ILL, ee 
og ” ~ ‘m: >* 
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OUR DISTRIBUTORS 
are ‘‘the local Good Right 


Vertic 


Hand of Industry’, and (ees . le 0) hee ee |}. Ge ee Rare 


weare proud of this fact. | =i, i a [ae WC seen er 


Ourads develop inquiries 


for our Distributors. 





alelab as) 


HERE ARE THE MAGAZINES {\ THIS BIG, EASY-TO-USE CATALOG takes 

that go “across the board" mystery out of pump and compressor engint 
ee he \ ing. A short cut to satisfaction for your ¢v 

tomers ... a quick sales-clincher for you. 


IN ADDITION, you get a full supply of hot 

a ake \ hitting direct mail literature . . . your 
won tena EY we \ listed in THOMAS’ REGISTER inserts . .. 
reading about Worthington prod- . Worthington's nation-wide sales and engin 
ucts in these publications. be é ing service. 


of industry to build sales for 
Worthington Distributors. 
Right now—your customers in 
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‘ WORTHINGTON 
DISTRIBUTORS 


HIGHLIGHTS OF WORTHINGTON’S 
INDUSTRIAL EQUIPMENT FRANCHISE 


The Worthington line of industrial equipment includes over 15 basic product groups 
—pumps, compressors and related products—covering the broadest range of indus- 
trial needs. The market is unlimited, with every plant a prospect, giving you endless 
opportunities for related selling of motors, pipe, accessories, etc. . . . more sales per 
prospect . . . no small-order problem . .. and larger dollar value per order at no 
increase in selling cost. 


A Name That Sells 


The name “Worthington” is recognized throughout the industry for its leadership 
in design, construction and performance. Worthington products meet urgent in- 
dustrial needs, as determined by Worthington Market Research. That’s why your 
customers, like countless others all over the world, know that there’s more worth 
in Worthington! 


100% Cooperation 


On the opposite page, you see the nation-wide advertising and other promotional 
helps backing up the Worthington Industrial Franchise. Here are some other 
important advantages: 


A comprehensive training plan for distributor personnel . .. a thoroughly tested 
merchandising plan . . . quick engineering and sales service from local support . . . 
protected territories under selective distribution. 





acc ecg 


Raa 


ee 
Sri ( ‘ KS 


MERCHANDISING DIVISION 


Horizontal Aw Compressors 





Other related items 


YOUR TERRITORY 


 hpcnap Ars ~ vs The Good Right Hand of Industry 


whole story on this Worthing- 





PUMPS: centrifugal, power, rotary, steam ( 


ton way to bigger and better COMPRESSORS: horizontal, radial, vertical 


sales. POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
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GET YOUR SHARE 


' @ MINES « MIELS ¢ METAL WORKING PLANTS ¢ AVIATION PLANTS » WARE- 
HOUSES « RAILROADS » FOUNDRIES »« POWER PLANTS « DAIRIES « PUBLIC 
BUILDINGS « GARAGES « 

CONTRACTORS o 


CAPITAL 


INDUSTRIAL 


BRUSHES » BROOMS 


Every one of these prospective 
buyers uses maintenance equip- 
ment constantly. Your job is to 
sell the “tools” to do the best job 
most reasonably .. . CAPITAL 
Industrial Brushes and Brooms. 
CAPITAE maintenance equip- 
ment is second to none in long 
life and good performance. Sell- 
ing Opportunities are unlimited 
because there is always a selling 
“season” — returns are good and 
constant. 

We urge users to buy through 
their local distributor. 


BROOMS... . beef wash- 
ing, hide, fibre, whisk, 
textile, warehouse, 
coach, janitor, parlor, 
push, street sweeping, 
general industrial — 
BRUSHES... wire, win- 
dow, car washing, coun- 
ter, scrub, special—Street 
Rolls 








INDIANAPOLIS 


BRUSH and BROOM MANUFACTURING CO. 


Corner Brush and Broom Sts. Indiar.apolis. 
ESTABLISHED 1890 
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John O. Glenn 


Glenn Appointed 
Worthington Manager 


John O. Glenn, formerly assistant 
manager, Merchandising Division, has 
been appointed Manager of Pump and 


| Compressor Merchandising Sales by 


| Worthington Pump & Machinery 


orp., Harrison, N. J. 
1 Mr. Glenn joined Worthington in 
1922 and was associated with the cor- 
poration’s Philadelphia sales office 


Aintil 1927, re-associating himself with 


that office in 1937. In the interim he 


©4vas connected with the sales organiza- 


tions of Electrical Research Products, 
Inc., and Washburn Crosby Co., Inc. 


| New Salesmen Named 
| By Utilities Supply Co. 


New salesmen recently added to the 
staff of the Utilities Supply Co., Los 
Angeles, Calif., include Dave Baker, 
Bob Saylor and Carney Muhlbach. 

Formerly, Mr. Baker was with the 
Southern California Edison Co. Mr. 
Saylor was with the Western Auto 
Supply Co., and Mr. Muhlbach’s last 
position was with J. W. Robinson Co. 





J. C. Tolbert and J. P. Mercer of the city 
sales staff of Columbus Iron Works Co., 
Columbus, Ga., inspect a new portable 
clectric drill before shipment to a cus- 
tomer. 











“SUPERCHEST” 2001 
146 PIECES 


5) Sockets ® 37 Attachments 
58 Wrenches Complete in 


meto! chest with handy tote 


Drives: 1/4, 3/8,1/2 ond 3/4" 


NEM 








= WYYTY 
Nee 


AAAS 
CF OCR EE 


35 SCIENTIFICALLY secnrne Se > 
tray. Openings: 3/16" to 1-5/8” 


@ This new Williams line consists of 35 
scientifically matched assortments of va- 
rious types and sizes of tools, carefully 
selected and grouped for specific uses. 
“ “a4 “ . 
Supersockets, © Superrenches, pliers, 
chisels, screw drivers, etc. are included 
in these many versatile collections. 


There are “Supersocket” Sets in 1/4, 
3/8, 1/2, 3/4 and 1” drives with socket 


openings from 3/16" to 2-3/8”. The heavy- 


( This standard signature appears 
in all Williams advertising) 


_— —S 
cop EVERY TYPE OF SERVice 


gauge steel cases are attractively finished 
in orange and black. 


Williams “Superchests” feature remov- 
able tote tray, drawers on free action 
suspension slides and cylinder locks. All 
cases have convenient compartments that 


keep sockets at finger tip height. These 
new sets offer the maximum in conven- 
ience, utility and value. 
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A “SUPERSOCKET” SET 


WILLIAMS 





J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Qisheibulors Socryuhone 
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BELMON 


PACKINGS 


Belmont Belmont 
“6100” Style 189 





For piston rods and valve 
stems running in oil, gaso- 
line, benzol, naphtha, kero- 
sene and similar solvents. 











Hot Oil Asbestos Packing for 
rods and plungers. Construc- 
tion minimizes capillary 
attraction and saturation. 








THERE’S A BELMONT PACKING FOR EVERY SERVICE 


Steam, Water, Oil, Gas, Air, Acids, Alkalie 


Ammonia F< rms iri ethers 


sObateem 


Spirals 


Coils, Reels Spools Sheets, Gaskets 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER & SEPVIVA STREETS e PHILADELPHIA 37, PA. 
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J. A. Blake 


Electric Steel Foundry Co. 
Names Blake to L. A. Branch 


J. A. Blake has been made Los 
Angeles branch manager of the Elec- 
tric Steel Foundry Co. He was trans- 
ferred from the managership of the 
Seattle office. His place there has 
been taken by Joe McQuaide, who has 
been moved up from San Francisco. 


Stewart-Ramey Co. 
Organizes For Business 


The Stewart-Ramey Co. of 218 
North Mill St., Jackson, Miss., has 
been organized for business and will 
handle power transmission, conveying 
and elevating equipment. 

J. M. Stewart is president of the 
firm; B. R. Ramey, Jr., secretary and 
treasurer; and B. E. Walker, vicc- 
president. J. Roy Smith is the other 
stockholder. 

Formerly, Mr. Stewart and Mr. 
Ramey were connected with R. J. 
Tricon Co., New Orleans, as sales en- 
gineers. Mr. Ramey is a graduate of 
Rice Institute, with a B.S. in mechani- 
cal engineering. Mr. Stewart gradu- 
ated from Louisiana State University 
in electrical enginccring. 


U. S. Rubber Names 
Lundberg to District Sales 


H. A. Lundberg has been appointed 
Syracuse district sales manager of the 
mechanical goods division, U. S. Rub- 
ber Co., succeeding Clarence D. Town- 
send, who is retiring after 42 years of 
service. 

Mr. Lundberg has been with the 
company since 1936 and has held 
various sales positions in Dallas, Kan- 
sas City, New Orleans and Chicago. 
In his new position he will have super- 
vision over the sale of belting, hose 
and other industrial products dis- 
tributed by U. S. Rubber in the Syra- 
cuse territory, which includes such 
cities as Rochester, Utica, Albany, 
Troy, Schenectady, Binghamton, and 
Elmira. 























YOUR CUSTOMERS can lower 


lubrication costs and increase production 


...with this & 


LINCOLN 
LUBMOBILE 


The Portable 
Lubrication 
Department 





The hand-operated gear dispenser being 


used to fill a gear box. Oilers save hours each day 


with this on-the-spot unit 


This complete portable lubrication department gives the oiler everything he 
needs—when and where he needs it. No time is lost going"back to the supply 
room for special greases, tools, or grease guns. The All-in-One Lubmobile is 


another Lincoin answer to industry’s problem of cutting costs through proper 
lubrication maintenance. 


Here is your opportunity to make added sales. Investigate this profit-building 
addition to the Lincoln Line. 


WRITE FOR COMPLETE INFORMATION 


The air-motor operated grease gun be- 
ing used to lubricate bearings. 
3 





Lincoln is the originator of the 
Kleenseal Surface Check Fitting LINCOLN ENGINEERING COMPANY 


—the modern fitting with the Leaders in Lubricating Equipment fora Zuarter Century 
ball in the top that seals out dirt. 5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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ELECTRIC HOIST 


( 
f 


EASY TO SELL..- PROFITABLY 


ist Products sell fast, 
profitable repeat 
ecifications 


do Harrington Ho but 
. assure a 
built to rigid sp 
lized in the design 


Not only 
they make friends « - 
ess because they are 
zation that has specia 
£ hoists for more than 75 years- 


ur interesting Distributor 


busin 
by an organi 
and manufacture © 
Write for details about © 


Proposition. 


THE 


HARRINGTON 


COMPANY 
PHILADELPHIA 30, PENNSYLVANIA 


Ma i 
kers of Hoists since 1876 


DIFFERENTIAL HOIST "CUM ALONG" 
LEVER PULLER 
TROLLEY 
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“OQ? 


S Ce 


Call them hurdles or steps...there have always been five of them involved in making a sale: 





.. but the only one that puts money in your pocket is} | Metalworking’s top plant buyers in the pages of this 


closing the order. That’s why advertising is so impor- 
tant to you, and why you ought to make sure you keep 
abreast of the advertising through which your sup- 
pliers are giving you more time to spend in closing 
‘orders, For good and consistent advertising can take 
the first three of the five sales steps for you. It takes 
them throughout your territory at one time... takes 
them repeatedly and frequently...and takes them 
under the pleasantest possible circumstances, at a time 
when your customers are relaxed, unhurried, and look- 
ing for information about your products. 
Every day, manufacturers of products you sell to 
Metalworking are helping you to make more sales fas- 
ter by their advertising in American Machinist, They 
“mong over 600 manufacturers who advertise to 


THIS IS YOUR TOP SALES PARTNER IN YOUR......-; 


widest and best-read of all metalworking publications. 


Among American Machinist’s 28,000 subscribers, and 
the thousands of other metalworking production ex- 
ecutives who read subscribers’ copies, are the most 
important buyers in your territory. They are Presi- 
dents, Works Managers, Production Superintendents 

.-men who are often difficult to see, but whose buying 
power is all-important. And American Machinist sees 
them every other week. 


More metalworking production executives read this 
magazine than any other in its field. Watch its pages. 
And never forget this: your suppliers’ advertising in 
American Machinist will help you make more money 
every month this year. 
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..e. hurdles are fewer 


in American Machinist...right now...your 
path to volume metalworking orders is being smoothed, 
made faster and more profitable to travel, 


by the advertising of your suppliers 


Would you like to see some recent examples of 
your suppliers’ American Machinist advertis- 
ing? to Reader Service Dept., American 
‘ Machinist, giving us names of the companies 
whose products you sell..We will be glad to 
send you copies of their recent advertisements. 


ABC 
ABP 
The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 

» + » ° 


% ; ee une ULTRA THICK DISHED MEADS 
sp 
weal TREATING SALT BATHS — first of © vertes 


eoomee» BIGGEST MARKET pes ONE is yy 
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The Premium Quality Air Cock without the Premium Price 


SX AIR COCKS and SHUT-OFF COCKS 


Made on new special purpose precision machines 
Air or liquid losses, over a period 


AIR LOSSES ARE COSTLY of time, can be expensive. That 


is why we are now building a cock that is leak-proof when it leaves our 
plant and which will retain this quality over a long period of time. Made 
on new special purpose precisicn machines, the super-finished parts pro- 
duced fit together perfectly and pass an 80 pound air line pressure test 
before they are approved for shipment. 


PROMPT DELIVERY 
If not available immediately from stock, 
cocks are always in production and avail- 
able for shipment in a few weeks at most. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1907 DETROIT 7, MICH. 


The ; 
HUOT Drill Ind 
There’s profit in selling this case for 
drills your customers have on hand. 
Helps sell a drill assortment too. It’s 
a handy drill stand and indexed con- 
tainer made in 11 sizes. Compact— 
convenient—orderly. Mechanics, elec- 
tricians, die makers, trade schools— 
all are prospects for this efficient 
system of keeping drills handy for 
instant use. Circulars and catalog 
pages available. 

e 


SEND FOR FREE SAMPLE 
A request on your letterhead will bring a 
free sample to you. Name size and kind 
you wish to test and inspect. 











551 .N. Wheeler St. Paul 4, Minn. 


FAST SALES... 
VOLUME SALES 


to every company 
handling box cars! 











BALL 


VALLEY crinobers 


Accuracy and Performance | 








The Monarch One Man 
Car Door Opener fills a 
long-felt need for saving 
labor, reducing  acci- 
dents, speeding loading 
and unloading sched- 
ules. The Procter and 
Gamble Company, Cin- 
cinnati, says, “We have 
established your car door 
opener in our safety 
manual, which means 
that we will order these 
openers for our plants 
and mills all over the 
country.” 





@ Reasonably priced for 


Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. @ ST. LOUIS 8, MO. 


Only $22.50 Each 
F.0.B. Bowerstown 


| DEPT. 1D6 
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quantity sales, generous 
discounts. Sales promo- 
tion literature and cuts 
available. Write us to- 


day. 


THE NOLAN COMPANY 


Bowerstown, Ohio 


| Formerly The Mining Safety Device Co. 








John E. Barbier 


Barbier To Head Sales At 
Murchey Machine & Tool 


John E. Barbier has been appointed 
sales manager of the Murchey Ma- 
chine & Tool Co. and also in charge 
of tap sales for the Shefheld Corpora- 
tion. 


Frank A. Henry, Jr., has been 


named field sales manager for Mur- 
chey products and Fred L. Graham, 
field sales manager for Sheffield taps. 


The sales organizations of both 
companies report to Oscar A. Ahlers, 
general sales manager. ‘The Shefheld 
company acquired the Murchey Ma- 
chine & Tool Co. of Detroit last spring 
and it is being operated as an inde- 
pendent subsidiary. Executive offices 
of both companies are at Dayton, 
Ohio. 








with wet cutting system 


Here’s a saw that will pay divi- 
dends on practically any cut-off 
job. It’s fast, versatile and eco- 
nomical. The wet cutting system 
illustrated is a low cost extra that 
makes possible higher 
cutting speeds and 

longer blade life. 


with 
anlomatic 


cutting cycle 

The new Wells No. 12 is 

an electrically powered, 
hydraulically controlled saw. 
Just push a button and the head 
comes down and makes the cut 
at a controlled blade pressure. 
At the completion of the cut the 
head returns to a predetermined 
position and the motors shut off. 


SPECIFICATIONS 


CAPACITY: 

Rectangular 

Special Guides. . . 

Rounds k 
MOTOR . . %2H.P.,A.C., or D.C. 
SPEEDS 

Selective; 60, 90, 130 ft. per min. 
WEIGHT . Approximately 665 lbs. 


SPECIFICATIONS 
CAPACITY: 
Rectangular 
Rounds 
MOTORS . 
SPEEDS 
Selective; 50, 90, 150 ft. per min. 
WEIGHT . Approximately 1750 lbs. 


- 12"x 16’ 
12%” O. D. 
. - %*H.P.and'4H.P. 


NOW AVAILABLE 
WITH WET CUTTING SYSTEM 














Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST. . THREE RIVERS, MICH. 





D. C. McNeely has been appointed 
manager of the Morse-Rockford Sales 
Division of Morse Chain Co., Detroit. | 
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AMERICAN Weldless 
Chains are made by 
automatic processes 
that insure strength. 
Most wire type weld- 
less chains are made 
by forming a secure 
knot in a length of wire. 
Flat link chain (Ameri- 
can, Safety, Sash, etc.) 
is made by stamping 
blanks from strip stock, 
folding and inserting 
them to form a continu- 
ous chain. 


AMERICAN | 
WELDED AND WELDLESS CH AIN 


Shown here are some of the more popular AMERICAN 
weldless chains. AMERICAN CHAIN also offers a com- 
plete line of electric welded and fire welded chain— 
chain fittings and assemblies—repair links—cotter 
pins—hooks. Your customers depend upon you for 
good chain products. Sell AMERICAN—the complete 
chain line. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Paul J. Roddy 


Nicholson File Co. 
Appoints Roddy 


Paul J. Roddy has been appointed 
representative for the Nicholson File 
Co. of Providence, R. I., in charge of 
Greater New York, New Jersey and 
surrounding areas. 

Mr. Roddy joined Nicholson in 
1935. He was their representative in 
the upper New York State area until 
1942, when he was called to the home 
office in Providence to assist in the de- 
velopment of the merchandising of 
the company’s rotary power files. 


New Cantol Wax Owner 
Elected Mayor 


Thomas L. Lemon, former vice- 
president and general manager of the 
Cantol Wax Co., Bloomington, Ind., 
is now sole owner of the firm, operat- 
ing it under its new name, the Cantol 
Wax Products Co. 

Mr. Lemon was recently elected 
mayor of Bloomington. As democratic 


| candidate for the office he was swept 


into office by a landslide majority. 


No promotion or publicity device was 
overlooked by Thomas L. Lemon in his 
campaign for Mayor. Lemon-shaped 
balloons and lemon-drop prize con- 
tests kept his name on every tongue 
in Bloomington. 














YOU ARE LOCATED THIS IS 


YOUR PROFIT OPPORTUNITY 


MORGAN VISES are nationally known and used... 
every vise that leaves our plant carries our uncondi- 
tional guarantee for a life-time of good service. 
Some of the features of construction that make your 
selling easy are — inbuilt accuracy . . . diamond 
cerated jaws (insures firm gripping power) . . . abso- 
lute rigidity . . . precision that lasts after years of 
constant service . . . complete interchangeability of 
parts. This precision of manufacture is the result of 
55 years of exacting and painstaking adherence to 
strict standards and is responsible for building up 
successful business for many distributors. MORGAN 
VISES fit into any sales plan and in a buyer's market 
the right product is very important. We give prompt 
attention to all orders — our sales policy is clear cut 
— we would like you to have all the facts NOW! 


% We urge users to 
buy through their local 
Distributor. 


MORGAN VISE CQ, 812» e808 5. CHICAGO 6, U.S.A. 


e machinists bench e woodworking 
¢ combination pipe e quick action 
e sheet metal workers e utility 

e solid nut continuous screw 
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Fa anal 


r-full Sales Appeal... 
N-WERNER 
ER UNIT 


INDUSTRIAL HYD ~ President John A D. “prey (right) 
us ome © receives congratulations on his election 
assure your ¢ 


from Past-President Sumner Simpson, 
new chairman of the board of Ray- 
bestos-Manhattan. 
ITY 
PENDABIL | 
POWER unit rai ws Rohrbach Elected 
mer . or sure, 
Heinite Piston Raybestos-Manhattan Head 


i ressing, 
| aati P John F. D. Rohrbach was elected 
operation. president of Raybestos-Manhattan, 
Inc., at the recent meeting of the 
| board of directors, succeeding Sum- 
ER Hydraulics | ner Simpson, who has been president 
th rein- since the formation of the corporation 
in 1929. Mr. Simpson becomes chair- 
man of the board and of the finance 
committee. The office of board chair- 





Powe 








OMPLETE DE 
. The HY PER- 
g-life 


d lon 
patente every lifting, 


full power at 
bending or moving 


| 
NGER SERV 
od Hein-Werner HY PER-POW 


are ruggedly built with greater streng 


more years of service. man has been unoccupie’ since the 
death of Col. A. F. Townsend in 1940. 
Other officers elected at the same 


Y 
GREATER SAFET HY PER-POWER Hydrau- meeting were W. H. Dunn, former 


on ner | 
Every Hein Wer Lanes rated capac- comptroller, who was elected treasurer, 


lic is factory-tested - int ton margin and W. W. Kievit, formerly secre- 
ity to offer an importan i lication. tary, who was elected comptroller and 
fety at every industrial app secretary. 
of safety Two new members elected to the 
board of directors are W. S. Simpson, 
director of personnel of the Raybestos 
Division, and George W. Marshall, 
Jr., general manager of the Asbestos 
Products division. 











i * HYPER, according to the dictionary, 
means over, above, beyond the ordinary 


April Analysis 
Made in models of 1%, Sees Backlogs Down 


3, 5, 8, 12, 20, 30, 50 and Expanded production has reduced 
100 tons capacity. Write the backlog of demand for many con- 
us for details. sumers’ durable goods, but these back- 
logs in general still are large. The 
opinion is the result of an analysis 
in the April issue of the Survey of 
Current Business, monthly magazine 
of the Commerce Department. 
| The principal exception where the 
| backlog of demand has been reduced 
| little, if any, is passenger automobiles. 
| Here production difficulties have pre- 
| vented full scale output and the rapid 


e pune | meeting of consumer needs. 
CMe - Fr The backlog demand for vacuum 
| *cleaners, electric refrigerators and 
HYDRA SALAS, |felectric washing machines was_re- 
duced somewhat, the greatest progress 
@bcing made in the latter category, due 
| 


to the doubling of the production 
rate for refrigerators. 


HEIN-WERNER CORPORATION ¢ WAUKESHA. WIS. 
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AGGRESSIVE DEALERS MAKE PROFITS SELLING ALLIS-CHALMERS 


ransi 


eo 7 i 


Franchise Covers Wide Range of Units! 


H™: A TRANSFORMER FRANCHISE that 
gives you wide market coverage. It in- 
cludes distribution, instrument and metering 
units . . . plus insulating oil! 


DISTRIBUTION TRANSFORMERS — oi] im- 
mersed 200 kva and smaller, 15 kv and lower. 
Dry type 600 v and lower. Chlorextol-liquid- 
filled in certain specific ratings. 


INSTRUMENT TRANSFORMERS — 69 kv and 
lower including cvrrent and potential out- 


ALLIS-CHALMERS" 


Dealer Sales Organization — GENERAL MACHINERY DIVISION 


door oil-filled metering units, 

Behind this wide line of transformers is 
an aggressive advertising campaign in all lead- 
ing electrical magazines . . . directed to the 
men who buy your products. In addition, 
you have a complete lineup of sales promo- 
tion literature. 

For complete facts on this profitable fran- 
chise, write or wire: Dealer Sales Dept., 
ALLIS-CHALMERS, MILWAUKEE 1, WIS. 


Chlorextol is an Allis-Chalmers trademark. ai aiid 
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TIPS for ROPE 
PURCHASERS 


You can’t tell a book by its cover— 
nor can you judge good rope by its 
exterior appearance. That’s why the 
reputation of a Manufacturing Com- 
pany is of paramount importance. 


For 144 years, Fitler has produced 
the highest quality rope manufac- 
tured from the finest fibers obtainable. 


Look for the registered Blue & Yel- 


low Colored Yarn Trademark in all 
Fitler Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


Manufacturers of Quality Rope since 1804 


NEW YORK e@ CHICAGO e LOS ANGELES e@ SAN FRANCISCO 
NEW ORLEANS @ HOUSTON e PORTLAND 








| 
| 


| 
| 


1421-25 So. 2nd St. 


ATLAS iver 


“COMPOUND 
LEVERAGE” 


Gives 


Great Power 


Within the cir- 
cle ig the sec- 
tion where the 
*‘*compound 
leverage” is 
developed. 


“Compound Leverage’ is the principle of a for- 
ward push instead of an uplift being exerted in 
the moving operation . . . the key to the great 
power and speed of ATLAS. Car Movers are very 
important now and we'd like to discuss with you 
our sales plan which gives full protection to dis- 
tributors. Keep sufficient stocks on hand. 


Appleton-Atlas Car Mover Corporation 








Pat’d. & 
Pats. Pend. 


“Hallowell Solid Steel Collars, attractively proportioned throughout, are precision- 
machined so faces run perfectly true . . . are also highly polished all over . .. yet 
they cost less than common cast iron collars. 3°’ bore and smaller are made from 
Solid Bar Stock and fitted with the famous “Unbrako” Knurled Point Self-Locking 
Socket Set Screw... a set screw that, once tightened, holds and stays tight to 
make sure the collar won't shift on the shaft. ‘“‘Hallowell” . ..a “buy word” in 
shaft collars are available in a full range of sizes for 

IMMEDIATE DELIVERY 
“Unbrako” and “Hallowell” Products are sold through Industrial Distributors. 

OVER 45 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX 519 © BRANCHES: BOSTON «+ CHICAGO « DETROIT 
INDIANAPOLIS ¢ ST. LOUIS ¢ SAN FRANCISCO 














(Quality 
ROUND BELTING 
packaged for easy handling 


More and more belting manu- 
facturers and jobbers are find- 
ing it profitable to catalog and 
display H & B round leather 
belting—under their own label 
or H & B's. It is unsurpassed ... 
for quality . . . for performance. 
To build a line of profitable 
round belting — write to: 


THE SHINGLE LEATHER Co. 


Himmelein 


1300 Wainut St. 


& 
Bailey Div. Camden, N.J. 





= 
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Milwaukee 4, Wis. 








Recent appointees to the Milwaukee 
Mill Supply Club are Fred C. Morten- 
sen, president... 


. and Elmer Larson, sccretary-treas- 
urer of Mortensen Industrial Supply 
Co., Milwaukee. 





Fulton Supply Co. 
Changes Sales Personnel 


Joe Trammell, graduate of Georgia 
Tech in M. E. and son of R. H. 
‘Trammell, store manager and purchas- 
ing agent, has joined Fulton Supply 
Co., Atlanta, Ga., as a special ma- 
chinery engineer. 

Lloyd Tanner, formerly with R. L. 
lolghum Co., now is counter sales- 
man with the Fulton company. Ful- 
ton Supply now has four city, four 
county, three counter and two tele- 
phone salesmen, covering Georgia and 
part of Alabama. 

L. D. Stover, sales manager, reports 

_that sales so far this year have kept 
pace with a year ago. Modernization 
programs of textile mills, Mr. Stover 
explains, have created a satisfying de- 
mand for many lines of equipment. 

John Botts, 72, who has been with 
the company for 33 years, has retired. 
He was in the sales department at the 
time of his retirement and had served 
as salesman and general manager of 
the company. 


Elliott Bros. Steel Co. 
Incorporates 


Elliott Bros. Steel Co. of New 
Castle, Pa., has filed incorporation 
papers to buy, sell, manufacture, proc- 
ess, distribute and market steel. 











PRENTISS 


MACHINISTS @¢ TOP SWIVEL JAW @ COMBINATION PIPE 
HINGE PIPE © WOOD WORKERS @ UTILITY 


ALL PACKAGED IN INDIVIDUAL CARTONS OR BOXES 


For 80 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
and brought distributors re- 
peat profitable business. 


Now with the new improved 
features Prentiss has re- 
sulted in today’s outstanding 
quality vises. 


The Prentiss line is 


Made to Sell 
Made to Satisfy 
Made to Last 


IN A FEW SECTIONS 
TERRITORIES ARE OPEN 
ARE YOU INTERESTED? 


The Sales Policy is 100% through Distributors 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 
OF THE CHARLES PARKER CO. 
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NOW! 
A HEAVY DUTY 


ALL-PURPOSE 
WHEELBARROW 
wtth 
ALUMINUM ALLOY TRAY 


Buch's #455 Heavy Duty 
Aluminum Tray ‘Barrow 


Limited Quantities Available for Immediate Delivery 


Buch’s Aluminum Tray ‘Barrows are available to help you 
fill the pent-up demand for wheelbarrows, Buch's alumi- 
num Tray ‘Barrow *455 is a heavy duty ‘barrow formed of 
specially rolled alloy aluminum sheets, It has a capacity 
of 5 cubic feet. Experience has shown that the Buch 
Aluminum Tray ‘Barrow is no novelty ... can stand up 
against any competition where hard usage is a factor. 
Particularly recommended for handling materials which 
corrode ordinary ‘barrows, such as chemicals, manure, etc. 
17 pounds lighter than an equivalent steel tray ‘barrow. 
Limited quantities are available for immediate delivery. 
Phone or write your distributor. 


BUCH MANUFACTURING CO. 


Carrying the Load Since 1868 
ELIZABETHTOWN, PA. 





Joseph H. Humble 


Humble Heads Sales 
At Kester Solder Co. 


Joseph H. Humble of the Kester 
Solder Co., Chicago, IIl., has been ap- 


| pointed general sales and advertising 


manager. Mr. Humble has been asso- 
ciated with Kester for 25 years. One 
of his first tasks will be to start laying 
the groundwork for the company’s 
50th Anniversary Celebration. 


Michelson Says 
Salesmen Are Orphans 


Today’s salesmen are prosperity’s 
orphans, suffering from neglect by top 


| management during the period of lush 


business, according to Arnold Michel- 
son of New York, vice president of 
the Minneapolis-Honeywell Regulator 
Co. 


During prosperous times, Mr. 


| and commercial gas section of the 


nual sales conference, management 


American Gas Association at its an- 


Michelson recently told the industrial 
concerns itself with all phases of busi- 
ness except the art of salesmanship, 
so that that valuable implement be- 
comes ineffective through disuse. 

“But let sales volume drop slightly 
and who gets the call to action?” Mr. 
Michelson asks. “It’s not production, 
nor advertising, nor the promotion 


| departments, but the old reliable sales 


organization that gets the call. 

“The cry for the return to old-fash- 
ioned selling is so much bunk. What 
we need, actually, is a renaissance, a 
movement for new-fashioned selling 
that carries force, persuasion and con- 
viction. You can’t sell today’s prod- 
ucts with yesterday’s arguments any 
easier than you can convince a woman 
that it would be a stroke of genius to 


| dig her pre-war wardrobe out of moth 


balls and surprise her friends by using 








| it as this spring’s outfit.” 
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ACCEPTANCE BUILDING 
SALES FOR DISTRIBUTORS 


Here’s another example of Reliance’s 
national advertising in leading trade 
magazines that is building acceptance 
of Reliance products... boosting 
distributor soles. Write for 

Price List 501. 


-Pevrttalion TO GOOD 
SPRING LOCK WASHER 


dele Cy BOWUWICE 


* Distribution of Reliance Spring Lock Washers 

in the Red Seal Package with the Quality-Guaranteed 
certificate enclosed is through well established and 
responsible dealers throughout the United States. 
Your Reliance distributor carries adequate stocks of 
Reliance Spring Lock Washers to the A.S. A. 
specifications, to give you prompt delivery service and 
complete satisfaction. We will be glad to 

forward the name of the Reliance distributor in 

your area upon request. 





Na OY NDE crises one reanr MASSILLON, OHIO 


Sales Offices: New York « Cleveland * Detroit * Chicago « St. Louis * San Francisco * Montreal 
EATON MANUFACTURING COMPANY 

















000,000 
pi\Aviation by 1952 


MARCH 1, 1948 


FORTY BILLION DOLLARS ... 


that’s the amount of money 
required to rebuild U.S. air supremacy in the next five 
years. Our Administration, our Congress, our military and 
aviation leaders agree that we must do this if America, as 
the leading world power, is to maintain world peace and 
order. 


Nor can we stop there. We must continue to spend, say 
our national leaders, $10 billion yearly to maintain this 
air supremacy. 


One of America’s greatest industries 


“The air power we must have presages a vast new indus- 

try.” These are the words of the Congressional Aviation 
Priicy Board. Aviation will again become one of the larg- 
est of U.S. industries — larger than the giant automotive 
industry. 


What this will mean to your business 


The impact of $40 billion of aviation spending will affect 
every business in this country. Your planning, beginning 
now, must embrace the effect on your business of the in- 
numerable product and service requirements of aviation. 


The sales approach to the Aviation Market 


Aviation is one industry, not many. As the Congressional 








JANUARY 1, 1948 —“*We need a greatly enlarged air force, right 
now.”’ — President’s Air Policy Commission 


FEBRUARY 9, 1948 — “U.S. policies must remain continually adjusted 
to the requirements of total air power.” — Air Co- 
ordinating Committee 


— “We must have air power that is supreme. We 
cannot have less.”»—Congressional Aviation Policy Board 


Board expresses it, “National air power is an entity not 
fundamentally divisible as a weapon or as a carrier.” Air 
power is the total aviation activity—military, commercial 
and private. This is the key to your aviation sales job. 


How Aviation Week serves your sales requirements 


Aviation Week was specifically designed to serve the in- 
formation needs of all men in the aviation business. Its 
editors report every important development in the science 
of aeronautics and assess its effect upon all activities with- 
in the industry. Its editors also recognize the need for the 
greatest possible speed in the communication of aero- 
nautical intelligence. 


Aviation men must get all the news—and the mean- 
ing of the news—and they must get it fast. Aviation 
Week is the one aeronautical publication geared to match 
the need and the speed of aviation. 


In the development of your marketing plans to serve this 
great U.S. industry, we submit Aviation Week as the most 
powerful single sales influence you could place behind your 
product. 


McGraw-Hill Publishing Co., Inc., 330 West 42nd St., 
N.Y. 18, N.Y. 


s AVIATION WEEK « 


THE MAGAZINE 





AVIATION 


BUSINESS 






































SPARTAN 


Takes The Lead Bringing 


A NEW NET 
PRICING METHOD 
FOR HACK SAWS, 
BAND SAWS, TOOL 
BITS AND COMPASS 






ewmee 


To You and To 
Your Customers 





— 
re 


We announced this Apr. Ist, many favorable comments 
The net prices are figured for both you 
and your trade, a great advantage of quick prices for any 
type of order at a moment's glance, faster service to your 


have come in. 


trade, less paper work for everybody. 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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Checking up on large-sized welding 
fittings, J. E. Nelson, buyer for Weaks 
Supply Co., Monroe, La., makes a few 
notes. 








Pye-Barker Supply Co. 
Begins Meetings Series 


A series of monthly educational 
dinner meetings for all of its em- 
ployees has been instituted by the Pye- 
Barker Supply Co., Atlanta, Ga. The 
get-togethers, which generally _ last 
about three hours, are designed to 
familiarize employees with the prac- 
tical use of equipment and the differ- 
ent types of supplies carried in the 
ccmpany’s stock. A factory representa- 
tive frequently is invited, to discuss a 
particular line of products and their 
use. 

Success of the dinner-mectings is 
reflected in the increased interest 
shown by clerical and other employees 
who do not generally come into con- 
tact with sales. They have been of 
gicat help, also, to the sales force. 

The mechanical and engineering 
discussions are led by John C. Pye and 
B. S. Barker, Jr., both graduates of 
Georgia Tech. 

L. G. Smith has joined the firm in 
the telephone order department. For- 
merly, Mr. Smith was with the indus- 
trial sales division of Columbus Iron 


Works. 








Call for hose couplings is answered 
by Lionel Schlinger (on ladder) and 
Fred J. Fossier, at Service Equipment 


Co., New Orleans. 
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S-CH4LMERS 
U4 


A 


PEDRIFUGAL pumps + 1 ELECTRI 
7 available i 
from 10 to ‘ 


seate 
five sizes 9 


ft head. A wide range a 
intermediate — 
pacities are possible 


FUGAL pumps « 


n eacities 


for long lite. 
capac 
175 to 7 


SOLIDS PUMPS «« 
gpm for cial desion 
abrasive- -resis 


ang! 
2 7000 $ gpm fot 


Dealers! Make Big Profits Selling Allis-Chalmers 


PUMPS 


Complete Line from 10 to 15,000 gpm! 


a spe- 
aol Y with 


tant alloys 
Available in 


ing from 


heads to 100 


Why Be Satisfied With An Incomplete Line? 


© = FRANCHISE with enough coverage to 
sell a major share of your customers re- 
quirements . , . that’s the smart way to do 
business! The Allis-Chalmers franchise line 
of pumps is one of the most complete on the 
market today, It includes single-stage single- 
suction, single-stage double-suction, double- 
suction, and multi-stage pumps. 

Added to the three fast selling types above 
are general purpose water pumps, fire pumps, 
chemical pumps, horizontal or vertical mounted 


ALLIS- CHALMERS: 


pumps, and self-priming pumps. Each is de- 
signed in the most demanded ratings. 

Behind this wide line of A-C franchise 
pumps is an aggressive advertising campaign 
in leading general and trade magazines reach- 
ing 3,473,384 readers each month — plus 
many sales and technical bulletins. 

For complete details, wire or write: Dealer 
Sales Dept., ALLIs-CHALMERS, MILWAUKEE 


1, Wis. Pedrifugal and Electrifugal are Allis- 
Chalmers trademarks, A 2474 









Dealer Sales Organization — GENERAL MACHINERY DIVISION 


INDUSTRIAL DISTRIBUTION © JUNE, 1948 









































WILLEY’S NEW AXIAL 
FACE MILL 


See It At 
BOOTH 118 
Cleveland 


together with the com- 
plete line of Willey’s 
tungsten carbide tools. 


THE WILLEY AXIAL Face Mill is very suitable for normal stock 
removal operations up to 4” depth of cut. 

Excellent for finishing and straight facing operations, the WILLEY 
AXIAL Face Mill has the additional feature of being easily adapted to 
making square shoulder cuts. 

The longer runs between grinds ... the increased production rate 
- - . the economy of the long life of the solid carbide blade ... the 
familiar simplicity of the high speed technique in the grinding of the 
blades . . . are all embodied in THE WILLEY AXIAL Face Mill... 
the face mill designed for cast iron milling. 





Write for Bulletin FM 






WILLEY’S CARBIDE TOOL CO. 


1342 W. Vernor Highway 


2c Sh. gee = 
SBE 
ue 


saa 
Titel 


Detroit 1, Michigan 
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C&L No. 75 HEAVY DUTY FIRE POT 
MAKES 


ce To) : 


EASY! 


Quick 
DETACHABLE 
BURNER 







dustrial use —60 years 


of proved performance. 


Write for Catalog... 


HEAT TOOLS 
Designed and pre- 


ferred for every in- 








1712 DIXIE HIGHWAY © LOUISVILLE 10, KY. 





CLAYTON & LAMBERT MFG. CO. 
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“Sheet Lubricator’ 
builds repeat sales 
in every plant that 
pours babbitt 


You make money, your customers 
save money, with Randall Sheet 
Lubricator. Cut it to fit, put it in mold, 
pour babbitt as usual. Metal flows 
around lubricating graphite cones 
attached to bronze wire screen. 
Result . . . self-lubricating babbitt 
bearings that run smoother and 
longer with fewer burnouts, cut oil 
consumption up to 90 per cent! 


Double-lubricated 
pillow blocks 


Only Randalls have oil-plus-graphite 
lubrication that keeps shafts running 
quietly for the life of the equipment. 


For general 
service, single 







Standard Pillow Block 


Write for data on exclusive 
Randall features and the com- 
plete Randall line of bushings 
and pillow blocks. 


Randall Graphite 


Bearings, Inc. 


Dept., 636, 609 W. Lake Street 
Chicago 6, Illinois 
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“Certificate of Public Service’, the 
award of the Brand Names Founda- 
tion, Inc. received by Norman F. Wiss, 
(right), is presented by 'T. H. Muller, 
chairman of the Foundation’s execu- 
tive committee. 


Brand Names Foundation 
Honors J. Wiss & Sons 


J. Wiss & Sons, Co. of Newark, 
N. J., was one of six organizations to 
receive the Centennial Certificate of 
Public Service at the recent annual 
conference of the Brand Names Foun- 
dation, Inc. 

The award was presented to Nor- 
man }’, Wiss, vice-president of the 
company, in recognition of 100 years 
of public confidence and leadership 
in the American consumer market, the 
record reached this year by the “Wiss” 
trademark identifying the company’s 
shears and scissors. 


Jones Hardware Co. 
Builds New Warehouse 


Jones Hardware Co., Long Beach, 
Calif., now is building its new ware- 
house at 1491 Santa Fe Ave:, on prop- 
erty 175 by 100 ft. The building 
(Butler) will be 40 by 80 ft., with 14- 
am allowing for double decking. 

Aventually, it is expected, the new 
building site will take care of all com- 
pany operations in offices and ware- 
house. For the present, however, the 
store and headquarters on Pine St. 
will be maintained. 


Goff Will Represent 
Black Mfg. Co. 


G. M. Goff has been appointed a 
tepresentative of the Black Mfg. Co. 
of Baltimore, Md. 

Mr. Goff will represent the firm’s 
line of paint spray equipment and 
welding apparatus in Washington and 
Oregon, and will make his headquar- 
ters in Seattle. 





























































Sell ZAVEZALC and 


you sell Gasket Performance 


For whatever reason your customer may need a gasket, LINEAR | 
has on tap a field-tested and laboratory-controlled sheet packing 1] 
from which to cut it—yes, to cut it to the exact shape and from 
the correct sheet to meet his specific operating conditions. 


Air? Gas? Saturated steam? Caustics? Gasoline? LINEAR can 
give the answer with gaskets die-cut or hand-cut from the finest 
of materials. No order is too small or too large to handle. An 
odd shape gasket for an unusual requirement or 100,000 for gen- 
eral service—both will receive the same prompt attention. Or 
if your customers prefer to cut their own gaskets, LINEAR has a 
large assortment of rolls and sheets ready for prompt delivery. 





LINEAR offers you more than a complete line. Our engineers 
are available for advice on tough or unusual problems. And our 
price basis permits you to compete aggressively with good 
profit to you. On standard types or hard-to-get items, let LINEAR 
serve you. 


‘“‘PERFECTLY ENGINEERED PACKINGS’’ 


Linear 


LINEAR, Inc., STATE ROAD & LEVICK ST., PHILADELPHIA 35, PA. 
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Tool Holders must be lia 

th 

ARMSTRONG e 

th 

, th 
root mounens LAINE Bogs, To Sell, in profitable numbers - 
cor @ On the shelves of many supply D: 

: houses are “tool holders” of forgotten - 

eben makes that even two wars couldn't move. ee: 

Deep Thcer fi Today a new crop of “tool holders” that ho 

seemed “hot” during war time shortages “4 

Ail types for Tos! Holders MSer_up TOOLS are cooling rapidly into ‘frozen invest- ow 


All Types ond Sizes 


ments.” 


ts & Washers 


@ There will always be new makes 
of tool holders, there always have been. Rm 

A Covet Service rerinn ab ot They come up each spring like grass and . 
‘i wither with the fall. But ARMSTRONG : 
TOOL HOLDERS are still used in over bod 
BYE BOUTS 96% of the Machine Shops and Tool 

ere Rooms—will always be the tool holders 
that sell. 





bon ond Alloy Stee 


ARMSTRONG BROS 


aot ARMSTRONG BROS. TOOL CO. 


5205 W. Armstrong Avenue Chicago 30, U. S. A. T 


MACHINE SHOP Het 8 H 
SPECIALTIES "1 
Exclusive Features 





ARMSTRONG BROS 
CHAIN TONGS 
For Pipe and Fittings 
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A pleasant task, writing orders, is per- 
formed by Tom Dillon at Patrick H. 
Dillon, supply firm in New Orleans. 














Schirtzinger Retires 
From Century Electric Co. 


Leo Schirtzinger recently retired 
from the Century Electric Co., St. 
Louis, Mo. after 38 years with the 
company. He was Cincinnati district 
sales manager for the firm. 

The Century company’s Cincinnati 
district sales office will continue to 
serve its customers through P. F. Wil- 
liams and W. C. Wetlaufer. Mr. 
Williams assisted Mr. Schirtzinger in 
the Cincinnati territory for many 
years, and Mr. Wetlaufer served in 
the St. Louis district sales office and 
the general office at St. Louis. 


Hays Machine Tool Co. 
Displays Lines At Show 


The Hays Machine Tool Co., of 
Memphis, Tenn., displayed its line of 
woodworking and machine _ tools, 
home-builders tools and attachments 
at the Home Builders Show held in 
Memphis recently. 





They kept it in the family when Bill 
Hughes (above) succeeded his brother 
Dick Hughes as Abrasive Division 
Manager at Almquist Bros. & Viets 


of Los Angeles. Dick recently was 
made vice-president in charge of sales. 
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No. 431 Ball Type 
Reducing Valve 


No. 1 Weight and 
Lever Type 
Reducing Valve 





KLIPFEL MANUFACTURING CO. 


















Through the pages of some of the nation's 
leading business publications, Klipfel ad- 
vertising reaches regularly a potential mar- 
ket of more than one-third million readers. 

Tied-in with a direct mail program, this 
national advertising is part of a continuous 
campaign designed to help Klipfel distrib- 
utors sell more Klipfel Valves. 

The story of Klipfel's high quality prod- 
ucts, dependable performance and low-cost 
maintenance service makes interesting news 
to those seeking topnotch representation in 
the automatic regulating valve field. If in 
unassigned territory, write Dept. CK- 6, to- 
day, for full details regarding a Klipfel 
distributorship in your city. 


HAMILTON, OHIO 
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Sprout-Waldron “Belt-Saver” Pul- 
leys have increased belt life on 
many installations from 25 to 
400%. The savings your custom- 
ers realize from the use of these 
pulleys will help build good will 
for your company. In addition you 
will receive substantial profits 
from the sale—both from the ini- 
tial sale and from repeat sales 
of these units. 


“Belt-Saver” protects belts from 
abrasion and injury by preventing 
material from building up be- 
tween the belt and the pulley face. 
Any such material as sand, gra- 
vel, stone, coal, ore, etc., is eject- 
ed by the unique design of the 
pulley before it can damage the 
belt. 

Available for immediate stock. 
Prices and other details on re- 


uest. 
q . Used as elevator 


belt pulley 


Used as tail pulley 
on belt conveyor 


HEADQUARTERS FOR— 
(7h) 


BEARINGS CONVEYORS 


Ee Ter 


SPROUT-WALDRON & CO. 


Manufacturing Engineers 





MUNCY PENNSYLVANIA 








Before You Recommend 
Any Bearing Metal. . . 


for a re-babbitting job, you 
will find it advantageous to 
look over the MAGNOLIA 
BEARING METAL Bulletin. It 
contains valuable refresher 
information on how to get 
the best results from the use 
of MAGNOLIA ANTI-FRICTION 
BEARING METAL or other spe- 
cial purpose Bearing Metals 
made by MAGNOLIA. 
MAGNOLIA Anti-Friction 
Metal, the low friction bear- 
ing metal has a coefficient of 
friction 3 that of genuine 
Babbitt and is to be recom- 
mended for probably 90 per 
cent of bearing applications, 
that is, where the loading is 
constant and not excessive. 
Special metals should be 
recommended for the “diffi- 
cult” applications where the 
loading is heavy or where 
impact stresses are high. 


SOLD THROUGH INDUSTRIAL DISTRIBUTORS 


MAGNOLIA METAL COMPANY 


18 WEST JERSEY STREET 


ELIZABETH 4, 











DISTRIBUTED 


GET POSITIVE LOCKING ACTION 
with 
MAC-IT HOLLOW LOCK SCREWS! 


Mac-it Hollow Lock Screws 
provide a locking arrange- 
ment that combines conven- 
ience with positive locking 
action. They lock as effec- 
tively after many thousand 
adjustments as they do the 
first time. Al/J Mac-it screws 
are heat-treated and accu- 
rately made with die-cut 
threads. Whatever your needs, 
let the complete Mac-it 
line serve you. Sold through 
recognized distributors from 
coast to coast and in Canada. 


NATIONALLY BY 


STRONG. CARLISLE & HAMMOND COMPANY 


or et eee Ex 


MANUFACTURED 


oe mime) 


BY 


MAC-IT PARTS COMPANY cancasrter, Pa. 
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George H. Boucher 


Boucher And Durfee 
Appointed By Pyrene 


George H. Boucher, vice-president 
in charge of sales, has been clected 
to the board of directors of Pyrene 
Mfg. Co., and Charles G. Durtec, a 
member of the board and director of 
fire protection engineering, has been 
made a Pyrene vice-president. 

Mr. Boucher has more than 30 years 
of experience in selling through job- 
bers and distributors. He joined Py- 
rene in 1929 as advertising and sales 
promotion manager. He moved up to 
general sales manager and in 1944 to 
vice-president in charge of sales and 
advertising. 

Mr. Durfee began his career in 1920 
with the New York Edison Co. as a 
combustion engineer. He, joined 
Pyrene in 1928 as a sales engineer, be- 
came manager of the systems depart- 
ment in 1930, assistant to the vice- 
president in charge of sales from 1938 
to 1945, when he was made director 
of fire protection engineering. He 
was elected to the board in 1944. 


Courtenay Appointed 
SKF Atlanta Manager 


H. Courtenay, a veteran of more 
than 20 years of service with SKF, has 
been named Atlanta district manager 
for the company to succeed Nils 
Miller, who has retired. As Atlanta 
manager, Mr. Courtenay will supervise 
a territory that includes all of Florida, 
Alabama and Georgia (except Rich- 
mond and Chatham counties), 46 
counties in Central and Western Ten- 
nessee, 56 counties in Mississippi and 
25 parishes in Southeastern Louisiana. 

Associated with Mr. Courtenay in 
Atlanta will be C. L. Eberlein and 
V. W. Cook. G. E. Allen will remain 


in residence at Birmingham. 
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TIMKEN Zero precision bearings 


give SHELDON LATHES 
GREATER ACCURACY 


BF) Ouliy. apparent and 


under-the-hood give Shel- 
don Lathes immediate ac- 
ceptance. 

Sheldon moderate prices as- 
sures volume sales. 





PPEEREL, 
peat eee eres 





SHELDON 


TRB-S56 

11 1/4” Swing 

1” Collet Capacity 
56” Bed 

Zero Precision 
Bearings 


Because the spindle of the SHELDON TRB-SS56 is 
mounted on Timken Zero Precision Bearings, extreme 
accuracy, higher machining speeds and lower production 
costs are insured. 


Timken Zero Precision Bearings are by far the most accu- 
rate tapered roller bearings that can be made in regular 
commercial production. Runout or eccentricity is 
restricted to less than .00015 of an inch. Cups and cones 
of Timken Zero Precision Bearings are matched and 
shipped as a complete unit. 


Due to the line contact between the rolls and races, the 
spindle is firmly supported—no chance of deflection. 
Because of the tapered construction and provision for 
take-up in assembly, there is no possibility of end-move- 
ment. 


Zero Precision Bearings are Timken’s very finest, the ulti- 
mate result of Timken’s 49 years of research and develop- 
ment. 


SHELDON MACHINE CO. Ine. 


Manufacturers of Sheldon Precision Lathes * Milling Machines © Shapere 
4232 N. KNOX AVENUE ¢ CHICAGO 41, ILLINOIS, U.S.A. 
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CALDER DRESSERS and CUTTERS: 


A Dresser Size for Every Job 


SOLD ONLY THRU DISTRIBUTORS 


® Tool Steel Cutters 


© Dresser has Right and Left 
hardened Threaded Bushings 


® Extra Dresser Weight 
Easy to Sell... 
Everyone Likes Them 


Also a Fine Line of Guaranteed 
Diamond Dressing Tools 





CALDER MANUFACTURING COMPANY 


LANCASTER, PA. 






























_ more rigid, assuring perfect align- 
| ment of hooks—less hook loss 


| when applied with any make 


“ARMSTRONG-BRAY 


WIREGRIP precision made Belt 
Hooks come with extra (patented) 
blue aligning cards —are held 


from handling—a better job 


lacing machine. 6 sizes. 


STEELGRIP Flexible Lacing, ap- 
plied with a hammer, clinches 
over and protects end of belt. 
Makes strong, flexible joints. 
Boxed with 2-piece hinged rocker 
pins or can be obtained in long 
lengths for conveyor belt use. 


ARMSTRONG-BRAY & CO. 
5356 Northwest Hwy. Chicago, Ill. 
The Belt Lacing People 
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CAR MOVERS 


Each Type Fills a 
Particular Need . . . 











@ Heavy... light... 
average .. . the POWER 
KING (shown) —NEVER- 
SLIP — SLIP-PROOF — 
can handle any spotting, 
shifting, or moving job 
in the railyard effi- 
ciently. Check the needs 
of your customers who 
have siding s—make 
yourself a profit sell- 
ing them BADGER 
Car Movers. 


ADVANCE 
CAR MOVER 
COMPANY 


APPLETON 
WISCONSIN 

















@ floats @ tanks @ coils @ bends 
® expansion joints @ kettles 

@ dippers © evaporators @ heaters 
® coolers @ chemical apparatus 


American Industry has been buying HARRIS 
Products for about 64 years . . . and is still 
doing it. Today’s manufacturing demends are 
growing steadily and this creates and sustains 
a need that is profitable for distributors. Our 
engineering staff is capable and ready to give 
any assistance necessary. We would like you 
to get more complete facts—send for them. 


ARTHUR HARRIS CO. 
210-218 N. Aberdeen St. Chicago 7, Ill. 














Welding and Cutting 


EQUIPMENT 


More and more of your customers are learning to use welding for new jobs 
everyday. You can build a substantial volume of profitable new business by 
supplying their needs with modern BURDOX welding and cutting equip- 















































Charles F. Kennedy 





Kennedy Valve Mfg. Co. ment...safety equipment too! BURDOX products are made by welding men 
for the man-on-the-job...to make his work easier...to help him produce the 

Elects New Officers right results every time. You can supply all requirements from this one source 
of supply...saving you time and money! Sales helps and expert engineering 

Charles F. Kennedy was elected service to assist you to quicker, more profitable sales at all times. Get in on 
president, and Matthew E. Kennedy the substantial Gestonse available right now by tieing in with BURDOX. 


was elected chairman of the board of Write today for free 64 page catalog of latest welding equipment. 


directors of Kennedy Valve Mfg. Co. 
of Elmira, N. Y. recently at a meeting 
of the board. The latter will retain 
his position as treasurer. 

Charles F. Kennedy has been with 
the company since he was graduated 
from the University of Michigan in 
1937. He was promoted from assistant 
works manager to vice-president and 
works manager in June, 1947. He is 
a grandson of the late Daniel Ken- 
nedy, who founded the business in 
1877. 

Matthew E. Kennedy, who has been 
president of the company since 1928, 
has been active in the management of 
its business for approximately 50 years. 











Welding or Cutting Torches Goggles and Spectacles 





Pamphlet On Vises 
Available From Gov’t 


A Simplified Practice Recommend- | 

ation for Vises has been approved for 
;’ ‘distribution. The recommendation 

will be identified as R229-48, Vises, 

Machinists’ and Related Kings. 

The recommendation is based on | 
the industry’s experience with manda- | 
tory simplification during the war. It 
covers the following kinds of vises: 
machinists’, combination pipe, filers’ 
or tool makers’, sheet metal workers’, 
heavy chipping, and steam fitters. 

A simplified list of sizes and types 

















Helmets and Handshields Complete Welding or Cutting Outfits 


THE BURDETT OXYGEN CO. (Established 1920) 3328 Lakeside Avenue, Cleveland, Ohio 





of the above kinds is established ‘as a | The BURDETT GRYGEN €0. © 3920 Leheoide five... Clovelend 14, Chie ! 
voluntary standard of practice. Until ceattmcrceneeetennet: ! 
printed copies of R229-48 are avail- 
able, mimeographed copies may be FIRM eee ee eee EERE EERE EEE E HERES SEE EE SEES EE OOEEEEEEREESESEEEEEEEEEEESEESEEESESEEEESSEEEEE ESSE THEE TESTE TEESE ES | 
obtained without charge from the citi sainsenibiernenhniiinihtinnediinneensanittindonnensimeiemnd | 
Commodity Standards Division, Na- ELAR RT TT ene RR ry ETT | 
tional Bureau of Standards, Washing- city STATE ie 
tom 25, De | I a en TTR nnn 
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SOLDERING PASTE 


EE 


FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 
prefer Rubyfluid 
fast acting eco- 
so easy to use. 


Customers 
because it’s 
nomical and 
Rubyfluid thoroughly 
tions metal for a smooth, strong 
union—produces no harmful or 


condi- 


objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux— 
perfected for that metal. 

FOR INFORMATION 
WRITE 
RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 














| Rubyfluid 7 


2 OUTSTANDING VISES 


priced competitively 


WILTON 
Precision Built 
Vise 


Guaranteed for five years, built to last 
for a generation! Exclusive Wilton com- 
pletely enclosed design keeps out chips 
and dust. Grease-packed spindle and un- 
breakable nut. Front moves on broached 
key way, no wobble. Replaceable, pre- 
cision-milled jaws. Finest vises built in 


2” to 6” size. 


Dependable Utility Vises 


The Torco is by every stand- 
ard the stand-out vise in the 
low priced field. Precisely 
threaded spindle, no wobble, 
no dead motion. Available 
with or without pipe jaws 
and swivel base. 


For catalog and discount information write to 





Wilton Tool Mfg. Co. 


936-D Wrightwood Ave. ¢ 


Chicagol4, Ill. 








Stainless 
Steel 


BOLTS ww 


SCREWS 
NUTS 
WASHERS 


AUUUUUUUUU 


A Complete Line 
Available from Stock 


Stainless Steel 
fe) & B) SCREWS NUTS 


Machine Machine Hexagon 
Carriage ore ss) Square 
Lag Wood Wing 


WASHERS RIVETS FITTINGS 
All Types All Types All Types 


Available also in Monel, Alumi- 
num, Everdur, Naval Bronze and 
Alloy Stéels 


We are prepared to fill your 
needs for “Specials”. Send your 
job ete te) aE oll bileleds ley et 


Staidess 


SCREW & BOLT CORP. 
135 Church St., 
New York 7, N.Y. 
CO 7-0675 














14.9 lapping capacity 0 to 
y %" with one tapper. 


\ 


* Torque control—may be 
adjusted to protect any size 
tap. This assures safe bot- 
tom-hole tapping. 


* Spring clutch drive 
eliminates slippage and 
wear ... provides smooth, 
quiet, positive operation. 

* Compactly built—af- 
fords maximum visibility of 
tapping operation. 

* Furnished to fit any 
Drill Press. 


Write for circular and name of 
your nearest Distributor 


COMMANDER MANUFACTURING CO. 


4217 W. KINZIE ST. 


Product of Commander . 


INDUSTRIAL DISTRIBUTION © JUNE, 1948 


CHICAGO 24, ILL. 








Builder of the Wlalti-Druill 





eh 44000088 


VIitiiperrecen 


Shabir 


A big trailer on the display floor at the Larkin-Winn show is being loaded by power 
booster (center) and unloaded again by gravity conveyor (right) as D. W. Larkin, 
M. E. Canfield and L. K. Winn, study the set-up from every angle. 


Materials Handling ‘‘Show”’ 
Pays Off For Larkin-Winn 


Shortly after the Larkin-Winn Sup- 
ply Co., San Diego, Calif., moved 
into its new quarters at 256 7th St., a 
matcrials-handling show was put on 
in its 50 by 100-ft. display room—an 
action demonstration of gravity con- 
veyors, power booster, etc., held both 
day and evening for three days. The 
show also served as a kind of house- 
warming for the company’s move to its 
new home. 

There was a lively attendance at the 
show, and a goodly response. Several 
inquiries at the show resulted, not 
long after, in conveyor installations at 


nearby plants. 


The company started its career in 


1946 as the Winn Supply Co., spe- 


cializing in materials handling power | 
io) | 


transmission equipment. ‘The founder 
and president of the present organiza- 


tion is L. K. Winn. Last fall D. W. | 
Larkin joined the organization and it | 
became the Larkin-Winn Supply Co., | 


with Mr. Larkin as treasurer. Mr. Lar- 


kin will be remembered by many in | 
the Southern California area as the | 


Larkin of Larkin-Powell, who oper- 
ated for some time in Los Angeles as 
industrial distributors. 





Railway Express Reduces 
Coast to Coast Rates 


A schedule of new and lower ex- 
press rates for the transportation of 
retail merchandise from New York 
City to 23 West Coast points was 
filed recently with the Interstate Com- 
merce Commission. The new rates will 
apply to shipments weighing 750 Ibs. 
and over from one shipper to one re- 
ceiver for such retail articles as wear- 
ing apparel, leather goods, phonograph 
records, textiles, toys and many other 
items sold in large quantities by retail 
stores. 

K. N. Merritt, vice-president in 
charge of traffic for Railway Express 


Agency, reports the purpose of the 
new rates “is to stimulate more ex- 
press traffic from New York manufac- 
turers to department and specialty 
stores on the West Coast and will re- 
sult in lower transportation costs on 
merchandise shipped in quantity to 


retailers located long distances away | 


from many sources of supply.” 


Weed & Co. 
To Alternate Building 

Weed & Co., distributors of indus- 
trial equipment, tools and supplies 
located in Buffalo, N. Y., has been 
granted a building permit by the city 


to make alterations to its building at 
95 Swan St., at a cost of $1,000. 
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BETTER ror au 


INDUSTRIAL USES 


. . . Because it’s made on the most modern 
wire rope machines in use today. All types 
and constructions for all industrial pur- 
poses; Construction, Mining, Logging, 
Drilling, Marine, Pit and Quarry work 
and other uses. Write for recommenda- 
tions and prices. 


Some territories still 
open for distributor- 
ships. Write for full 
particulars. 


SUNBURY WIRE ROPE 
MANUFACTURING CO. 
880 South Second St., Sunbury, Pa. 








THEY SPELL 
“Real Safety’ 
EMBURY 
Luck-E-Lite 


HIGHWAY TORCHES 


Lowest Cost. for Highest 
Dependability 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 
































MATERIALS 


HANDLING FOR SALE: 
EQUIPMENT | 


A top quality line of hoists and trolleys Set- l p) tim e | 


that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field ror a quarter of a century 
Write for full information on this profit 
able line. 


Aro 
Nan 


: _. - : poin 
a man 


Brya 





Torpedo Electric Differential Hoist I-Beam Trolley in Spur Gear Hoist. 


Hoist. Capacities  Capacitiesone-hali, jou, models, plain gh speed, high m <= moti 
. 500- aa 1000- and one-ton. A fast- or geared types in quality. in capaci- eemeemenae 


equi 
hoist, with a large qui 


trolley suspension. mace a through 10 tons. 4 through tons. mect 
ENGINEERING WORKS bi ” " 

Division of H. D. Conkey & Co., Division St., Mendota. Illinois a 

cent] 


com} 


ANGLE VISES [| i. 


At | 
One look at this “Yankee” Angle C 
Vise and any shop man sees a set-up distr 
shortcut. It’s the quick way on small the | 
jobs. Just two easy steps. (1) Lock Jame 
work in the vise, machined square distr: 
and true on base, sides and front end. to $I 
(2) Tilt for any angle up to 90° and succc 
engage positive adjustment lock. been 
Work is then set up for any job, or F 


Ibs.: hook, bolt. or selling low-cost capacities from M% ties ranging, from 





series of jobs ... hand work on the 
bench; for drilling, milling, grinding 
or sawing at the machine. 


Quick-release swivel base for bench 
use. Work moved from bench to 
machine, transferred to next opera- 
tion, without disturbing alignment. 
No mistakes, no waste. 


Available in two sizes... 2” and 
234” jaw widths .. . with or without 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 


Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE TOOLS THE TOOL, BOX 
NOW PART OF STANLEY OF THE WORLD 


Boe US. Pes OM. 
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Wendt-Sonis Standard Carbide Tools 
are available in a wide variety of 
types and sizes. 


Walter C. Leitch 


Aro Equipment Corp. 
Names Leitch To Sales 


Walter C. Leitch recently was ap- 
pointed vice-president and _ general 
manager of ‘The Aro Equipment Corp., 
Bryan, Ohio, manufacturers of auto- 
motive and _ industrial lubricating 
equipment, following the firm’s annual 
meeting. 

Since 1921, Mr. Leitch has been 
associated with Gilbert & Barker Mfg. | ie —— a — ny oy sects 
Co. of Springfield, Mass., most re- pedi en, ee ee a 
cently as general sales manager of the 


company. Wendt-Sonis standard tool bits can be supplied 
d with any grade of carbide required. 








Link-Belt Names Managers Standard Wendt-Sonis tool bits are stocked in 
4 . ‘ | Carboloy and Kennametal grades of carbide 
At Baltimore, Birmingham for universal machining operations. 


C. C. Wiley has been appointed @ Wendt-Sonis tools are easy to stock, easy to 
district sales manager at Baltimore for find, easy to identify. The tip of every tool is 


: j tect ith mol lastic tip. 
the Link-Belt Co., Chicago, Ill. and | EEE SE AEE Gee OD 


James Tommie Bell has been named W-S standard tool bits are “Color Marked” for easy 
district sales manager at Birmingham | identification as to use on steel or non-ferrous materials. 

; re pest 8 All shanks are rust resistant — also heat-treated for 
to succeed Mr. M iley. The latter greater rigidity. Cutting edges are diamond ground for 
succeeds H. Merrill Bowman, who has longer wear and better finish. All these advantages put 
been named assistant divisional sales the Wendt-Sonis line at the top as a money maker for 
you. Get details! 


Fucee/ NEW CHIP-BREAKER CHART 


Contains illustrations of chip-breakers, grinding 
instructions, and recommendations for their use. 
Chart size—with handy tab for wall hanging. To 
et FREE chart WRITE: Wendt-Sonis Company, 
{annibal, Missouri or 580 N. Prairie Ave., Haw- 
thorne, Calif.; 1361 West Lake St., Chicago, 
Illinois—Warehousing Facilities: Eastern Car- 
bide Corp., 909 Main St., New Rochelle, N. Y. 





CARBIDE TIPPED CUTTING TOOLS 
BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS © CUT-OFF 
TOOLS © DRILLS © END MILLS © FLY CUTTERS © TOOL BITS © MILLING 
CUTTERS © REAMERS © ROLLER TURNING TOOLS © SPECIAL BITS 





Cc. C. Wiley 
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the 
NATIONAL 
HARDWARE 


SHOW 
OCTOBER 


12°13-14-15°16 


GRAND CENTRAL PALACE 
NEW YORK 


THE ONLY TRADE SHOW OF 
NATIONAL SCOPE COMBINING 
HARDWARE, MILL AND INDUS- 
TRIAL SUPPLIES -- ALL UNDER 
ONE ROOF --AT ONE TIME. 


WRITE, WIRE OR PHONE FOR 
FLOOR PLANS AND DATA FOR 
THE INDUSTRY’S GREATEST 
TRADE SHOW. 

NATIONAL 


HAROWARE 
SHOW, INC. 


331 MADISON AVE.. 
NEW YORK 17, WN. Y. 
MURRAY HILL 2-4802 


tandardized 
set-up appliances 


For Every T-Slot Work Table 


Machine Shop men are forced to waste time on Machine Tool Set-ups. 
CAD Standardized Appliances will convert this non-productive time 
into productive labor. 


All sizes—to suit the little bench machine 
to the brute of a planer. 


Sold only through selected distributors. 


WRITE FOR CAD FOLDER A72 
AND DISTRIBUTORS’ PLAN 


STANDARD SHOP EQUIPMENT CO. 
8153 Tinicum Ave., Phila. 42, Pa. 














@ HOT FORGED 
STEEL 


@ STAINLESS 
STEEL 





even mben the pipe is not in perfect alignment! 


Seats in all Catawissa Unions 
are a 55° angle on the female 
end to a BALL on the male end 
—assuring good, tight, 

leakproof joints! 


Made in STANDARD and DOUBLE EXTRA HEAVY 
types to meet specific pressure requirements! 











. ne write for your copy of 
BULLETIN 10-A 


CATAWISSA VALVE & FITTINGS CO. 
300 Mill St. - CATAWISSA, PA. 


Double Extra Heavy 
Hot Forged Steel 
SWING CHECK VALVES 
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J. T. Bell 


manager for power transmission, with 
headquarters in Chicago. 

Mr. Wiley started with Link-Belt 
in 1926 at the Philadelphia plant as 
secretary to the chief engineer. Mr. 
Bell joined the Link-Belt Atlanta 
plant organization in January, 1946, 
where he has successively worked in 
the Atlanta branch sales, engineering, 
order and estimating departments. 


Seattle Hardware Co. 
Builds New Branch Unit 


The first unit of a new branch ware- 
house at Pasco, Washington, is under- 
way for The Seattle Hardware Co., 
in Washington. The new unit will 
house a basic stock of heavy mate- 
tials, primarily iron and steel com- 
modities, including bars, sheets, nails 
and wire products. As the territory 
grows, expansion is planned to in- 
clude a rounded stock of general hard- 
ware and steel products. 

The first unit, scheduled for com- 
pletion will be about 150 ft. square 
with more than 20,000 sq. ft. of floor 
space. The building will be of alu- 
minum and steel construction, erected 
on a concrete foundation at car level. 
Trackage will be incorporated, inside 
* the building, for convenience in han- 

dling freight cars. 


Capital Expansion 


To Set Record in °48 


Business firms expect to spend more 
money on capital expansion in 1948 
than they did in the record year of 
1947. 

Expenditures on new plant and 
equipment this year are expected to 
total $18.7 million as compared with 
$16.2 million last vear. 

A high rate will be maintained 
throughout the year, with no fall-off 
in the second half, according to a 
joint study released recently by the 
Commerce Department and the SEC. 








28 colors in 2 types including aluminum, black, 
red, white, gray, green, blue, yellow and orange. 


@ Rust-Oleum is a long-profit, REPEAT SALE line that 
offers time, labor and money-saving advantages to 
every buyer. 


@ Exclusive features provide a powerful sales story 
that gets new business and wins more volume from 
established accounts. 


@ Rust-Oleum gives lasting protection to metal at big 
savings over any other anti-rust method. 


@ It's easy to apply. No sandblasting or chemical 
cleaners are required. Brush, dip or spray on after 
quick preparation. 


@ Rust-Oleum is easy to sell. SALESMEN REQUIRE 
NO COMPLICATED, TECHNICAL KNOWLEDGE. 


@ Hard-hitting trade paper and direct-mail advertising 
stimulate inquiries for mill supply houses. 


@ Rust-Oleum’s proved sales program, backed by 
thoroughly qualified field men to work with sales- 
men, helps you get sales faster in volume. 


Write today for complete information and data on tested 
sales promotion and sampling campaign. 
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Ss. afetv BELT LACING 


. U.S. PAT. 
is easy to apply with any standard make | 
belt lacing machine, lacer, or it can be | 
applied with a hammer by using the in- | to give you still better 
expensive Safety Tu-way Lacer. 
Safety's patented binder bars hold every MARSH products asia 


hook in exact alignment, distribute ten- 
sion uniformly over the full width of the 
belt assuring efficient performance and | 
long life. They also lap snugly over and 


This new Marsh plant at the 
North edge of Chicago, in Sko- 
kie, Ill., is the latest chapter in 
the story of Marsh leadership. 





protect belt ends and prevent belt fraying. | Into it has gone every available 
facility for carrying out the 


SAFETY BELT-LACER CO. many extra steps that have con- 


tributed so much extra value to 
all Marsh products, 


The finest of $ 
Here, ie FOr) Ss se 


5388 N. Menard Ave. Chicago 30, U.S.A. 





| made still better in this new 
All Purpose plant, and the story of Marsh 
leadership will be told to your, 
Vise for customers throughout 1948 in the 
advertising pages of leading busi- 


every ness publications, 


h More than ever, it will pay 
snop | you to push the highly accept- 
Useful, efficient—swivel base, | able line of Marsh pressure 
renewable tool steel pipe gauges, dial thermometers and 


m jaws, V-slotted back jaws, | , m ‘. 
anvil for hammering. heating specialties, 


Below, JAS. P. MARSH CORPORATION 


YOST “Spe cial” Dept. C, Skokie, Illinois 


Vises 74 the gouge 
sn Joe gh with the 
—. 


Yost Swivel 
Base Ma- 
c hinists’ | | : : 
Vise “i . : ; - 
: : a . ‘ se the Menishing 
Yost Drill . =a 

, Tay touch to o out oF lative 9 


All Members of a 
Famous and Complete 
Line of Quality Vises 


A fine line for distributors. Write i GAUGES ® VALVES © TRAPS. 
DIAL THERMOMETERS 


YOST MANUFACTURING , COMPANY si; MEADVILLE, PA. HEATING SPECIALTIES 
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Flexible-Tool Shaf 


Easy to Stock, Easy to Sell, 
plenty of repeat business 
Retails for $18.50 (5 ft. Model) 

(6 ft. Model $19.75) 

@ The STOW Flexible Tool 
Shaft will attach to any 
motor, and in combination 
with the proper attachments 
will perform hundreds of 
important operations for 
shop mechanics and main- 

tenance men. 


Every shop will want at least 
one for easy 


@ GRINDING 

@ BUFFING 

@ DRILLING 

@ POLISHING 
@ SANDING 

@ BENCHWORK 


The STOW Flexible Tool Shaft is 
adaptable to portable or stationary 
power units, and is easy to connect 
and disconnect. Ideal for reaching 
those out-of-the-way, hard-to-get-at 
places! 


Write or wire us for dealer informa- 
tion. A few profitable territories still 


STOW 


MANUFACTURING CO. 
5 Shear Street, Binghamton, N.Y. 








Now city salesman with a territory con- 
stantly expanding, James De Ramus 
has been with the Alabama Machinery 
& Supply Co., Montgomery, Ala. for 
ten ycars. 





| N. I. C. B. Surveys 


Outlook For °48 


Production, generally, is expected 
to continue “at or near an all-time 


peak” through the first half of 1948, 


| according to the latest survey of busi- 
| ness practices conducted by the Na- 


tional Industrial Conference Board. 
The executives reporting say that the 


| business outlook “has not been al- 


tered significantly” by the break in 
commodity prices earlier this year. 

As for the latter half of the year, 
the executives have some doubts. Any 
large remobilization program, they 
point out, “will have marked effect 
on the business picture.” On _ the 
bright side they report that new or- 
ders still are reported in substantial 
quantities, with few cancellations. 
Profits, they expect, will “hold close 
to the 1947 level”. Among their fears 
they number the possibility of a rise 
in wage costs, with a narrowing down 
of the “break-even point.” 

Most companies report they are op- 
crating “at capacity or as near to it 
as the availability of raw materials and 
labor will permit.” A few industries, 
however, have reduced operations due 
to the lack of demand for their prod- 
ucts, or resistance to prices. 





New manager of the Battle Creek, 
Mich. branch of Bond Supply Co. is 
Charles N. Albrecht. 
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Recommended 
for EXTRA 
Hard Service! 


The special Mulconroy constructions 
embodied in the two items described 
below provide additional strength, 
durability and safety in a wide variety 
of applications. Their reputation for 
outstanding service recommends them 
for those unusually tough jobs. 


“DYNAMITE” 
Armored-Insulated 
STEAM HOSE 


STYLE 801. For pressures up to 150 
Ibs. Tube is special heat-resisting 
rubber compounded, reinforced with 
continuous spiral of steel wire, and 
insulated by woven asbestos lining. 
Cannot buckle or collapse. Carcass is 
extra strong combination of rubber 
and duck. Cover consists of multiple 
layers of braided wire, surrounded by 
spiral of half-round galvanized steel. 
Sizes $” to 3”. Other styles for higher 
temperatures and pressures. 


A. eiew) 
“FULLPAK” 
STYLE 830. Flexible All-Metal Hose; 
Full-Interlocked; Asbestos Packed; 
Laced and Wire Wound. Designed to 
provide superior strength, durability 
and safety in handling steam, air, 
water, oil, chemicals, etc. Flexible 
metal tube has cover (lacing) of 
tightly braided steel or bronze wire. 
Outer half-round steel or bronze 
spiral gives additional strength and 
protection. Also available with braid- 
ed cover only (Style 829) and plain 

(Style 828). Sizes, }” to 3”. 


MULCONROY HOSE SPECIALTIES 
include many other types for all serv- 
ices involving steam, air, water, chem- 
icals, oils, gases, etc. Send installation 
details so that we may recommend the 


proper construction and quote on 
your requirements. 


“Mulconroy STARTS Where Others STOP!” 


MULCONROY COMPANY 
Hose Specialties. Since 1887 
5329 JEFFERSON ST., PHILA. 31, PA. 

















YOU. GET 8 IMPORTANT SELLING FEATURES 


povate ogee sg 


your profits { a. ie HAND PUMPS 
on abrasives ] “ 10 g.p.m. instead of 7. 5. Stainless steel vane springs. 


- Self-priming, high suction 
ils - sitieaiilins 6. Handles from naphtha to 


- Nonrusting aluminum ro- No. 50 oil. 
- tor. 


i i 7.E king handle. 
by carrying Self-adjusting carbon en ee eee 
vanes. 8. A Bowser-built pump. 


IMMEDIATE DELIVERY IN 7 MODELS 


1. Pump only. 5. Barrel pump and 
meter. 





. Barrel pump. 


2 

, ; 6. Barrel pump and drip 
3. Refueling unit. pan. 
4 


- Refueling unit with 7. Barrel pump with Sez 
8-gal. meter. meter and drip pan. At 


Bowser Rotary Hand Pumps are 4 = - | 
profitable fast sellers for many j . 

; a jobbers serving industry, garages, /- « %& mot 
CLOVER COATED ABRASIVES —in all ‘il farms, contractors, etc. They { gf ¢ agcl 
grains, grades, backings of paper and handle most liquids. Easy crank- * Je | I 
cloth, coatings, sizes and shapes—in > ing—10 g.p.m. capacity. : 
rolls, sheets, belts and discs. Also resin- ~S B e Tee et mal 
bonded fibre ciscs. ~ spec 
Write for Prices, Discounts, Details. Meter has 8-gal. dial. N 

Can be set back to 


' witl 
| a oO W 4g E <4 > } a Cc _ 0” from any posi- pro 





tion, Totalizer records 











wa 1369 Creighton Ave. © Fort Wayne 2, Indiana to 9,999 gals. mar 

OVER ComPOUN? ager 

—s -Senibine cons LIQUID CONTROL SPECIALISTS SINCE 1885 mat 

ee — duti 

| Seer mm | sale: 

= . a ; |g FOR velo 

te 060 SWIVEL 

: oe | Q) 6 6 e ‘ E 

= OT sO | : rgina ily eal 
CASTER tion 

CLOVER LAPPING AND GRINDING ; : 5 . of t 
COMPOUNDS — in twelve grades from ie LOOK TO h: 
microscopic fine to very coarse. "pr eres chal 

When you concentrate on CLOVER IX CELITE) Nev 
Abrasives...you buy at lowest prices On 

and sell at maximum profit. “u u? 

: aye , Not “New C 
Selling abrasives 1s stable business. : BUT STILL UNIQUE! 4 
Sales are obtainable throughout in- | > = . Star 
dustry. Repeat business is enormous. | High pressure lubricating fittings in wheels as | | XCELITE Car 
Write for full information. | well as hangers. Grease retaining chambers | ““Combination Wh 

| prevent destruction of balls. Large balls in | Detachable” \ curr 
| upper outer races take load as well as side | Screwdriver an 
& F 3 tj | thrust and both races are protected from dust We first introduced this iis 
R €! | and water by over-lapping lips on plates and | le practical, popular tool to TeCe 
| hangers. Swivel nuts provided for adjusting | . - ) the trade in 1939. It’s still Ass¢ 
Complete Handbook, | bearings in case of wear. | ie ae caer cee able 
i ) d, Philli th i 
without propagenda, SPECIFICATIONS HH pe a reversible “type. I 
on Coated Abrasives. | Caster Wheel Bolt Hole Three regular sizes. Prices of t 
No. Size Centers Height Capacity a oo Rey a ~~ _ by a 
404-WR 4x2 3 x4 5% 650 Ibs. | 1 Regular. IT SELLS ON com 

444-WR 4x2 2%x4% 6 650 | ore Write us for the the 
a pet a a I - a 700 * Originators, not Imitators Bec: 
644-WR 6x234 4%x5% 8% PARK METALWARE CO., Inc. sma 
844-NR 8x2 5 x6% 10% Dept. F Orchard Park, N. Y. new 
844-WR 8x23%4 5 x6% 10% stan 
abt, Suck i 
B ASTER oe og 

C 12 
& WHEEL CORP. PREFERRED BY EXPERTS Wh 
* First to use plastic for screwdriver handles whe 

187 Breckenridge St., Buffalo, N. Y. 
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Howard G. Seaman 


Seaman To Head Sales 
At Behr-Manning Corp. 


Howard G. Seaman has been pro- 
moted to the position of sales man- 
ager of the Electro-Textile division 
of Behr-Manning Corp., Troy, N. Y. 
manufacturers of abrasive papers and 
specialties. 

Mr. Seaman has been associated 
with Behr-Manning abrasives sales and 
promotion for over 28 years, as sales- 
man, district manager, divisional man- 
ager and, for the last 14 years, as 
manager of sales planning. His new 
duties will place him in charge of 
sales of the company’s recently de- 
veloped products, Nozon, electro- 
coated pile fabrics, and Stylon Fibers. 

H. J. Sidform will replace Mr. 
Seaman as manager of sales promo- 
tion. In recent years he was director 
of the company’s packaging and mer- 
chandising program. 


New Changes Available 
On Abrasive Wheel Data 


Changes to bring the American 
Standard Safety Code for the Use, 
Care, and Protection of Abrasive 
Wheels (B7.1-1947) into line with 
current practice have been made in 
a new edition which was approved 
recently by the American Standards 
Association. Copies are now avail- 
able. 

The new 1947 edition is a revision 
of the 1943 edition. It was prepared 
by a nationally representative sectional 
committee under the procedure of 
the American Standards Association. 
Because of an increase in the use of 
small mounted wheels and points, two 
new tables have been added to the 
standard to cover critical speeds for 
wheels and points using #:-in. spin- 
dles. Slightly higher speeds for Types 
12 (Dish Wheels) and 13 (Saucer 
Wheels) are now permitted. Diamond 
wheels have been subdivided into dif- 











VIKING 


The DESIGN That Made 


ROTARY PUMPS 
UV ROLUKY. 


It is with pride and a sense of great respon- 
sibility, that Viking has pioneered a pattern for 
the rotary pump field. 


The pace, set by Viking for more than a third 
of a century, has stood this test of time. 


When you are in need of pumps, it will pay 
you to do as others have done, consider the 
original “gear within a gear” Viking first. You 
will find a decided difference. 


Look to Viking for the answer to your pumping 
problem. Send for free bulletin 47SMM today. 
It will be forwarded at once. 


Pump Company 


Cedar Falls, lowa 





TOOLS THAT SELL and alay sold / 


Yes, DASCO Tools are good tools... chisels, punches, drills, | 
nippers, screw drivers, staple pullers and many others... all 
quality built, smoothly finished and individually numbered for 
easy re-ordering. 


DASCO 


Forged Kratud (ool: 


DAMASCUS STEEL PRODUCTS CORP. e¢ ROCKFORD, ILLINOIS 
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Originators 
of the 
packaged vise 


| Here are three items from the Dixon 
line that have both quality and prac- 


ticability to recommend them, for a 
wide variety of applications. For more 
complete details, see Catalog 241X. 


SLE Pa Be FERS 


[— YOUR COLUMBIAN 
tat DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


. Quick-Acting, Universal Type 


HOSE COUPLING 
THE COLUMBIAN VISE & MFG. CO. . 
9025 Bessemer Ave. + Cleveland 4, Ohie Seer eee, ee at 
No parts to foul up and cause delays. 


Locking heads all one size, ardless 
the Worldi L. Makers of Vises of hose of I, P. sise, Hose Ends have 
corrugated shanks. Male and Female 
Pipe yh ew standard I. ie — 
tente arrangement for ex 
STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY a” Tee hen Goutaten 
plated) or brass. 











“3500” STEEL NIPPLE 


Machined from cold-drawn steel bar 
stock, then heat treated for extra 
toughness and durability. Made with 
y capacity bore, in all sizes. Shank 
is deeply corrugated and rounded on 
end to protect hose tube. Collar back 
of hex portion engages extensions on 


“Boss” or “Air King” clamp. Sizes 
%4" to 1". 


: “DIXON” 


Ki, 4 1// é ” BARBED AIR HOSE NIPPLE 

| a TAP GRINDING FIXTURE For air lines to all types of small 
pneumatic tools. Made from solid 

brass bar stock. Male has standard 


Recondition broken taps—sharpen dull taps, from #7 to LP.T. and large hex portion. Female 


has hex swivel nut, and stem with 


214". Fits any cutter grinder. Mail Coupon TODAY for radius head rounded to correct contour 
illustrated bulletin. for perfect sealing. 


e@eeeeeeveneveeoeoeoeoee eee Sold in Accordance with Our 
K. O. LEE COMPANY Established Distributor Policy. 


Dy > ez, 


° 
ABERDEEN, SO. DAKOTA © 

° 

* 

“ 

ae VALVE & COUPLING CO 

» 

. 

® 

* 


Name 


ABERDEEN, Address 
SOUTH DAKOTA City Stote 





Please send us your illustrated bulletin on “K-O" Tap 
MANUFACTURERS OF. The Quality Line 


Grinding Fixtures. 
BOSS”. “DIXON” “KING” “AIR KING” “DIX-LOCK 
HOSE COUPLINGS, NIPPLES, MENDERS, CLAMPS 


Main Office arid Factory: PHILADELPHIA 22, PA 


BRANCHES: CHICAGO + BIRMINGHAM + LOS ANGELES - HOUSTON 














INDUSTRIAL DISTRIBUTION © JUNE, 1948 





A complete line from a single 
source... easier to sell...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart’s outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
Medart market for you! 


V-belts and 
V-sheaves 


No. 46-G 
Gears and 
Sprockets 


All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 


é EDART 








ferent groups with different speeds 


| allowed for each. These new speeds 


are provided because of changes in 
the manufacture and use of diamond 


wheels which have taken place since | 


1943. 
The rule governing minimum spin- 
dle diameters for various sizes of 


wheels has been changed so that the | 
tables of spindle sizes are advisory | 
rather than mandatory. This change | 
was made because experience had in- | 
dicated that machines with spindles | 
smaller than the minimum specified | 


in the tables had been found satisfac- 


tory for certain work for which they | 
were designed and the rule has been | 


| amended accordingly. 


The additions to the Appendix, al- 
though containing no rules or specifi- 
cations, include a set of sketches with 
notes describing the most common 
causes of failure of threaded hole 
wheels of the cone or plug types. 
Descriptions of an adapter type of 
mounting for cup wheels on portable 


grinders and of rubber faced protec- | 


tion washers are also included. 


Shakeproof Names Jensen 
District Sales Manager 


Carl F. Jensen has been appointed 


district sales manager of the mid-west- | 


ern area for Shakeproof, Inc. Mr. 





| 


Jensen will have his, office in Chicago | 


| and will direct Shakeproof sales ac- 
| tivities in Illinois, Indiana, Wiscon- | 


sin, Minnesota, Iowa, Missouri and 


| Western Ohio. 


For the past three years Mr. Jensen 


| has served as a Shakeproof field engi- 
| meer. After attending Illinois Insti- 
| tute of Technology, he served in the 
| AAF for more than four years and 
| held the rank of Captain. 


Carl F. Jensen 
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Open challenge! 


When a prospect tells you his lifting 
problem is a tough one and he doesn’t 
see how an ordinary electric hoist will 
de the job, he’s given yeu an epen 
challenge te sell him a ‘Lead Lifter’ 
Heist. 


Ask him ebeut his difficulties — 


ie 
ded, net 


mere floor space 





everhead lifting space, a 24-hour a 
day lifting job — whatever it is get 
all the details so that you may be in 
a better position to recommend the 
right capacity and the right type of 
‘Load Lifter’ to fit his needs. 
need any help, we've thousands of 


if you 


case histories of tough lifting jobs 
solved by the ‘Load Lifter’ and we'll 
gladly tell you about them. 


Tell your prospect about the special 
features built into each ‘Load Lifter’ 
that makes its day-in-and-day- out 
performance possible in the lifting of 
Explain its safety 
How convenient it is to 


capacity loads. 
features. 
service a ‘Load Lifter’ due to its one- 
point lubrication. Why not leave him 
@ copy of Catalog No. 215 after 
you've called his attention to pages 
12, 13, 14, 15, 18, and 19 so that he 
may see the many jobs ‘Load Lifters’ 
do, their mechanical superiorities, 
special features! 


Need more copies of Catalog 215? 
Then write us for a supply. 


LOAD LIFTER 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


MAXWELL 






































is QUICK 
Automatic 
Powerful 
and 
Portable 


YOUR BEST 
CUSTOMERS 
WILL LIKE 


id AL 


1 


"KEE-HAH-D aye 


BECAUSE 


The NEW Model 3-A QUIJADA 
Portable Power Pipe Threader is 
the ONLY Machine that has ALL 
these NEW automatic features: 


@ AUTOMATIC Front and Rear Chucks. 
@ No Chuck Tools or Adjustments. 

@ Motor and Gears ALL Ball Bearing. 

@ Automatic Oil Flow and Control. 

@ Automatically Reams AS It Threads. 
@ 6 Die Heads (12” to 2”) 

@ Easily Portable — Strong and Fast. 

@ Reversible 2 H.P. Motor, Oil Sealed. 


WRITE FOR CATALOG 


TOOL COMPANY, INC. 
5472 Alhambra Avenue 
1 Los Angeles 32 California 


Export & cable address: “’C.1.$.C.0.” 
319 E. 4th St., Los Angeles 13, Calif 





DISTRIBUTORS 











PROFIT BY SELLING 


preci 


For 40 years, Ottemiller Milled 
Screw Machine Products have 
met all demands for dependa- 
bility and precision. Their uni- 
formity and accuracy have 
invited repeat orders. The line 
is complete—any commercial 
thread can be supplied in steel, 
brass or other alloy. 

Reliable distributors every- 
where serve industry with 
Otemiller Precision Products. 


CAP SCREWS ¢ SET SCREWS 
COUPLING BOLTS « MILLED STUDS 
SCREW MACHINE PRODUCTS 





Precision 
Milled by Ottemiller 


WILLIAM H. 


— Ot 
| y 
\ 
AWE 2 : 
s 4 : 








wanted for 


MARVEL 


Synclinal 


SUMP 
TYPE 
FILTER 


ais call 


Made-to-measure 


EFFICIENCY 
at 
STOCK 
PRICES 


| The Nationally Advertised Marvel 


Synclinal Filter has an application 


| in any plant with fluid system ma- 


chines. It is being used successfully 
with hydraulic, lubricating, coolant, 
water washing systems, etc. Com- 
binations from stock can meet thou- 
sands of requirements exactly. Sim- 
ple construction, unusual capacity 
and ease of maintenance have 
aroused interest of engineers, main- 
tenance men and machine manu- 
facturers. Now available to indus- 
trial distribvtors. 


MARVEL ENGINEERING CO. 


629 W. Washington- Bivd,- Chicago, Ill. 
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— for a Full 
Range of 
Tool- Die- and 
Machine-Shop 
Work 


e The Milwaukee DIE FILER 


— for straight-line, sharp corner filing, sawing 
and lapping. 


e The 
Milwaukee 
PROFILE 
GRINDER 


— for precision 

grinding of curved 

and irregular pro- 

files. - 

You can SELL BOTH MACHINES 
Write for Bulletins 

RICE PUMP & MACHINE CO. 


Division of Milwaukee Chaplet & Mfg. Co. 
1031 S. 40th Street Milwaukee 4, Wisconsin 


MILWAUKEE 


DIE FILERS « PROFILE GRINDERS 









































PAASCHE 
QUALITY 
PAVES THE WAY FOR 


REPEAT BUSINESS 























BELT DRIVEN 
VENTILATING UNITS 


A six blade aluminum Aero Type Fan 
mounted on double ball bearings, thus you 
are assured of efficient and smooth opera- 
tion. Available with Standard ball bearing 
motors or with Explosion Proof ball bearing 
motors. Designed and constructed to pro- 
vide the maximum ventilation per horse 
power used. 

Meets all requirements of the Boards of 
Fire Underwriters, All State, Fire, Health 
and Legal Authorities. Performance Rat- 
ings are in accordance with Standard Fan 
Test Code. 


Let us give you the facts on the complete 
line of Paasche Airpainting Equipment. 


@ When You Sell. PAASCHE Equipment You Sell 
Satisfaction. 


“erg geno Gasekr hirbusk be: 
Here's the original, time-tested ES 4 


HY-FLEX ae as tng 
heat treated to add the toughness that 

gives these blades their Contention 1915 W. DIVERSEY PARKWAY CHICAGO 14, ILLINOIS 
performance. They are gauged and 
checked throughout every step of their 
manufacture and given a stiff bending 
pounds test before you get them for 
sale. HY-FLEX meets today’s demand 
for a medium priced blade which is 
extremely flexible, yet has the tough- 
ness that assures long service life. 




















Here’s a Whale of a blade of a spe- 
cial analysis molybdenum, high speed 
steel, that gives unusual cutting serv- 
ice. Can be used at the same cutting 
speeds as tungsten and deliver prac- 
tically equal performance. If you 
want to promise outstanding results on 
stubborn cutting jobs, offer WHALE 
BRAND HY-FLEX and MO-HY BLADES, 
and you'll deliver it. 








EVERY PLANT NEEDS at least one of these time-savers for 
handling heavy materials. Factories, warehouses and ma- 
chine shops, alike, welcome faster handling of steel plates, 
pipes, bars and rails as well as timber, barrels, drums and 
heavy crates. : : 

Your sales staff can dig up plenty of sales for these crane 
accessories. which have been featured in many material- 
handling publications. Send for a set of catalogs today and 
ask for dealer's discounts 


S >. , 
wee DOWNS CRANE & HOIST CO. § 

$ w A IEUANITAL ENGINEERS $40 W. VERNON AVENUE & 
; y CUMAWILAL CIVUIIVLLIXO Log ANGELES 37, CALIF. 

s Electric Cranes @ Hand Cranes @ Jib Cranes @ Sheaves @ Sheave Blocks § 


Plate Grips @ Plate Hooks @ Crane Trolley Hoists @ Crane Wheels @ Crane 


© MFG. CO. : End Truck Units @ Jib Crane Fittings @ Automatic Mechanical Load Brake 
FG. CO., BRIDGEPORT, CONN., U.S.A. Loli. Peat Singh fheahe 



































INDUSTRIAL DISTRIBUTION © JUNE, 1948 


















Avatlable aqan for - 


IMMEDIATE DELIVERY 





ttco KeYLess 


SELF-TIGHTENING 


DRILL CHUCKS 


E’RE happy to announce that we have 

caught up with the big demand for 
these chucks and can once more, make 
prompt shipments. This will be good news 
to the thousands of shopmen who know 
from experience the big time-and-energy- 
saving advantages of the “keyless” fea- 
ture. Drilling action does the tightening 
—the heavier the load, the tighter they 
hold. There’s no drill slipping, no dam- 
aged shanks, no retightening. Yet they 
are easily released by hand. Because no 
strength is needed Ettco chucks are par- 
ticularly suited for women operators. 
When it comes to holding drills tight, 
rigid and true, Ettco chucks are unsur- 
passed. When it comes to quality and 
—- een there are no better chucks 
made. 


ETTCO TOOL CO. 



















































MADE IN 5 SIZES 
FOR No. 0 TO 
¥%"" DRILLS 




















600 Johnson Ave., Brooklyn 6, N. Y. 









































GREATER SAFETY AT NO EXTRA COST 


with the New 1948 Models of 


PRESS-RITE 
PRESSES 


PRESS-RITE PRESSES are selling faster than 
ever before. Greater safety for operators 
has been built into the new 1948 models, PLUS 
many other improvements such as 


1. 


















































Built-in single stroke non-repeat 
mechanism with new 4 point con- 
tact steel clutch plate engaged by 
a sliding key clutch. 




















New patented automatic cam 
operated brake. 


a 
3. 


Also large die clearances, frame reenforce- 
ments, triple lubrication of ramways, etc. Write 
Dept. S-68 today for interesting FREE bulletin. 








Anti-friction roller bearings in 
flywheel. 























Sales Service AMiakine “hol Co. 


2363 UNIVERSITY AVE. ST. PAUL 4, MINNESOTA 
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CUTTING OIL 
PRODUCTS 


The Sulflo line of cutting oils is recog- 
nized and accepted throughout the 
industry. It provides Industrial Distribu- 
tors with preferred oils of known hich 
quality and performance. 


sufen 


CatUR THAT Flows 


THE MODERN 
CUTTING on 
Fay 


THREADING pipg , 


Sulflo No. 1 
for hand threading, tapping and 
brush on jobs 
This patented cutting oil with active 
undissolved sulphur in suspension saves 
time and tools. Cuts perfect threads. 





OAT OWE OL mak CF RADMPOADE DE SA 











Sulflo No. 2 for machine use 


Lighter in density but has all the 
other advantageous qualities of Sulflo 
No. 1. 


Machine Kut for 
pipe threading machines 


This Sulflo product is also recom- 
mended for the machining of high alloy 
steels. It is a sulphurized fluid type 
cutting oil, transparent on work. 





| OTHER SULFLO 
QUALITY PRODUCTS 


SULFLO ALL-PURPOSE 
(Cutting Compound) 


PENETRATING OIL 


PIPE JOINT COMPOUND 
(Regular & Oil Types) 


| SOLDER FLUXES 
(Liquid & Paste) 


LAYOUT LIQUID 



















SOLD TO THE TRADE 
THROUGH SELECTIVE 
OUTLETS 


SULFLO, Inc. 


ELIZABETH, N. J. 


SULFLO 

















e/ 





Vital Aid for 
Flat Belt Drives 





(Carbide 


BAR - PASTE - LIQUID 


, From a shipbuilding corporation to 
Pao A — ype er store manager and buyer was an easy 
belting sie “— icons injurious _ di- jump for Jack Feack of Martin & 


ents . . . keeps belting pliable in all Turner, distributors in Wilmington, 3 q 

atmospheres and under all working con- Calif. NEW LOW PRICES 
— se * makes — — —_ | Almest Down te H.S.S. 
. . « fills pores and seals against 

foreign matter . . . a slight application Manhattan Rubber , Now youcan get the better 


is sufficient . . . penetrates and preserves || Advances Groendyk nish and longer wear of 
life of belting. Regular use can save on 


operating expense for your customers— H. F. Groendyk has been promoted & — a teed — 
mokes for easier traction and saves on || to the position of Director of Product eperadPergne 


— costs. Get booklet for complete Sales by the Manhattan Rubber Divi- 4 j egarded as too costly! 


. eae sion, Raybestos-Manhattan, Inc., Pas- - = All sizes in stock, ready 
We Urge Users to , Thru Their Distributor saic, N. J. Mr. Groendyk started with >} ‘ ; fer tmadiate oil ’ 
Manhattan 35 years ago and formerly 7 , 
CANTOL WAX PRODUCTS COMPANY was manager of the Division’s Auto- ; tee STRAIGHT SHANK 
BLOOMINGTON, INDIANA motive, Agricultural and Aviation De- 
partment. " STRAIGHT FLUTE 


























Stock Size Price 
No 


Q Gentino To Represent AN . im, Each 





Y NRS-l % $3.75 
Billings & Spencer Co. ¥ ee ty eee 


td 
NEED SOL DER ? The Billings & Spencer Co. of Hart- SE NRS-3 4% 4.00 


. 1}) 
ford, Conn., manufacturers of drop \\ i = = 
A forged wrenches, shop tools and drop J sa ~é = 
forged parts for industrial and com- " - ’ 


mercial use, have appointed Worden > renee pe 
BUY GARDINER Lf W. Gentino as its representative in : ; 
e < . ; NRS-9 5.50 
the Chicago territory. He will make nel ape 
his headquarters in the company’s : enn pte 
office in Chicago at 549 West Wash- 4 mas ng aes 
ington Blvd. ‘ . 
: NRS-13 ¥% 6.25 


Not supplied in Taper 
Shank (we suggest use 
of std. split sleeve 
reamer driver if T. S. is 
necessary.) Standard 
tolerance, o .0005" 
minus . 














Solder the easy way — no fuss, no 
muss. Use Federated Gardiner Brand 


ry ' JOBBERS! 
ACID CORE SOLDER... the flux is in ‘s ; Now you can sell SUPER quaiity carbide 
the solder. For automotive and ‘ ee as a 


TAGE! 
general work. Comes in all commer- Also—write today for details on SUPER’S 


cial sizes and quantities. aut "4 —-o 


Sediaee ee i a AND SPECIAL sR 
METALS DIVISION | W. B. Curtis, center, treasurer of Bar- u 
AMERICAN SMELTING ret Hardware Co., Jolict, believes in | le 
AND nary keeping his salesmen on their toes. | Carbide 7 
REFINING COMPANY | Compulsory reading for all salesmen, | 
WHITING } | including Fred D. Staehling (left) and SUPER TOOL COMPANY 
+ enenee SORROED | C.§. Petersen (right) is a book entitled 21650 HOOVER RD., DETROIT 13, MICH 
| “The Credit Side of Selling”. 5210 SAN FERNANDO RD., GLENDALE 3, CAL 














ae 
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NOW LEMPCO OFFERS YOU 
A COMPLETE LINE OF 
DUAL SPIRAL REAMERS 


Lempco Dual Spiral Expansion Reamers now are 
sold through industrial distributors in exclusive, 
protected territories. Franchises still are open. 
Write, wire or phone for details. 











@ The Lempco line includes chucking, stub, 
alignment, machine and hand reamers. 


: Right and left spirals ream perfectly round, 
accurate holes to a mirror finish. 


ay Straight line expansion range equals that of 
\\y five ordinary plug type reamers. 

\ i Hi-Speed blades can be sharpened at least 

eight times and then economically replaced. 


WITH MANY Lempco Dual Spiral Expansion Reamers are 


ADVANTAGES = known and used everywhere. They are 

= backed by consistent national advertising 
and ‘sales literature. It will pay you to make 
the Lempco line your line. 


Illustrated are Type RS Alignment Le 
Reamer, Type C Chucking Reamer 


and Type S Stub Reamer. 


T. M. Reg. U.S. Pat. Off 














a U.S. Pat. Nos. 





ee, itn, | DUNHAM ROAD « BEDFORD, OHIO 








An excellent account opener that . z c 

builds volume — and profit. Many | Here is nationwide, 
industrial applications. For air, oil | streamlinedservicein high- 
and coolant lines on machines. quality specialty steel 


Many advantages. Exerts uniform 
clamping pressure... will not 
collapse or distort thin wall tubing 
...extra long take up — reduces 
inventory requirements...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 


Send free sample. 
Name 





Company. 








Street Address 











wires. You get fast action 
from any of the Johnson 
offices across the country 
--.. sure of the highest 
quality when you specify 
JOHNSON. With an un- 
failing supply of premium 
steel. ... controlled grain 
structure .... restricted 
analysis. 


Warehouse stocks 
—Worcester, Chicago, 


Los Angeles. 





City. 
State. 


BREEZE CORPORATIONS, INC. STEEL AND. WIRE COMPANY, INC. 
Aircraft Standard Parts Co. Div. WORCESTER 1, MASS. 


33 South Sixth Street New York - Philadelphia | Cleveland Detroit. Akron — Chicago 
Poe 7 Ow Persey Atlanta Houston Tulsa Los Angeles Toronto 
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Cee 
os) 


| Such scientific pro- 
duction results in 
| uninterrupted pro- 
) duction and a con- 
i stant uniform flow 
> in your plant. 








PAS EIS 


Send for interesting 


. ve new catalog. 
>) Ask — Demand 
oy the 

: Nuts 


Bolts & Screws 








tee e : ae s 
Si AP OT TE ONO 











CLark BrosBour (p 












* Gasoline, Electric or 
helt—power models. 


%* Sizes from 11/2” to 
10” 


* Capacities from 
3,000 to 200,000 
gallons per hour 





The outstanding 


our Distributor plan. 


DUAL PRIME CENTRIFUGAL 





features, plus 
strength, stamina and service built into CMC 
Pump models will attract and hold your custo- 
mers. You get quick sales and big profits with 
CMC. Write for Bulletin 1P-147 and details about 


CONSTRUCTION MACHINERY Co. 


WATERLOO, IOWA 


unbeatable 





APTITUDE 
TESTS 


Enable you to BETTER 
PICK and PLACE new em- 
ployees, to DISCOVER HID- 
DEN ABILITIES in present 
employees, to Know which 
employees can be promoted 
to best advantage. 


Write or attach this ad to 
your letterhead for free 
folder. 


EXECUTIVE SELECTION & 
TRAINING INSTITUTE 
Daniel L. Beck, Director 

956 Maccabees Bldg. 
Detroit 2, Michigan 


Telephone TEmple 11-55-1 











OPERATE YOUR 


AT THE 
Kight_ 
SPEED 
with 


STANDAR 


Variable-Speed Transmisions 





eet oe 


@ Your customers know that there is a 
right speed for any machine operation. 

© To maintain the correct, most effi- 
cient speed for increased production and 
smoother operation, use STANDARD 
Variable Speed Transmissions—simple, 
low cost, patented, mechanical. Abso- 
lutely positive in maintaining proper 
speed ratios. 

@ Boosts Production 25-40%. 











STANDARD TRANSMISSION EQUIPMENTCO. 
78 W. Union St., Pasadena 1, Calif. 


Please send me without obligation complete 
details on this profitable line. 











INDUSTRIAL DISTRIBUTION © JUNE, 1948 


























SPECIALISTS 
IN THE PROPER USE OF 


FLUX.... 


ALLEN has 130 Flux Formulas besides 
scores of standard ones to meet various 
applications. We can supply the right 
forms . . . salt, paste, oil, fluid, stick 
- . + in the right strength . - mild, 
medium, active, vigorous . . . for a given 
metal or condition. Our Technical Staff 
will consult and advise on your customers’ 
difficult or unusual problems. Your trade 
will appreciate our Check Charts which 
- wed melting point of all soders—send for 
em. 

















Gf 


‘eee DUINCHE So } 


| @Users can get the proper WHITNEY 

| Punch for any job from this complete line 

| - - « and distributors can get some fine 

business through this need. Individual 

| characteristics make these punches adapt- 

able to a certain kind of work—each type 
in a variety of sizes. Put these time sav- 
ing tools to work for you. 














L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 








a 
hand * channel 
bench * angle iron 
hammer * close corner 
square ° — round 
button ¢ skyligh 
flange ° ventila es tank 


A. Whitney Mfg. Co. 


Race St. 


Rockford, Ill. 














—but a friend of every 
industrial distributor 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 
Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the industrial plants and shops, 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 


Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


ALLIGATOR 


TRADE MARK REG. = >*S — U.S. PAT. OFFI 


STEEL BELT WNGING 















Industrial plant 
men like ALLIGATOR 
steel lacing because: 


. Without any fuss or monkey 


business it can be put on with 
a hammer and it drives straight. 


. It will handle the lacing prob- 


lem for belts ranging from tape 
less than 1/16” thick up to belts 
5/8” thick and as wide as they 
come. 

The belt can be unfastened in a 
jiffy — just remove the rocker 
hinge pin and the joint comes 
apart. 


® paige oe Steel Lacing is made of 


cial grade of steel that 
on ines ductility with high 
tensile strength. Service records 
of millions of belts laced with 
Alligator show that it has remark- 
ably long life. 
Alligator makes a joint that is 
smooth on both faces—it embeds 
in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating. 
It is supplied in steel, Monel 
and “Everdur” in twelve sizes. 
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‘“ATLANTIC’’ 


Can meet your 
need for 


PROMPT SHIPMENT 


of all types and 
sizes of 


FLEXIBLE 
METAL HOSE 


By making “ATLANTIC” your 
source of supply you are as- 
sured of being able to furnish 
your customers with their re- 
ae from a complete 
ine. 


Atlantic Flexible Metal Hose is 
available in a full range of 
sizes for the highest pressures. 
You can sell “ATLANTIC” for 
a wide range of services such 
as for handling steam, hot and 
cold oils, tar, asphalt, chemi- 
cals, compressed air, etc. 


The experience of distributors 
who make “ATLANTIC” their 
source of supply is that this 
line is a profitable one to sell 
and offer an attractive repeat 
order business. 


Be sure you have our latest 
catalog and pricing schedule. 


“ATLANTIC” 
METAL HOSE CO. 


104 West 64th St. 
NEW YORK 23, N. Y. 

















cu 





s¢ 








© 









© 
















DRIVING 


SCALING 


Are only a few of the 


many uses that sell your 


customers on 


SYV7TRON 


DEPENDABLE 


ELECTRIC 
HAMMERS 


Fast! 
Powerful! 
Portable! 
Sturdy! 





Electro magnetic design, only 
one working part—the piston— 
strikes 3600 powerful blows per 
minute on the shank of the tool 
being used. 


They make money for you— 
save money for your customer. 


Write for information about 
our resale plan. 


SYNTRON CO. 


900 Lexington, Homer City, Pa. 


LSLEEVES— 





SAFETY har bGeea added fo SERVICE 
ta the Yeu NACO tue. 


@ Management interested in reducing fire hazards as 
well as in benefiting from the low long term cost of 
quality tools has found it profitable to investigate the 
new Vaco screw and nut drivers. 


These precision built tools, made only with chrome 




















vanadium bits, are equipped with Vaco Ambery! slo- 
burning handles... 
only handles of their kind carrying the Underwriters’ 
Laboratories, Inc. 
examination Service 
Marker. For full infor- 
mation, write to: Vaco 
Products Company, 317 
E. Ontario St., Chicago. 


shock-proof, break-proof and the 


Re- 
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Pull out the blade, turn it around, 
and the new Vaco Reversible be- 
comes a Phillips instead of a regu- 
lar screw driver. Saves both time 
and money! 




























STANDARD TYPE 








AND 


SOCKETS 


AND A 
complete line of COLLETS 


@®COLLIS Taper Tools are made by men 
skilled in this type of manufacture. Users 
get long satisfactory service from COLLIS 
agen and —_ the answer to all drill- 

tapping needs in the 
COLLIS line. We can give prompt service 
on orders for Lathe Centers, Arbors, Drill 
Drifts, and Magic Type Chucks as well as 
on Sleeves and Sockets and Collets. 


THE COLLIS CO. 


CLINTON, IOWA 
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Celebrating Our 25th Anniversary 


in Our New Home 


BOLTS e NUTS 
SCREWS ¢ RIVETS 
THREADED PRODUCTS 
SCREW MACHINE PARTS 
All Types and Sizes 
Made in All Materials 


Send Us Your Samples and Blue Prints 


IMMEDIATE DELIVERY 
ON EMERGENCY ORDERS 


Catalog on request 


125 Church St., New York 7, N. Y. 
WO 4.4600 























Time and/or Money 


It's a good idea — when talking to a 
man with production problems — to 
tell him about. the valuable minutes 
saved in every working hour when a 
‘Budgit’ Electric Hoist does the lifting 
on production, assembly, and inspec- 
tion lines. Knowing the value of time 
in these days of high production costs, 
he'll be interested in what you have 
to tell him about ‘Budgit’ Hoists. 


Interested, too, in knowing how 
workers freed from useless lifting by 
‘Budgit’ Hoists turn their energy into 
increased production. This helps lower 
operating costs. He'll be interested in 
knowing that a ‘Budgit’ Hoist is a 
complete lifting unit in itself, has no 
installation costs — it’s ready to go 
to work the minute he hangs it up 
and plugs it into the nearest electric 





socket. 


Increased production, low operating 
costs, freedom from accident charges 
mean — as the lawyers put it — 
more time and/or money. More time 
for production — more money for 
worker; owner; and you, the man 
who sells ‘Budgit’ Hoists. 


Write us for more copies 
of Bulletin No. 371 


when you need them. 


MAXWELL 


=) Hoists 


MANNING,MAX WELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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BUDGIT 


EASIER 
STRONGER 


Never before have so many basic improve- ys 1 5 
ments been introduced at one time. The 4 
15 new features of Porter Cutters set 4 EW 
absolutely new standards of cutting 
ease, strength and performance. They VAs TURES 
are an engineering triumph not only 4y 
in design, but also in quality. , THE 
Consider just two features: POWER 
Wrists are straighter. (2) / 3) LINE 
Handle grips are curved and f y IS THE PROFIT 
broader — palm-fit grip / i m3 
hands are in the proper 0} et f ad 
position for the easy 
application of maximum 


(1) Curved toe-in handles de- 4 vy 
reduces fatigue. This 

NEW EASY POWER 
cutting power—an easier 


crease armspread 10% to 20%. 
means arms, wrists and 
pull, a stronger pull. PIT LG 


H. K. PORTER, INC., 


77 Foley St., Somerville, Mass. 





NATIONALLY 
ACCEPTEO 





pro ducts 
supply 


FLEXIBLE METAL POPPET 


oavertised “a 


They o' apers 
the leadind a stor 


They occ? ’ 

age am standard he 

They") shapes — =_— 
maximum 


oct Seer meses, | CHECK VALVES 


ond “8” shank: 
pases he . of 
twvestene . ag in can be placed in any position. 
ford f° jo in indus Flexible Monel metal Poppet can- 
_— come not leak. For cold or hot water or 
steam. 150 Ibs. pressure. Ask 
for bulletin No. 402. 


Onder from your Goble 


WHITE MACHINE WORKS 


FORT WAYNE 1, INDIANA 





 eremanray 


try- 
Let us 
plete cat 


vu. FORD". 


742 West First Street 


i} 
pide 
Counters 


Davenport, lowa, U.S.A. 
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Get these 
EASY, EXTRA PROFITS 
« 


SELL MISENER HOLE SAWS 
with EVERY ELECTRIC DRILL 


EVERY SALE YOU MAKE of a PORTABLE 
ELECTRIC DRILL (also, drill press or lathe) 
is an opportunity to sell a MISENER oa 
or Multiple-Blade Hole Saw. MISENER Hol> 
Saws increase the re cutting range of a “rs i 
driil_to 3%”, and 54” drill to 7”. The 
MISENER Line of Hole Saws (from 5” io 15” 
in graduated fractional diameters) enables you 
to meet ALL hole-cutting needs for electricians, 
plumbers, steamfitters, home insulation appli- 
ators, for factory maintenance and machine 
production, for home workshops. Every MIS- 
ENER Tool you sell starts a continuots de- 
mand for Replacement Blades. Display 
materials and advertising literature supplied 
FREE. Write for complete information NOW! 


“The World's Headquarters for HOLE SAWS” 


MISENER 


MANUFACTURING COMPANY 
202-8 WALTON ST. 


SYRACUSE 2, N. Y. 








RECOMMEND 


RAY - 
ILLS 


PORTABLE 














. «Coolant Systems 
for all types of 
Machine Tools 


«Stand-by Pump 
| Units in case 
| built-in pumps fail 


GRAY-MILLS CORPORATION 


| 1949 RIDGE AVENUE 


EVANSTON, ILL. 





Mr. Heffler tells our story better 
than we can. Stock and feature 
Key Sealing Compounds. It 
means steady, profitable, repeat 


business for you. 


Key Compounds are stocked by 





For Waterproof Service 
Recommend Sealing with 
Key-Tite. 


1250 aggressive supply houses. 
Write for price schedules and 


descriptive literature. 


For oil-proof Service 

Recommend Sealing 

with Key Graphite 
Paste. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, Ill. 


RAPHITE PAST 
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THE G13. 8 TURNER 


NEW IN PRINCIPLE, DESIGN, AND PERFORMANc, 


WITH “CARBURETOR CONTROL” 


Features the exclusive adjustable air 
syphoning tube which enables the 
pot to operate at a pressure of only 
20 to 30 pounds as compared with 
40 to 60 pounds for old style models. 
Tube can be moved back and forth 
in the burner ... permits instant bal- 
ancing of the gas and air mixture by 
actually syphoning air from the out- 
side to meet widely varying fuel and 
job conditions. Important because 
it means more perfect combustion... 
a more intense flame, concentrated 
at the proper point and not distrib- 
uted over the entire coil . . . elim- 
inates carbonization... insures 
longer coil life. Turner No. 275 Fire 
Pot will melt 20 pounds of lead in 3 
minutes; has fuel capacity of 9 pints; 
takes 6” melting pot. 


COMPARE THESE FEATURES 


@ Flame control valve adjusts the 
flame to any desired heat. 


® Construction assembly permits 
quick, easy accessibility and cleaning. 


® Burner coil is made of extra-heavy 
seamless steel tubing. 


® Tank is of unusually strong con- 
struction... pump is heavy blow- 
proof brass. 


Made by the manufacturers of 
the nationally known line of 
Turner Blow Torches. 


THE TURNER BRASS WORKS 


Gere ane merge a | 
Since vert 
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Abrasive 
Ace Dril 
Advance 
Air Ext 
Agency 
Albertson 
Alemite ¢ 
art-W ai 
Allegheny 


Compa: 
Alloy St 
me... 
American 
ican Cl 
Americar 
Inc. . 
America! 
Americar 
Americar 
Inc., U 
Americar 
Americar 
Americar 
Americar 
Americar 
Americar 
Americar 
Ammco 
Appleton 
Armour 
Armstro! 
Armstrot 
Armstro! 
Aro Equ 


Asbestos 

of Ray 

Atkins & 

Atlantic 

Atlas Ch 

* Atlas P: 


(TO VIOLATORS) : 


Unscrupulous lubricant manufacturers have been making unlawful use 


of the Keystone Lubricating Company's trade mark. Take Warning ! ee. 
assic 

For over 60 years the word Keystone and the symbol thereof have dee, 

been used continuously by the Keystone Lubricating Company as the ‘Beall To 

trade mark for its oils and greases. Over 60 years of conscientious ell 

endeavor has gone to make the Keystone the respected symbol of Besly & 

quality in the lubrication field. The use of either the word “Keystone” pow Ae 

or the Keystone symbol, or any combination thereof constitutes Boice-Cr 

infringement on our trade mark rights and an attempt to defraud —_— ) 

the public. SUCH INFRINGERS WILL BE PROSECUTED VIGOROUSLY Bowser, 

TO THE FULL EXTENT OF THE LAW! — 

Breeze | 

Trade Marks Registered in U. S. Pat. Office; Stand: 

also with Commonwealth of Pennsylvania oe 

KEYSTONE LUBRICATING CO., 21st, Clearfield and Lippincott Sts., Phila..32, Pa. Buffalo | 

300 Keystone Distributors located throughout U.S. and Canada ae 

Bunting 

ESTABLISHED 188 4P mu mane bad 
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KOPPERS 


advertisin g to an expandin g market 


Plant engineers and maintenance men now know that specialized protective 
coatings are necessary to stop rust and corrosion. 


Koppers is reaching these men ... and reaching this market, through a cam- 
paign of full-page advertisements on Koppers Protective Coatings in the 
national magazines illustrated here. 


This advertising serves as effective support to the sales efforts of industrial 
distributors. 


KOPPERS PROTECTIVE COATINGS 


Bituplastic* * Bitumastic No. 50 * Bitumastic Black Solution 
Bitumastic Super Service Black ¢ Bitumastic Tank Solution 
Bitumastic Hi-Heat Gray 


*Reg. Trade Mark U.S. Pat. Off. 


KOPPERS COMPANY, INC., - DEPARTMENT 609T, PITTSBURGH 19, PA. 
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IT IS NICE TO BE WRONG 


WHEN you are wrong, you might as well be good 
and wrong. That I was in the matter of Conference 
Booths at the recent Convention. 

The success of the Conference Booth idea lived up 
to—probably exceeded—the greatest hopes of Bob 
Black, who fathered the idea several years ago. I am 
sure that the Officers and the Committee of the Amer- 
ican Association, who worked out the details of the 
plan, are delighted with the results. They certainly 
should be. 

Frankly, my original opinion was that the idea had 
several weaknesses. As a matter of fact, what seemed 
to me to be the points of weakness turned out to be 
the real strength of the plan. Distributors did go for 
and to the booths and every manufacturer did get a 
good play during the two afternoons the booths were 
open. 

As a convert, I am enthusiastic about the opportun- 
ities the Conference Booths offer for the future. The 
basic plan is as sound as the dollar. The details of 
operation might be improved by having the booths 
open for one full day instead of on two afternoons. 
The Associations have probably noted the problems 


involved in two half-day sessions and will plan to cor. 
rect them. 

Everyone who had a hand in developing the Con- 
ference Booth plan deserves a big cheer. To those 
responsible for carrying through the details, this indus. 
try owes a real debt. They did an outstanding job of it, 


The Convention was a real success. The turn-out 
was the biggest ever and the interest at peak level. 

Hats off to Harry Rinehart for his National Associa- 
tion badges. The other secretaries should follow suit. 


Hope you all have read the “National News Letter” 
of May 7th sent out by Harry Rinehart and noted, par- 
ticularly, what he says about Unified Committees. ‘The 
National Affairs Committee, composed of the Exec- 
utive Committee of the Southern and Board of Gov- 
ernors of the National, made great strides this past 
year. The addition of an Industry Committee, repre- 
senting both Associations and reporting to the 
National Affairs Committee, looks like the answer to 
the distributor’s prayer. 


The action of the National in connection with a pro- 
gram for improved packaging and labeling, as well as 
simplified pricing, is most encouraging. Some progress 
was made during the past year—particularly in pack- 
aging. A lot still remains to be done and it looks now 
as though there will be some real results. 


I wonder how many of us realize the amount of 
work, effort and time the Presidents of the National, 
Southern and American Associations put into these 
jobs? If you like long hours, absolute assurance that 
it’s impossible to please everybody, and proof of the 
fact that good deeds are seldom appreciated—the Presi- 
dent’s job is made to order for you. Otherwise, bes 
someplace else when next year’s officers are chosen. 


Messrs. Butts, Kenny and Gebhart did a whale of a 
job this past year. They can look back on a year of 
outstanding accomplishments and now sit back and 
watch the new Presidents sweat it out for the coming 
twelve months. 


ARCH MORRIS 
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“LAST WORD” INDICATOR No. 711-F 


has reversible action, swiveling body, detachable 
ratchet joint contact point— graduated .001", reading 
0-15-0, range .030”". Can be used in tool post with 
universal shank or clamped to height gage. 
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UNIVERSAL DIAL TEST INDICATOR No. 196 
Simple, reliable, sensitive, easy to read, easy to set up 
and use—that’s what makes STARRETT Dial Test 
Indicator No. 196 a favorite with toolmakers, ma- 
chinists and inspectors. Many special attachments 
provide for universal application to all classes of 
work. Dial graduated .001”, reading 0-100, range 
.200". Also available to read 0-50-0, 0-20-0 and 0-40 


by thousandths, range .200”. 





DIAL TEST INDICATOR No. 665 


A sturdy combination for inspectors, machinists and 
toolmakers. Attachments providing for infinite adjust- 
ment include horizontal and right angle arm, tool post 
holder, keyway and guide stops. Choice of dial indi- 
cators. 











HEAVY DUTY DIAL TEST INDICATOR No. 645 


For severe applications around machinery or for con- 
tinuous use in general tool work, No. 645 has a 
special, spiral-type mechanism of unusually rugged 
construction. Combines sensitive, accurate action 
with easy-to-read dial. 


Dial reads 0-50-0 and can also be supplied with 0-100 
dial. 


PRECISION TOOLS * DIAL INDICATORS * STEEL TAPES 


GROUND FLAT STOCK * HACKSAWS 


BAND SAWS FOR CUTTING METAL, WOOD, PLASTICS 
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EL. S. STARRETT CO. World’s Greatest Toolmakers * ATHOL, MASSACHUSETTS, U.S.A. 



































MR. DISTRIBUTOR: 








Low-cost materials handling. 
What better selling appeal 
could there be for any electric 
hoist? The speed, power, effi- 
ciency, safety and rugged con- 
struction of the new WRIGHT 
SPEEDWAY all add up to one 
thing—lower materials-han- 
dling costs for your customers. 

Many new and exclusive fea- 
tures are built into these hoists 
—selling features for you, use- 
advantages to your customers. 
Capacities are from 250 to 2000 
pounds. A streamlined package 
of power. 

Send for descriptive folder 
DH-1250. 











WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 





